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LE. Black Elected 
President Of Home; 
mith Board Chairman 


lection Follows 101st Annual 
Stockholders’ Meeting at Which 
4 1953 Results Are Given 


RIBUTE IS PAID TO BLACK 


Promotion in Keeping With 
Long Range Policy of Company 
Initiated by Smith 


[At the organization meeting of the 
tors of the Home Insurance Co., 
' Monday of this week, which fol- 
ved the 101st annual stockholders’ 
eeting, Harold V. Smith, president of 
company since 1937 and one of the 
istanding men in the insurance busi- 
iss, was elected chairman of the board. 
the same time, Kenneth E. Black, 
9 became assistant to Mr. Smith in 
bnuary, 1949, later being elected execu- 
ve vice president and a director of the 
ome, was elected president to succeed 
r. Smith. They will be elected to 
lese respective offices in the Home 
Mdemnity Co., the Home’s casualty 
iliate. 
In a news statement released follow- 
the directors’ meeting Mr. Smith 
plained that this change in the Home’s 
Ministration is in keeping with a 
icy which he initiated at the time 
his own election to the presidency in 
87. This was that “the efficiency and 
prit de corps of the organization 
uld be enhanced by an orderly system 
Fcontinuous promotion. 


: Black Was Designated Several 
: Years Ago 


“In accordance with this policy Mr. 
k, with the approval of the di- 
Ctors, was designated as my successor 
Weral years ago and the prospect of 
being elected today as president has 
len known to and favorably accepted 
y the entire Home organization for 
iny months.” 
Mr. Smith then paid tribute to his 
iecessor as “a keen student of the in- 
fance business with an extensive ex- 
itive background.” He spoke of the 
th regard for Mr. Black not only in- 
le the Home organization and by its 
d forces, but also by executives of 
insurance companies. “He will as- 
Me all of the responsibilities,” said 
r. Smith, “plus all of the authority 
goes with the office of president 
tthe Home Insurance Co. He will have 


(Continued on Page 33) 
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New Careers 


In Colonial’s new ordinary general agency 
department promising careers have been started 
by men with a compelling desire to participate 


importantly in a growing, vibrant organization. 
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Prudential Managers’ 
Mark 25th Year Of 
Ordinary Department 


Conference at Edgewater Park, 
Miss. First of Kind Planned by 
Managers Themselves 


REGIONAL OFFICERS THERE 


President Shanks, Vice Presidents 
Sayre MacLeod and Pearce 
Shepherd from H. O. 


A national managers conference, first 
of its kind in Prudential Ordinary agen- 
cies history, was held last week at Edge- 
water Park, Miss., which brought all 118 
managers together in a combined meet- 
ing. They met from March 31 through 
April 3 to celebrate the 25th year of 
Ordinary agencies operation as a sepa- 
rate department of the company and to 
discuss agency management matters. A 
group of top home office executives at- 
tended headed by President Carrol M. 
Shanks. 


Conference Planned by Managers 


A unique feature of the conference 
was the planning of the entire program 
by the managers. This was done through 
the advisory committee of managers un- 
der the leadership of Frank L. Klingbeil, 
manager Detroit agency. Mr. Klingbeil 
was aided by a conference executive 
committee composed of Robert E. Wil- 
kins, CLU; Ralph H. Rice, Jr., CLU; 
and Marshall M. MacLeod, CLU, mana- 
gers at Hartford, Philadelphia and 
Brooklyn. 

Other committee members: Sidney A. 
Kent, CLU, Chicago; Frank B. Falk- 
stein, San Antonio; V. R. King, CLU, 
Miami; Jack White, CLU, Los Angeles; 
Hiram G. Henderson, New York. 


Basic Questions Considered 


A working session throughout, the 
conference sought to solve the eight 
major problems common to all Pruden- 
tial managers, and to many agency 
managers in the industry. 

Through working panels, the group 
tackled such problems as: 

Recruiting to Reduce Turnover—Jack 
White, moderator; Edgar M. Kelly, 
Oakland; Glen S. Baker, Kansas City; 
Richard I. Gross, Columbus; Herbert L. 
Lee, CLU, Jamaica. 

Bringing the New Agent Through His 
First Year—John J. Frey, Milwaukee; 
H. Brooks Travis, El Paso. 

Developing the Older Agent in Career 
Underwriting—Sidney L. Marks, CLU, 
New Orleans, moderator; Osborne 
Bethea, Newark; John A. McCelvey, 
CLU, Fort Worth; Glen A. McTaggart, 
CLU, Honolulu; Arthur C. Crowder, Jr., 
Birmingham. 


(Continued on Page 8) 
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HERE’S AN IMPORTANT FACT: 


T’s important because with The Trav- 
I elers you are sure to find the depend- 
able, guaranteed cost Life Contracts you 
want to provide for your clients. Whether 
you are recommending business lines or 
family protection; retirement, mortgage, 
or educational plans, you will find some- 
thing tailor-made for your use among the 
list of popular Travelers Life contracts. 













































The Travelers writes all forms 


of Life ensurance! 


And, it’s important to know, too, that 
The Travelers is always ready to assist 
you make selling easier through a wide 
assortment of specialized sales tools, pro- 
motional materials, and full page national 
ads in leading publications. 

Why not talk over The Travelers Life 
contracts with a Travelers Life Manager 
or General Agent? He is ready to help you! 


The Travelers INSURANCE COMPANY 
HARTFORD 15, CONNECTICUT 
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Mutual Benefit General Agents And 


Agency Leaders Meet In Florida 


The General Agents Association of Mutual Benefit Life of Newark, 
N. J., met Monday to Wednesday at the Flamingo Hotel, Miami Beach, Fla., 
and the agency leaders are meeting Thursday through Saturday at Holly- 


wood Beach, Fla. 


The General Agents Association of 
Mutual Benefit Life opened its first 
business session Monday morning at 
Miami with Weymouth L. Murrell, 
president of the association, presiding. 
At the Tuesday morning session Charles 
G. Heitzeberg, second vice president and 
director of agencies, delivered a _ wel- 
come on behalf of the company and 
presided. A panel on “Early Produc- 
tion” with H. Douglas Palmer, director 
of agency administration, as moderator, 
had the following as participants: Wil- 
liam T. Earls, Cincinnati; Meade J. 
McMillen, Richmond; Thomas G. Mur- 
rell, Los Angeles; and Robert W. Wil- 
kinson, Minneapolis. 

Three separate round tables featured 
this day’s program with a_ brokerage 
business panel as well. Wednesday 
opened with a session on “Upgrading 
Established Men” followed by three 
round tables on “Manpower.” George B. 
Gordon was moderator of the first and 


round table chairmen were: C. Carney 
Smith and Robert H. Stevens of Wash- 
ington; Edward L. Reiley and H. Pres- 
ton Smith of Philadelphia; Stanley R. 
Wayne and Wilbur E. Hintz of New 
York. 

The meeting closed with an address 
by M. James Houlihan, head of the 
Saginaw agency. 


Huber Gets President’s Trophy 


Mutual Benefit Life general agents 
whose agencies achieved outstanding 
records during 1953 in new organization 
results, persistency of business and all- 
round agency performance were pre- 
sented with awards. 

The President’s Trophy was presented 
to Solomon Huber, CLU, general agent 
in New York City, by company Presi- 
dent H. Bruce Palmer. The trophy was 
presented to Mr. Huber as general 
agent of the Mutual Benefit’s best all- 
round agency, and it is based on the 


quality and amount of new insurance 
written, success in recruiting and train- 
ing new men, and maintaining produc- 
tion among established agents. 

Runners-up for the President’s Tro- 
phy were the Laurance W. McDougall 
agency, Cleveland, and the Raleigh R. 
Stotz agency, Grand Rapids. 

The New Organization Award for out- 
standing recruiting and development of 
new men was presented to Robert W. 
Wilkinson, general agent, Minneapolis, 
by vice president in charge of agencies, 
Richard E. Pille. Runners-up were the 
William T. Earls agency, Cincinnati, and 
the Salinger-Wayne agency, New York. 

Quality business was recognized by 
the presentation of the Jones and Trim- 
ble Awards. The award for best per- 
sistency of 1950 and 1951 business was 
offered by Vice President Harry W. 
Jones, and for the best persistency of 
business on the books in 1952 which 
was sold in the preceding ten years an 
award was offered by James R. Trimble, 
retired mathematician. The Providence, 
R.I, agency, headed by Robert E. Olm- 
sted, CLU, won the Jones Award, and 
the Syracuse agency, headed by Arthur 
F. Lewis, received the Trimble Award. 


Mural Depicts New England Mutual Charter Signing 





Watching unveiling of mural depicting scene in Boston when New England Mutual was chartered are (shown on 
extreme left) George Willard Smith, Governor Herter of Massachusetts, O. Kelley Anderson and the creator of the 
canvas—Charles Hoffbauer. 


At a special ceremony held in con- 
junction with the New England Mutual’s 
recent annual meeting the accompanying 
mural portrait of the signing of the 
company’s charter was unveiled. The 
mural shows the scene on April 1, 1835, 
in the office of Massachusetts Governor 
Samuel Armstrong as Judge Willard 
Phillips, founder and first president of 
the New England Mutual, receives the 
freshly-signed document which signifies 
the birth of mutual life insurance in 
America. The men to the left of Gover- 
nor Armstrong are the Speaker of the 
House and the President of the Senate, 
while those to the right of Judge Phillips 
are friends who accompanied him to the 
State House. Shown, left to right, ad- 
Miring the mural are New England Mu- 





tual’s board chairman, George Willard 
Smith, Massachusetts Governor Chris- 
tian A. Herter, President O. Kelley An- 
derson and Charles Hoffbauer, creator 
of the huge canvas. The mural will 
hang in the lobby of the company’s 
Charter Room at the Boston home 
office. 

Eight discouraging years and a deep 
depression followed the granting of the 
charter, and it was not until the fall of 
1843 that a $50,000 guaranty fund was 
subscribed and the company organized 
with Judge Phillips as president. The 
first policy was issued on February 1, 
1844. ; 

The principal speaker at the unveiling 
of the mural was Governor Herter of 
Massachusetts, who said: 

“I feel safe in saying that even Willard 
Phillips himself could not have had the 





remotest idea that 119 years later the 
company he was founding would have 
prospered and grown to have more than 
$3% billion of insurance in force; to be 
doing business in every state in the 
union and in Hawaii; or that it would 
have assets of nearly a billion and a 
half; or that the principles of mutual 
life insurance in which he had placed 
his faith would spread throughout the 
country as they have. He would have 
been staggered by the thought that total 
life insurance in all companies 119 years 
later would cover approximately 90,000,- 
000 policies with a protection of $304 bil- 
lion, and that benefits averaging more 
than $15,000,000 daily would flow out to 
policyholders and their beneficiaries in 
1953. Steady growth, sound progress, 
adherence to high ideals have given 
New England Mutual a proud history.” 





The C. Carroll Otto agency, Detroit, was 

runner-up for both awards. A new 

award this year, the Sales Services 

Award, was presented to C. Carney 

Smith, CLU, Washington, D. C., general 

agent, for the best agency bulletin. 
Special Agency Awards 

Seven Mutual Benefit Life agencies 
were singled out for recognition at the 
general agents banquet at Miami. 

The Cleveland, Nashville and Colum- 
bia agencies were winners of the awards 
offered by Chairman of the Board W. 
Paul Stillman, for quality business writ- 
ten during “The Duel” campaign. 
Awards were presented to Cleveland 
General Agent Laurance W. McDougall, 
CLU, Nashville General Agent Herschell 
Emery and Columbia General Agent 
Newell D. Crawford. 

Awards were also presented to the 
agencies which submitted the highest 
percentage of business over their quotas 
during “The Duel”: in group I, the Car- 
ney Smith agency, Washington, D. C.; 
in group II, the Francis J. Conlin 
agency, Spokane; in group III, the 
Robert R. Tebow agency, Birmingham. 

The Cincinnati agency, headed by Wil- 
liam T. Earls, CLU, received an award 
for submitting the highest volume of 
business during the sales campaign. 

54 Leaders Club 

Meeting at Hollywood Beach, April 8 
to 10, are Mutual Benefit field leaders, 
members of the 54 Club, president of 
which is Max M. Matson, Cleveland. 
Other officers are Sidney Weil, Cincin- 
nati, vice president; O. F. Hamlin, De- 
troit, secretary; A. R. Greonke, Cincin- 
nati, treasurer. 

The opening feature of the meeting 
today will be an address by company 
President H. Bruce Palmer and another 
speaker will be Robert C. Gilmore, Jr., 
president of National Association of Life 
Underwriters and representatives of Mu- 
tual Benefit at Bridgeport, Conn. 

Gilmore on 3 Dimension Sales 

“The successful life underwriter views 
his daily activities in three dimensions— 
breadth, height and depth,” said NALU 
President Robert C. Gilmore, Jr., in his 
address prepared for the annual field 
meeting at Hollywood Beach. 


“The first of three dimensions—the 
breadth of an underwriter’s vision—rests 
in sales. Sales activity must come first 
for it is our very existence, just as it is 
in anv American enterprise. 


“\why is life insurance paying the 
American people better than half a mil- 
lion dollars every hour?” asked Mr. Gil- 
more. “Because someone sold life insur- 
ance! And the successful agent, al- 
though he is concerned with training, 
knowledge and education for his job, is 
first and above all else a life insurance 
salesman.” 

Commenting on the company’s out- 
standing achievement in 1953 he said, 
“This achievement gives us the double 
responsibility to increase our perception 
in the other two dimensions of depth 
and height. The height of the under- 
writing picture is in our service of life 
insurance,” Gilmore stated. Recalling his 
early experience as an agent with the 
company’s Hartford agency, Mr. Gil- 
more said that he received the meaning 
of service that he has never forgotten 
when he settled his first death claim. 
“Service is our responsibility,” he em- 
phasized, referring to the fact that in 
the last 15 months 59% of all Mutual 
Benefit submitted business “came from 
friends or from our own policyholders 
whom we have resold. Our greatest re- 
sponsibility for life insurance service 
lies with these two groups of people.” 


(Continued on Page 8) 
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National Life Leaders 
Conference in Florida 


FEATURES OF 4 DAY PROGRAM 








President Davis Heads Group From 
Home Office; Leaders Club 
Winners Announced 


The 1954 Leaders Club 
conference of National Life of Vermont, 
which was held at Hollywood Beach, 
Fla., came to a close on March 27 after 
a four-day conclave which drew a record 





educational 


attendance of qualifiers. More than 200 
agents were guests of the company as 
a result of their sales volume during 
the qualifying period. 

Principal speaker at the opening fel- 


lowship dinner was Deane C. Davis, 
company president, who told the as- 
sembled group of nearly 500 persons 


that “we need continuing study of the 
techniques of distribution as well as in 


the basic principles of life insurance. 


Award Winners 


A highlight of the fellowship dinner 
program came with the announcement 
that the Harold Smyth agency, Hartford, 
had won the President’s Trophy, which 
is awarded annually to the general 
agency with the most outstanding per- 
formance in all phases of agency opera- 
tion. Plaques were presented to the run- 
ners-up: Second place, Harold T. Dillon 
third place, William 
New York City; 


Burroughs and Hatch 


Agency, Atlanta; 
H. Bender Agency, 
fourth place, 
Agency, Manchester, N. H. 

The keynote address of the opening 
session of the conference was delivered 
by Agency Vice President C. V. Shep- 
herd, CLU, who cited the fact that the 
1954 Leaders Club conference set a new 
record of attendance. He lauded the un- 
derwriters as “the strongest sales or- 
ganization the National Life has ever 
had.” 

Many agents received a new concept 
of the position held by National Life in 
the industry in an address by Merrill 
W. MacNamee, CLU, 
agent and now a personal producer in 
the Chicago agency. 


former general 


In the final talk of the opening ses- 
sion, Francis T. Fenn, Jr., CLU, associate 
general agent of the Hartford agency, a 
veteran National 
dollar producer, spoke on, “Organizing 


Lifer and a million 
for Success.” He emphasized that the 
basic foundation of organizing for suc- 
cess is “determining your objectives.” 
On the second day of the conference 
a seminar was conducted by seven un- 
derwriters who presented their “Ideas 
for Business Insurance Cases.” The 
speakers were Warren H. Bearden, At- 
lanta; Edward M. Cavaney, Manchester; 
Richard N. Craig, CLU, Kansas City; 
Eugene C. DeVol, CLU, Philadelphia; 
Richard M. H. Harper, Jr., Boston; John 
L. Helm, Louisville; Karl H. Schmidt, 
CLU, Cleveland. The seminar was fol- 


Brynn and Haas Head National Life Agency,Groups 


Fred S. Brynn of Burlington, Vt., was 
elected president of the General Agents 
Association of National Life of Vermont 
at the association’s annual meeting 
March 26 at Hollywood Beach, Fla. 
Formerly vice president, Mr. Brynn suc- 
ceeds Charles A. Elliott, CLU, of Kansas 
City, Mo. 

Harold T. Dillon of Atlanta was 
elected vice president, and Edward H. 
Von Deck of Washington, D. C., secre- 
tary-treasurer. 

Three directors were elected—Arthur 
L. Beck, CLU, Buffalo, for a two-year 
term; R. Wayne Allison, CLU, Milwau- 
kee, for a one-year term, and Norman 
Smyth, Denver, to fill the unexpired 
term of John J. Kellam, CLU, New 
Canaan, Conn., who resigned because of 
the press of work as a member of the 
executive committee of Million Dollar 
Round Table. 

Mr. Brynn started his career with 
National Life 25 years ago as an agent 
in Pittsburgh. After two years in that 
agency he joined the company’s home 


office staff in Montpelier, Vt., as agency 
supervisor, and later was promoted to 
assistant director of agencies. About ten 
years ago he was appointed National 
Life’s general agent for Vermont. 

Elliot L. Haas, CLU, of Atlanta was 
elected president of the Chartered Life 
Underwriters Chapter of National Life 
of Vermont at the Hollywood Beach 
meeting. He succeeds Richard N. Craig, 
CLU, Kansas City. 

Merrill W. MacNamee, CLU, Chicago, 
was named vice president, and Warren 
F. Shult, CLU, Bloomington, secretary. 
Four men—Karl H. Schmidt, CLU, 
Cleveland; Samuel B. Fairbank, CLU, 
Seattle; Robert C. Brand, CLU, New 
Canaan, and General Agent Clifford H. 
Orr, CLU, Philadelphia—were elected to 
serve with the three officers as members 
of the executive committee. 

The main speaker, General Agent 
Clyde R. Welman, CLU, Memphis, who 
becomes the company’s vice president in 
charge of agencies July 1, expressed his 
deep pride in the growth of the CLU 
movement in National Life. 





lowed by a question and answer panel on 
business insurance with Walter G. Nel- 
son, Jr., general counsel and David F. 
Hoxie, associate counsel, answering ques- 
tions along with those who participated 
in the seminar. 

John B. Walters, CLU, Cedar Rapids 
agency, opened the morning session on 
the third day with a hard-hitting talk 
on “Disability Incomes as a Sales Tool.” 
He was followed by Arthur C. Kerin, 
assistant director of selection, who pre- 
sented a number of helpful tips on “Un- 
derwriting Disability Income.” 


Sales Idea Contest 


National Life introduced something 
new to its conference technique with a 
sales talk contest entitled, “A Sales Idea 
Which Has Clicked for Me.” Each of 
the 14 contestants on the program was 
allowed a maximum of six minutes to 
give his talk. Judges of the contest were 
the company’s field representatives in the 
audience who voted by ballot after the 
meeting. First prize went to Raymond H. 
Sponberg, Minneapolis agency; second 
prize, Harold T. Bellis, Seattle agency; 
third prize, John H. Stuhr, Cedar Rapids 
agency. Fourth place went to Albert J. 
Emanuel, Manchester agency. 

In addition to the winners, the fol- 
lowing National agents participated in 
the contest: Allen W. Smith, Newark; 
Elmer W. Berry, Cincinnati; Harold H. 
Inman, Bangor; Weslev RB. Allen, De- 
troit; F. B. Egan, CLU, Battle Creek; 
Lyle W. Castle. Cincinnati; George T. 
LaBonne, Jr., Hartford; Paul G. Ray- 





ACTUARY 


Actuary wanted for leading firm of 
pension consultants in New York City. 
Must be either an associate or fellow 
of Society of Actuaries or fairly close 
to achieving that status. Previous ex- 
perience with pension plans preferred. 
Active, stimulating position; excellent 
salary prospects. Give detailed back- 
ground, references. Our own staff is 
aware of this advertisement. Replies 
confidential. Box 2236, The Eastern 
Underwriter, 93-99 Nassau Street, New 
York 38, N. Y. 











mond, Seattle; Richard D. Gerber, 
Washington, D. C.; Fred F. Sanford, 
Kansas City. 

The four-day conference closed with 
addresses by two of the company’s top 
officials. L. Douglas Meredith, executive 
vice president and chairman, committee 
on finance, spoke on “Why I Have a Life 
Insurance Program,’ and Deane C. 
Davis, president, painted a clear picture 
of the company’s plans, policies and ob- 
jectives in an address, “Looking Ahead 
With National.” 

Arrangements for the conference were 
made by Superintendent of Agencies 
Karl G. Gumm, general conference 
chairman; Assistant Treasurer Norman 
J. Ewen, conference manager; Kirtland 
J. Keve, CLU, assistant superintendent 
of agencies in charge of training, who 
was program chairman; Agency Vice 
President C. V. Shepherd, CLU, General 
Agent Charles A. Elliott, CLU,. Kansas 
City, immediate past president of the 
General Agents Association; Associate 
Counsel David F. Hoxie and Director of 
Pensions Walter B. Brynn. 


Phila. Group Representative 

Announcement has been made by 
State Mutual Life that Kenneth K. 
Walch has been assigned to its Phila- 
delphia office as a home office Group 
representative. He is a_ graduate of 
Ursinus College and following overseas 
Army service had several years of 
Group sales experience with the John 
Hancock. 


=I 
TOUGH CASES 
DUODENAL ULCER: One attack 


without hemorrhage one extra of $4.50 

per $1,000 during Ist year only. With 

hemorrhage—$4.50 per $1,000 during 

Ist 3 years only. Individual considera- 

tion of others. 

"Champ" Edwards Agency 
Manhattan Life Insurance Co. 
551 Fifth Avenue, N. Y. 17, N. Y. 

= MUrray Hill 2-7330 

uN 








Colonial Life Liberalizes 


War Clause Practices 

Colonial Life, East Orange, N. J., has 
announced a change in its practice of 
including a war clause in all policies 
issued on the lives of persons in the 
armed forces or those whose entry into 
these services appears imminent. Effec- 
tive immediately, the company will con- 
sider the issuance of insurance without 
a war clause in amounts up to $10,000 
for all persons. 

Individual consideration for amounts 
in excess of $10,000 without the war 
clause will be given to persons who 
because of assigned duties, appear un- 
likely to be involved in armed combat or 
stationed near a combat zone. The com- 
pany will continue to include the war 
clause in policies for amounts over 
$10,000 issued to applicants already sery- 
ing in the armed forces, those classified 
1-A, those deferred because of attend- 


ance at college and those in the R.O.T.C. 
or N.R.O.T.C. 


J. J. McCann, Jr., Addresses 


Gilbert V. Austin Agency 


Members of the Gilbert V. Austin 
agency, Aetna Life, Brooklyn, heard a 
talk by James J. McCann, Jr., Home 
Life of New York, at a recent agency 
meeting. Mr. McCann, whose activities 
are exclusively “planned estates,” told 
of his company’s operation and _ his 
methods of prospecting and work. Fol- 
lowing the meeting the agency’s Ad- 
visory Council, comprised of the top 
producers for the months of February 
and March, together with Mr. McCann, 
attended a luncheon at the Brooklyn 
Club. 

Mr. McCann joined the Evans agency 
of Home Life, which is now the Brem- 
ner agency in New York in 1940. He 
spent his first few years in that com- 
pany’s planning department, after which 
he went into the field where he has been 
ever since. Mr. McCann, who hit his 
top production of $950,000 in 1952, re- 
ceived his CLU designation in 1947. 


Dr. Marion Souchon Dies; 


A Pan American Founder 


Marion Sims Souchon, M.D., vice 
president and medical director of Pan 
American Life and one of the founders 
of the company, died in New Orleans, 
Friday, of last week. He had partici- 
pated on the previous Monday in Foun- 
ders’ Day observances with President 
Crawford H. Ellis and Executive Vice 
President Edward G. Simmons. His age 
was 83. 

Dr. Souchon was born in New Or- 
leans, October 9, 1870, attended Univer- 
sity of Virginia and got his Ph.D. de- 
gree from Tulane Medical College. He 
had been engaged professionally in sur- 
gery since graduation. At one time he 
was medical examiner in New Orleans 
for nearly all old line life companies. 
He had been medical director of Pan 
American Life since its organization. 
He was a member of Association of 
Medical Directors, American College of 
Surgeons, American Medical Associa- 
tion and Medical Section of American 
Life Convention. 
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Prudential Promotes 
4 in Investment Dept. 


3 MADE EXECUTIVE DIRECTORS 





Proctor H. Barnett, C. J. Faherty, O. 
Martin Krueger and Robert C 
Oley Get New Titles 





Promotions of four men to key posi- 
tions in The Prudential’s investment de- 
partments were announced by Carrol M. 
Shanks, president. 

Proctor H. Barnett, C. J. Faherty and 
O. Martin Krueger, general managers in 
the company’s mortgage loan and real 
estate investment department, have been 
named executive directors. 

Robert C. Oley, investment manager 
in the bond department, has been ap- 
pointed general manager in charge of 
the company’s common stock portfolio. 

Mr. Barnett will now have responsi- 
bility for supervision of city loans. He 
has been associated with Prudential’s 
mortgage loan organization for 20 years. 

Mr. Faherty will assume responsibility 
for supervising industrial loans and the 
purchase of real estate for investment. 
He joined the company in 1930. 

Mr. Krueger takes over supervision of 
farm loans. He joined the company in 
1933 and headed mortgage loan offices 
at Kansas City and Indianapolis, prior to 
his transfer to the home office in 1947. 

Mr. Oley joined Prudential’s bond de- 
partment in 1950, following a long asso- 
ciation with the City Bank Farmers 
Trust Co., New York, as assistant vice 
president. 


Finkbiner Agency Has 
Eight Members in MDRT 


The A. C. F. Finkbiner agency of 
Northwestern Mutual at Philadelphia re- 
cently celebrated at an agency dinner 
another “largest ever years.” Tribute was 
paid to the agency’s eight Million Dollar 
Round Table members, all of whom are 
life and qualifying members. Agents and 
their wives, general agency staff and 
home office guests attended. Congratula- 
tions and greetings from the home of- 
fice were extended by Bigelow B. Snow, 
Jr, assistant director of agencies and 
John P. Fromella of the advanced under- 
writing division of the agency depart- 
ment. 

The Finkbiner agency in 1953 ranked 
fifth among the company’s 90 general 
agencies, having paid for in excess of 
$15 million in new business and term 
conversions. 

Three additional agents who achieved 
MDRT life membership qualifications, 
are B. C. Anderson, Jr., Albert R. Hahn 
and Russell L. Powell. Also for 1954 all 
of the five life members again qualified. 
They are A. J. Ostheimer, III, L. R. 
Schultz, A. C. F. Finkbiner, Jr. RH. 
Goffredo and A. A. Simpler, Jr. J. F. 
Goffredo and A. C. F. Finkbiner, Jr., 
received awards as individual agency 
leaders. 





HORACE L. ALLEN DIES 





Retail Credit Co. Manager in New York 
for Many Years Was Well Known 
in Life Managerial Circles 
Horace L. Allen, manager of Retail 
Credit Co.’s New York office up until 
1935 and thereafter executive assistant 
until his retirement in 1944, died March 

30 in Rockville Centre, New York. 

Mr. Allen, who was well known among 
life j insurance general agents and mana- 
gers in New York, had an inspection 
agency career of over 30 years. At the 
same time he was active for years in 
the civic and political affairs of Rock- 
ville Centre where he served as village 
trustee for eight years and as mayor 
for ten years. He was also active in the 

asonic Order and was past commodore 
of the South Shore Yacht Club at Free- 
port, L. I. 

Mr. Allen is survived by his wife, son 
and two grandchildren. 


Jefferson Standard Gains 

More Jefferson Standard life insur- 
ance was sold during the first quarter 
of this year than for any similar period 
in the history of the company, Karl 
Ljung, vice president in charge of 
agency operations, announced. Total 
sales were $39,757,344. 

Total life insurance in force now 
amounts to $1,258,014,809 as of March 31, 
a gain of over 8% for the past 12-month 
period. This record amount represents 
a net gain of $22,774,564 during the first 
quarter of 1954. 


Sun Life Trophy Winner 

C. J. Broderick, district Group mana- 
ger for Sun Life of Canada in Chicago, 
has been named winner of the Presi- 
dent’s Group Trophy, according to an 
announcement by J. A. McAllister, vice 
president and director of agencies. Last 
years winning Group office, western 
Canada, under the leadership of H. R. 
Facey, placed second, while Detroit, led 
by H. N. Phillips and F. K. Ziegel was 
third. The trophy is awarded annually 
on the basis of work accomplished in 
the Group field. 
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Home Opens Agency 
At 40 East 34th Street 


MANAGER IS MORLEY M. ZOBLER 





Quickly Won Success as Agent After 
Entering Business With New York- 
Oshin Agency in 1945 





The opening of a new agency of Home 
Life in New York City with Morley M. 
Zobler, CLU, as manager is announced 
by John H. Evans, 
manager of agencies. 
East Thirty-fourth Street. Mr: 


vice president and 
Its location is 40 
Zobler 





Frank Merkert 


MORLEY M. ZOBLER 


was former associate manager of Home 
Life’s New York-Oshin 
new agency is the eighth of the Home 
Life in New York City and is the third 
Home Life agency to be headed by a 


agency. The 


manager developed by Clarence Oshin, 
CLU. The other two managers who are 
Oshin alumni are Harold Loewenheim, 
CLU, and Leuis Loft, CLU. 

Mr. Zobler began his insurance career 
in 1945 in the New York-Oshin agency ; 
wrote $500,000 of new business in his 
first full year. He continued as a sub- 
stantial writer, featuring Planned Es- 
tates, and in 1949 was made assistant 
manager for the Oshin organization, 
which has consistently been the com- 
pany’s leading agency. Mr. Zobler won 
Home Life production honors for five 
consecutive years. He has been editor 
of “The Forerunner,” publication of New 
York Chapter of CLU, and has been a 
member of the Life Underwriters Asso- 
ciation of City of New York board of 
field underwriters. 


New Mortgage Loan Branch 
Of Pacific Mutual Life 


Pacific Mutual Life has established a 
new mortgage loan branch at Palo Alto, 
California. According to Thomas L. 
Lowe, Pacific Mutual mortgage loan and 
real estate vice president, the new of- 


fice will serve Santa Clara and San 
Mateo Counties, heart of the San Fran- 
cisco Peninsula area, where Pacific Mu- 
tual has a rapidly growing volume of 
loan investments. 

Named by Mr. Lowe as manager of 
the Pacific Mutual Palo Alto mortgage 
loan office is Robert C. Ensminger, who 
has been one of the company’s leading 
mortgage loan representatives in San 
Francisco. 

The new office is located close to the 
campus of Stanford University, which 
was established by Leland Stanford, an 
early-day Governor of the State of 
California and one of the founders of 
Pacific Mutual. 
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Richard Lichtermann 
Dies in Orlando, Fla. 


LONG WITH KEANE AGCY. HERE 





Former Head of New York Supervisors 
Retired Five Years Ago: Was 
in His 70th Year 


Word was received in New York late 
last week of the death at Orlando, Fla., 
on Friday, April 2, of Richard D. Licht- 
ermann, who, until his retirement five 
years ago, was associate general agent 
of the Donald C. Keane agency of 
Massachusetts Mutual Life, 37 West 
Forty-third Street, New York. He 
would have been aged 70 on Novem- 
ber 4. 

Mr. Lichtermann was widely known 
in brokerage circles, was active in the 
New York Supervisors Association from 
its organization and was a former presi- 
dent of that body. He entered life 
insurance about 35 years ago as an 
agent for the Mutual Benefit Life, join- 
ing Mr. Keane’s organization in 1928 
working on brokerage business and per- 
sonal production. In 1935 he was made 
associate general agent with broadened 
responsibilities, supervising full-time 
production as well as brokerage busi- 
ness. 

For the past five years Mr. Lichter- 
mann had made his home in Orlando, 
Fla., with his wife Alma. He had for- 
merly lived in Plainfield, N. J. He is 
also survived by two sons, Richard, who 
is a lieutenant commander in the regu- 
lar Navy, and Jack, connected with a 
large business corporation. Funeral 
services and burial were at Orlando. 


ENGELSMAN’S ONE-DAY SCHOOLS 





To Conduct Four for Pa. State Assn. 
This Month; Also Buffalo Appear- 
ance; in Demand as Consultant 
Ralph G. Engelsman of New York, 
one of America’s best known life under- 
writers, will conduct four one-day 
schools this month for the Pennsylvania 
State Association of Life Underwriters, 
and they will take the place of the 
usual annual sales congress. His sched- 
ule is as follows: April 19—Johnstown; 
April 21—Lancaster; April 22—Reading, 

and April 28—Scranton. 

On April 29 Mr. Engelsman will be 
in Buffalo to conduct a one-day school 
under the auspices of the local Life 
Underwriters Association. 

With the completion of these assign- 
ments he will have given in the year 
and a half since he became a life insur- 
ance consultant, a total of 30 one-day 


schools in as many cities around the 
country. In all he has addressed 7,000 
life underwriters. 

Mr. Engelsman has already been 


booked for one-day school assignments 
this fall, which schedule will be an- 
nounced later. In addition he is in de- 
mand as a sales consultant, having al- 
ready served a number of life compa- 
nies, a prominent advertising agency and 
one of the nation’s largest banks. 


BMA Regional in Dallas 


Business Men’s Assurance, Kansas 

City, Mo., held a regional sales meeting 
for more than 50 company representa- 
tives of Texas and Louisiana, April 2, in 
Dallas. 
J. S. Harp, manager of the Dallas 
branch office of BMA, and T. J. Tomlin- 
son, manager of the company’s Shreve- 
port branch office, presided at the meet- 
ing which featured a series of discussions 
on planning, prospecting and selling 
special BMA services. 

The home office was represented by 
G. J. Tritch, field manager, C. R. More- 
land, sales assistant, W. A. Sims, chief 
underwriter, and Willard Carley, re- 


gional supervisor. 


Henry S. Beers Gives 
Views on Health Plan 


TESTIFIES FOR ALC AND LIAA 





Tells House Committee Companies Will 
Cooperate With Administration 
‘on Proposed Program 


Washington, Mar. 31—The Adminis- 
tration’s health reinsurance proposal 
merits further careful consideration and 
the government will continue to receive 
the cooperation of the life insurance 
business in connection with the legisla- 
tion, Henry S. Beers, vice president of 
Aetna Life, declared, testifying on be- 
half of American Life Convention and 
Life Insurance Association of America 
on the proposed health reinsurance bill 
before the House Interstate and For- 
eign Commerce Committee. 

“The life insurance business is in ac- 
cord with the principle that voluntary 
health benefit prepayment plans should 
be encouraged,” he said. “It looks with 
favor on constructive methods for stimu- 
lating private initiative in achieving this 
objective.” 

Mr. Beers said that the legislation “is 
offered as a method of providing an in- 
centive” in the direction of encouraging 
the development of voluntary health in- 
surance through government action. 

“The over-all objective of developing 
the broadest possible health insurance 
coverage is one which can be achieved 
only through continuing progress in a 
number of different areas, through the 
combined activities of all concerned in- 
cluding the insuring public, the medical 
professions and institutions and the 
competitive activities of the many insur- 
ance companies and other organizations 
offering prepayment plans,” Mr. Beers 
declared. “This bill deals with one pos- 
sible method for the stimulation of these 
plans. 


Features of Proposed Plan 


“This reinsurance proposal is new,” 
Mr. Beers continued. “Although its out- 
line is given in the bill, much of the 
detail is left to subsequent -administra- 
tive action. There are many‘sound prin- 
ciples included in this bill, some of 
which I will discuss because we consider 
them important to maintain: 

“(1) The prepaid medical care the bill 
seeks to stimulate would be provided 
through non-governmental agencies. 
This reliance on private voluntary agen- 
cies is in keeping with the view, which 
we share, that providing medical care or 
medical care benefits to those who are 
insurable and able to pay for health in- 
surance protection, is not a proper func- 
tion of government. 

“(2) The reinsurance system proposed 
would be voluntary. No individual would 
be compelled to buy health insurance, 
nor would any health insurance carrier 
be compelled to purchase reinsurance, 
or otherwise submit to any of the 
regulations issued by the government 
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in carrying out the purposes of the Act. 

“(3) The plan contemplates no Fed- 
eral subsidy, except the payment by the 
government of administration expenses 
during the first five years and the tem- 
porary provision of $25 million of initial 
capital. Any plan subsidizing, benefit 
payments could not be free from gov- 
ernment control of the distribution of 
medical care. 

“(4) The reinsurance would be avail- 
able to both insurance companies and 
non-profit prepayment health service 


lans. 

“(5) The plan would operate within 
the framework of state supervision of 
the insurance business and the Sec- 
retary of Health, Education and Wel- 
fare is directed to utilize the State In- 
surance Departments. We believe that 
the greatest care should be exercised to 
assure that the State Insurance Depart- 
ments be utilized to the maximum ex- 
tent and that there be no encroach- 
ment by Federal agencies upon the 
system of the state supervision of 
insurance. 

“(6) The reinsurance would cover only 
abnormal losses sustained by a health 
insurance carrier. It also employs the 
so-called coinsurance principle, whereby 
a part of abnormal losses would always 
have to be borne by the reinsured health 
insurance carrier. This gives carriers 
an incentive to offer only financially 
sound insurance protection,” Mr. Beers 
said. 

Some Uncertainties 


“Although this new reinsurance plan 
includes these principles, there are many 
uncertainties about it which make it 
difficult to appraise,” he continued. “It 
is equally difficult, at this time, to pre- 
dict the extent to which insurance com- 
panies and other organizations will be 
able to use this reinsurance plan. 

“The bill in its present form is but a 
broad outline of the plan. It necessarily 
delegates to the Secretary of Health, 
Education and Welfare, the responsi- 
bility for ‘filling in’ a number of highly 
important details of the reinsurance 
plan. The usefulness of the plan, and 
whether it does good or does harm, will 
depend on these final determinations. 
The secretary is authorized to prescribe 
the terms which must be met for a 
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health insurance carrier and its plan to 
qualify for reinsurance. This includes 
benefits to be provided and terms of the 
insurance. These go to the very fun- 
damentals of underwriting voluntary 
health insurance, and without a knowl- 
edge of what the secretary will pre- 
scribe in these respects, it is impossible 
to evaluate the plan, predict the extent 
of its use or gauge its effects. 

“The Administration is to be com- 
mended for its approach to this prob- 
lem,” Mr. Beers declared. “Its plan in- 
cludes many sound insurance principles. 
It attempts to carry forward some of 
the thinking in your committee that 
government reinsurance might help 
spread voluntary health insurance. It 
merits careful study in the hope that it 
may accomplish its intended purpose. 
However, since the plan is new and so 
many important details are yet unknown 
and therefore many uncertainties remain 
unresolved, we are not in a position to 
go on record in favor of the bill at this 
time. 

“The life insurance business assures 
your committee of its continued coopera- 
tion in connection with the proposed 
legislation. We feel that more study 
of the proposal is indicated. We are 
eager to do anything we can to help 
spread sound voluntary health insurance 
to the people of this country,” Mr. 
Beers stated. 


Meetings Scheduled for 


Aetna Life Regionnaires 

The 1954 meetings of Aetna Life Corps 
of Regionnaires, national honorary or- 
ganization of outstanding producers of 
the Aetna Life in the United States 
and Canada, will open June 6, in the 
Roney Plaza Hotel, Miami Beach, Fla. 

The Miami Beach meeting, the first 
of four regional business conferences to 
be held during a five week period, will 
be attended by Aetna Life representa- 
tives from the south and southwest sec- 
tions of the country. 

On June 17, western representatives 
will convene at the Sun Valley Lodge 
in Sun Valley, Idaho, for the second 
four-day business conference. 

Two meetings will be held for eastern 
and central representatives, the first at 
the Greenbrier Hotel in White Sulphur 
Springs, W. Va., from June 30 through 
July 3, and the second at the Greenbrier 
Hotel, July 4-7 

The Corps of Regionnaires is com- 
posed of Aetna Life representatives who 
make outstanding records during the 
preceding year and is assembled annu- 
ally for a series of conferences to review 
Pee developments in the life insurance 
eld. 
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Allison Once Actuary of 


SS" ES ALLISON 


S. E. Allison, who is retiring as vice 
president and actuary, Life Insurance 
Co. of Georgia and will engage in private 
actuarial consultation, has been vice 
president of that company since 1948. 
His actuarial career started in 1904 with 
the Canada Life and included association 
with New York Life and Pan-American. 
With latter company he was vice presi- 
dent for a decade. His career has in- 
cluded being actuary of two State In- 
surance Departments—Rhode Island and 
Tennessee. 


Mutual Benefit Trophy to 
Detroit Agency Supervisor 


Charles F. Hawley, agency supervisor 
of the C. Carroll Otto Agency in Detroit 
of Mutual Benefit Life, Newark, N. J., 
is the winner of the company’s “Builder 
Trophy” for 1953. The trophy is awarded 
yearly to the Mutual Benefit man en- 
gaged in supervisory management duties 
who accomplishes the most outstanding 
results in organization building. 

A graduate of Wesleyan College where 
he was active in Delta Kappa Epsilon 
fraternity, Mr. Hawley joined Mutual 
Benefit as an agent at Detroit in 1940. 
He served in the Navy for four years, 
being released from active duty in the 
rank of lieutenant. Upon his return to 
the company, he resumed his career as 
an agent until 1951 when he was ap- 
pointed a supervisor. 

In addition to his supervisory duties, 
Mr. Hawley has been active in the 
LUTC and has served as past chairman 
of the Detroit chapter. 


Vidaver Agency Appoints 
W. H. Abbott Unit Mgr. 


William H. Abbott has been appointed 
unit manager in the Vidaver Agency, 
Lakewood, N. J. of Eastern Life of New 
York. This appointment is announced in 
conjunction with the second anniversary 
of the Vidaver Agency. 

In June, 1953, Mr. Abbott joined East- 
ern Life and made a notable record of 
production of business. Born in Arling- 
ton, Mass., he attended the local ele- 
mentary and high school and later at- 
tended Boston University. He served in 
World War II, and after his discharge 
trom service he reenlisted for service in 
the Korean War and was assigned to 
the Far East where he served for three 
years, 

Prior to entering the life insurance 
field, Mr. Abbott was engaged in public 
health work. He will conduct his unit 
tom his office at 65 Conover Place, Red 
Bank, N. J 


State Insurance Departments 








AUTO ACCIDENT VICTIMS 

Norman O. Houston, president, Golden 
State Mutual Life, Los Angeles, and 
California State Athletic Commissioner, 
suffered fractures of both legs in a re- 
cent automobile highway accident near 
San Antonio. The insurance 
with his wife, was 
Angeles, winding up a three-week tour 
of his company’s offices in Chicago and 
Texas. Mrs. Houston sustained rib and 
shoulder fractures. 


executive 
returning to Los 





Charlotte M. Riggs Dead 

Charlotte M. Riggs, 
Patriot, district agency magazine of John 
Hancock, died at her home March 29 
following a long illness. Before joining 
John Hancock in 1942 as a copywriter 
she was on advertising staff of a Boston 
department store. Prior to this, she was 
employed in _’ sales promotion and 
advertising for Heywood-Wakefield Co., 
Gardner, Mass. She attended Boston 
University, Hickox Secretarial School 
and the Massachusetts School of Art. 


editor of The 


J. A. Solomon Addresses 
Brooklyn Life Supervisors 


John A. registrar, 
Casualty & Life, addressed the members 


Solomon, Union 


of the Life Supervisors Association of 
Brooklyn this week at a luncheon meet- 


ing at Fisherman’s Restaurant. Mr. 
Solomon, who has been administrator of 
Union’s Ordinary department since 
March of last year, joined the company 
with an extensive background in the 


insurance business. 
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B. W. Steinberg to Speak 
At L. I. Branch Meeting 


The April luncheon meeting of the 
Long Island branch of the Life Under- 
writers Association of the City of New 
York, will be held April 15, in the 
Shadow Lawn Restaurant, Hempstead, 
N. Y., it was announced by _ branch 
President John L. Reisert, Equitable 
Society. 

Guest speaker will be B. William 
Steinberg, CLU, general agent, Massa- 
chusetts Mutual, whose address will be 
entitled “The Package Program.” Mr. 
Steinberg’s address will explain to un- 
derwriters that programming has a defi- 
nite place and can be used successfully 
in the one interview sales technique. 


Mutual Benefit 


(Continued from Page 3) 


He also pointed out that the program 
type of sale usually calls for the greater 
service, “almost one-fourth of the com- 
pany’s submitted business was the result 
of some program activity.” He also re- 
vealed that 22.5% of all the company’s 
submitted business in that 15-month 
period came from referred leads—“from 
those presumably satisfied and impressed 
with our service. 

“The outstanding career underwriter in 
addition to the first two dimensions pos- 
sesses a third—depth. This encompasses 
the agent’s fundamental concept and be- 
lief of what he is doing, his intense 
loyalty to his company and to his busi- 
ness and his faith in himself and in his 
calling. The great life insurance men 
and women are those marked by dedica- 
tion; people with firm beliefs and con- 
victions, and the strength of character 
to espouse them.” 

In conclusion he said, “The agents of 
the Mutual Benefit Life Insurance Co. 
are indeed the measure of the company 
both now and in the future. Only as we 
are able to perceive and acknowledge 
that such a third dimension as depth 
exists, can both of us hope to achieve 
our destiny.” 


“Who Writes What?” for ’ 

The 1954 edition of “Who Writes 
What?” has been published by the Na- 
tional Underwriter Co. It is the 13th 
annual edition, and tells what life and 
accident and health coverages are cur- 
rently being offered by companies. The 
accident and health section has been 
largely expanded. 





Prudential Managers 


(Continued from Page 1) 


Morale Building and Agency Motiva- 
tion—F. B. Falkstein; Robert S. Gay, 
Detroit. 

Brokerage Development—H. G. Hen- 
derson, moderator; Charles D. Stephens, 
CLU, Houston; Frederick T. Cook, 
Syracuse; F. Donald Lewis, Albany; 
Walter S. Payne, Los Angeles. 

Integrating Sickness and Accident 
with Life Sales—Laurence E. Olson, 
Boston; Louis N. Varnado, Jr., Peoria; 
V. R. King. 

Quality Business, Persistency and 
Conservation—Donald O. Cramer, Den- 
ver; Robison Brown, Jr., CLU, Balti- 
more; Arthur P. Barringer, CLU, Cin- 
cinnati. 

Integrating Group Sales into the 
Agents’ Activities—Kenneth C. Foster, 
CLU, second vice president. 

A room-hopping program starting at 
9 p.m., Friday, saw seven work sessions 
in simultaneous operation. Managers 
went from one to the other to swap 
trade secrets on selection, training and 
supervision of men, brokerage, Group 
and sickness and accident sales. 

In his talk to the group at the Silver 
Jubilee dinner, President Shanks said, 
“Make no mistake, ours is primarily a 
sales and service business. Investments 
and management of assets are of great 
importance, but they are secondary to 
and by-products of our primary service 
and selling job. That is why we back 
you with every form of ‘training sales 
tool and advertising assistance the com- 
pany can reasonably afford. 

“For the first time in the history of 
the world, our country has solved the 
problem of production,” Mr. Shanks 
said. “As a result, we can produce the 
material for a standard of living un- 
heard of in the rest of the world, and 
could, with little more effort, raise it 
even higher. We have not, however, 
achieved control over the problem of 
consumption. 

“The salesman does the all important 
job of making people want to consume 
what we can produce. He raises the 
standard of wants. The insurance sales- 
man is of first importance among all 
salesmen in this respect, by any eco- 
nomic reasoning. First, he sells security. 
When they feel secure, people are will- 
ing to go out and buy for their wants. 
Without that feeling of security on the 
part of buyers, the luxury part of our 
production capacity could well go beg- 
ging for customers. 

“Second, the life insurance salesman 
collects capital from myriads of small 
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sources. This is money that might other- 
wise be frittered away or taken out of 
circulation and hoarded away. Through 
the salesman it becomes active at work 
in our productive plant.” 

Sayre MacLeod, CLU, vice president 
in charge of Ordinary agencies, sketched 
the four-fold growth of the department 
in the last ten years, from $134 million 
production in 1943 to $597 million in 
1953. In the same period the number of 
full time special agents grew from 355 
to 1,649, he said. In describing progress 
toward the eight goals set up for the 
Ordinary agencies back in 1943, he em- 
phasized advancement in welfare bene- 
fit plans for agents, development of 
training methods, and improvement in 
sales promotion tools. 

A survey, just completed, of agents’ 
attitudes toward their job showed im- 
provement on all major counts, Mr. 
MacLeod reported. 

The Silver Jubilee Conference was 
welcomed to Mississippi by Charles 
Fleetwood, vice president in charge of 
Prudential’s Southwestern operations. 

Mr. Klingbeil, who is retiring in June, 
closed the conference with a review of 
his 40 years of service, showing how to- 
day’s manager can and should set goals 
for his entire business career and 
achieve them. 

Among executives 
Pearce Shepherd, vice president and 
actuary; Charles W. Campbell, CLU, 
vice president in charge of the South- 
Central operations; Kenneth C. Foster, 
CLU, and Frederick A. Schnell, CLU, 
second vice presidents; Sidney A. Kent, 
CLU, executive director of agencies, 
Mid-America home office; Howard A. 
Austin, Jr., CLU, executive director of 
agencies, North Central home office; 
Donald A. Bishop, CLU, executive di- 
rector of agencies, Southwestern home 
office, and G. Carl White, executive di- 
rector of agencies, Western home office. 


attending were 








SMALL GROUPS WELCOME 
FRANCHISE 


Brokers—see or call 


MEDILL AGENCY, General Agent 


Continental Casualty Company 


220 W. 42nd Street, New York 36, N. Y. 
OXford 5-0040 














“Where Business is Appreciated” 
CARL E. HAAS, C.L.U. 


General Agent 
Continental Assurance Company 


Il. 
32 Court Street * ‘Brooklyn 2, N. Y, 
TRiangle 5-7362 











HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 











Named by Canada Life 


Canada Life Assurance announces the 
appointment of Dr. H. Spittel as 
assistant medical director. A successful 
practitioner, Dr. Spittel has also been 
associated with the Canada Life as the 
head office medical consultant and as a 
company medical examiner. 

Born in Toronto, Dr. Spittel grad- 
uated from the University of Toronto 
in 1933. A member of the Royal Cana- 
dian Army Medical Corps, he served 
overseas during World War 

He will be associated with Dr. A. E. 
Parks, F.R.C.P.(C), and Dr. R. S. Purkis 
in the underwriting phase of the com- 
pany’s operations. 


American Bankers Leader 

American Bankers Life of Florida an- 
nounces that William M. Wolfarth, 
president of the All American Agency, 
Inc., Miami, won the top awards for 
“President’s Month” and ‘“Founder’s 
Month.” Entering life insurance last 
June, the company says he has sold 
enough business to qualify for the Mil- 
lion Dollar Round Table. He was for- 
merly mayor of Miami. 
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OUWmM FOR FIELD MEN 


You are looking at democracy in action. 


Our 7-man Field Advisory Board—elected annually by GUARDIAN 
managers throughout the country—meets regularly with GUARDIAN’S 


President and his staff . . 


. to discuss recommendations from the field 


for improving our service and to give their opinion on changes pro- 


posed by the company. 


Several years of experience with the GUARDIAN Field 
Advisory Board have proved that giving our field force a 
voice in the policy-making decisions of the company works 
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out to the best advantage of the company, the public and 
the high-calibre men and women who represent us in their 
communities. 
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Joins N. Y. Group Office 
Of Massachusetts Mutual 





Arthur Johnson 
FRANK T. LONG 


Massachusetts Mutual 
pointed Frank T. Long as district Group 
representative at the New York Group 
ofice, 500 Fifth Avenue, where he will 
be associated with Group Regional Man- 
ager Neil Oliver. 

Mr. Long attended Cornell U niversity 
and has had experience as a Group in- 
surance representative and consultant. A 
former member of Philadelphia Life Un- 
derwriters Association and Penn Athletic 
Club, he served for three years during 
World War II in the Naval Air Corps 
and was discharged as a lieutenant (jg). 


General American Life 


Streamlines Operations 
General American Life, St. Louis, an- 
nounces a further streamlining of its 
operations through a simplification of 
change of beneficiary and settlement 
option procedure. It is no longer neces- 
sary for the policyholder to send his 
policy to the home office to effect a 
change of beneficiary or settlement op- 
tion. 

Except in unusual cases, all the policy- 
holder need do is to fill out a simple 
form in duplicate, forward it to the 
home office, and he will receive back 
one copy, indicating the company’s ac- 
ceptance, for filing with his policy. 

General American also announced that 
effective immediately, the company will 
consider Ordinary life risks on substand- 
ard children between ages one and 15 
years. 


LIAMA Conference Feature 


A new feature of this year’s LIAMA 
spring conference for combination com- 
panies, to be held at The Homestead, 
Hot Springs, Virginia, April 26-28, is a 
question and answer session, “You Ask 
For It.” The session will be moderated 
by Frank B. Maher, vice president of 
John Hancock and chairman of the com- 
bination companies committee, and will 
provide an opportunity for company 
Tepresentatives to raise questions not 
necessarily related to the theme of the 
conference. 

In setting up this period, it was also 
the intention of the program subcom- 
mittee, headed by William P. Lynch, 
vice president, Prudential, to give mem- 
ers attending the conference a chance 
to discuss current problems of the in- 
ustry of vital interest to all. 

“You Ask For It” is scheduled as the 
final session of the day, so that dis- 
cussion may terminate at the pleasure 
of the participants. 


Life has ap- . 


Heads Syracuse Group Office 


The Prudential has appointed George 
W. Joseph district Group sales manager 
in charge of the Syracuse, N. Y. Group 
office succeeding Edward L. Carls re- 
cently transferred to Springfield, Mass. 
Mr. Joseph, formerly a district agent at 
Binghamton and one of the company’s 
leading agents, will supervise sales and 
service in 17 central New York counties. 


LA. ASSOCIATION ELECTS 

Louis N. Gregory, Shreveport, was re- 
cently elected president of the Louisiana 
Association of Life Underwriters. He 
succeeds Henry Miltenberger, New Or- 
leans. John Saunders, Lake Charles, was 
elected vice president. 

The state association held its meeting 
in conjunction with the annual sales con- 
gress of the New Orleans Association of 
Life Underwriters. 


E. A. Williams Appointed 


Canada Life Assurance Co. 
nounced that E. A. Williams, 
been appointed to the 


has an- 

CLU, has 
position of 
agency assistant in the Toronto Osgoode 
branch. Mr. Williams returns to the 
Toronto Osgoode branch to assist Man- 
ager Graham A. Walter in the work 
of recruiting and supervising new rep- 
resentatives. 

















INTERNATIONAL BUSINESS MACHINES 
590 Madison Avenue, New York 22, N, Y. 








AN 
> OUINE 
NEW 
CHAPTER 
IN 
INSURANCE 


ACCOUNTING 


Here is a machine that solves some of the toughest time 


Write for our booklet, 


and cost problems faced in insurance accounting—the 
IBM “650”—revolutionary new magnetic drum machine. 


For example: In dividend computations, the “650” takes 
into consideration the plan of insurance, the age of the 
policyholder, and the year the policy was issued. At the same 
time it also designates how the dividend is to be allocated— 
whether for cash refund, reduction of premium, 
accumulation of interest, or for the purchase of paid-up 
insurance—ALL IN ONE AUTOMATIC OPERATION! 


“Type 650—for Life Insurance 


Applications,” which describes how the 20,000 positions 


insurance accounting. 


of storage and other features of this unique machine are 
applied to several of the most costly aspects of life 
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Sid Smith Agency Led Equitable 
Society Last Year In Group 


He was president of the Group 
Millionaires Club in 1938. 


The Sid Smith New York City Agency 
of the Equitable Society topped all other 
Equitable sales organizations in Group 
performance for 1953 with a paid vol- 
ume of $213,394,200. The agency’s main 
headquarters are at 50 East Forty- 


Cup. 


G. Powell Hamilton, since resuming 
personal production in 1945, has quali- 
fied seven times as a Group Millionaire; 


has earned volume credits of $60,000,000. 


Managerial Staff of Sid Smith Agency 





sie ap tant tect Bea as 


Seated, L. to R.: Leroy A. Miner, Sid Smith, Eugene V. Homans. 
Standing: Vincent J. Schneider, James F. Brand, Sylvester J. Walker. 


second Street. It also operates in an- 
other location, 120 Broadway. 

Mr. Smith became an agency mana- 
ger for Equitable in this city in Decem- 
ber, 1951. He joined the Society as an 
agent in E. A. Woods agency, Pitts- 
burgh, in April, 1943. A year later he 
was appointed district manager for 
Equitable in Pittsburgh and after an- 
other year was transferred to Youngs- 
town, O., as head of Equitable’s sales or- 
ganization there. In April, 1948, he became 
agency manager in Springfield, Mass., 
heading up western Massachusetts and 
Vermont operations. 

Upon becoming manager here the 
Smith agency assumed management of 
the L. A. Miner agency. The Smith or- 
ganization was expanded to include the 
former Prosser and Homans agency, 120 
Broadway. Mr. Miner and Eugene V. 
Homans are associate agency managers 
of the Smith agency. Assistant agency 
managers are Vincent J. Schneider, 
James F. Brand and Sylvester J. 
Walker. 

Has 18 Million Dollar Writers 


Of the 80 representatives of the Sid 
Smith agency 18 are members of the 
Equitable Group Millionaires Club. Thev 
are Emil D. Blake, Ada Chiaserini, 
Guy M. Clements, Grosvenor Farwell, ( 
Powell Hamilton, Eugene V. + dian 
Robert W. Jones, Stuart MacCallum, 
Noel D. Maxcy, Paul E. May, Leroy A. 
Miner, Keith Morgan, Robert Ross, Vin- 
cent J. Schneider, David Simon, Norman 
C. Strong, Henry H. Suter and Sylvester 
J. Walker. ; 

Norman C. Strong for a quarter of a 
century has been one of the top Group 
producers of all companies. From 1929 
through 1953, the period of his operation 
on a commission basis, he qualified as a 
Group Millionaire, his total volume was 
nearly $285,000,000, placing him fifth 
among Equitable producers of the na- 
tion. In 1947 he led the entire agency 


force in combined Group and Ordinary 
credits, 


being awarded the President’s 





While in the Group department of the 
Society for 18 years he served as di- 
rector of Group annuities and in other 
sales positions. 

Noel D. Maxcy has a record of seven 
years of million dollar production and 
an all-time volume of $32,000,000. Stuart 
MacCallum has been 12 years in million 
dollar production of Group and has an 
all-time volume of $30,000,000. 


Some of the Agency Personnel 


Total first-year commissions paid to 
agents ot the Sid Smith organization 
during 1953 amounted to approximately 
$300,000. 

Assistant Agency Manager S. J. Wal- 
ker, associated with Equitable 47 years, 
has a unit which received in 1953 first- 
year commissions of $109, 

Among agents under contract less 
than two years writing substantial vol- 
ume are Jasper Weltman, M. E. Cun- 
neen, F. K. Diefendorf, R. Freedman, 
Paul Jacobson, M. H. Steinig, G. F. Pap- 
pas, Frank B. Parise, Roger Z. Von Ost, 
Howard B. Klein, Robert T. Neely, Jr., 
John J. McGuire, H. Wade Burkhart, Jr., 
James C. Hansen. 


Myrick Sees Pressure 
In NALU Site Move 


MANY ADVANTAGES IN N. Y. 





In Letter to President Gilmore Former 
Assn. Head Asks More Study of 
New York Area 





The letter which Julian S. Myrick, for- 
mer president of NALU and now in 
personal production here, wrote to Pres- 
ident Robert C. Gilmore, Jr., of NALU, 
objecting to the vote in New Orleans of 
national trustees in favor of Chicago 
as NALU main headquarters is expected 
to have considerable influence on de- 
liberations of the trustees at annual 
meeting in Boston at which time their 
decision will be reviewed. 

Mr. Myrick wrote that he did not 
think the NALU’s “location committee” 
had properly weighed all factors in the 
situation. It had not given the board 
enough information about a building in 
Montclair into which NALU could have 
moved quickly and whose purchase could 
have been made for $250,000. Nor was 
proper explanation given by “the loca- 
tion committee” to the offer of a build- 
ing in the midtown area of New York 
which could be acquired for $500,000. As 
to this New York building Mr. Myrick 
described it as answering all require- 
ments and he felt it could be a head- 
quarters building of which all would be 
proud. His idea was that Charles E. 
Cleeton, chairman of the building loca- 
tion committee had rushed the board in 
New Orleans off its feet; had withheld 
complete information. 

Some of the reasons Mr. Myrick gave 
as more favorable to having headquar- 
ters remain in New York than to make 
Chicago the Executive Center are these: 

Not necessary to uproot so many em- 
ployes and require them to move as far 
away as Chicago; would reduce the pos- 
sibility of losing LUTC as an associate 
and tenant; is closer in touch here with 
Institute of Life Insurance, Life Insur- 
ance Association of America and Life 
Insurance Agency Management. Associa- 
tion; more convenient proximity to 
Washington, D.C.; more committee 
meetings held in New York of impor- 
tance to NALU than in any city in the 
world: density of local association mem- 
berships closer to New York than Chi- 
cego; more members of NALU visit 
Ne York than they do other cities. _ 

Cleeton, a former president of NALU, 
lives in Los Angeles; is with Occidental 
Life of California. 


Made Great-West Supervisor 
Great- West Life has appointed J. 
3rian McCarthy supervisor in the com- 

pany’s Northern Indiana Branch at 

South Bend. A graduate of University 
of Notre Dame, Mr. McCarthy entered 
life insurance in 1953. In his new posi- 
tion, he will be associated with W. R. 
Ford, manager of the company’s North- 
ern Indiana Branch in South Bend. 





ACTUARIAL ASSISTANT 


With four examinations has broad life 
insurance experience and working 
knowledge of pension planning. Also 
experienced in |BM procedure and 
planning. Age 33, married. Box 2237, 
The Eastern Underwriter, 93-99 Nassau 
St., New York 38, N. Y. 














New York Supervisors to 


Hear Samuel J. Foosaner 
Speaker at the next meeting of the 
Life Supervisors Association of New 
York City will be Samuel J. Foosaner, 
attorney of Foosaner & Saiber. The 
meeting will be held at the Hotel 
Martinique, April 13. 

Mr. Foosaner, who is a specialist in 
life insurance, federal trusts 
and correlated laws, is serving as counsel 
for the New Jersey State Life Under- 
writers Association and is an attorney 
practicing before the United States 
Supreme Court. He has lectured at New 
York University, Rhode Island Uni- 
versity, Florida Law Institute and the 
University of Miami. 


taxation, 


With Old Line Life 40 Years 


William A. Meyer, veteran agent for 
Old Line Life of America, Milwaukee, 
was guest of honor at a recent dinner 
in Green Bay, marking 40 years of 
service with the company. Now 81, he 
became associated with Old Line Life 
in 1914. As a leading agent, he qualified 
for the company’s top production Star 
Leaders Club 18 times, and qualified to 
attend 30 company conventions. 

Richard E. Imig, agency vice presi- 
dent; Paul A. Parker, agency director, 
and Clyde Parnell, public relations di- 
rector, attended from the home office 
in Milwaukee. 




















2601 Wilshire Boulevard, Los Angeles, Calif. 


EXCELLENT OPPORTUNITY IN CALIFORNIA 


Our continued expansion program calls for the establishment of District 
Agencies in three thriving Southern California cities. If you want to 
live in a mild climate where incomes are high and an unexcelled oppor- 
tunity exists for marketing life insurance as well as for building a District 
Agency, which can lead to a General Agency of your own, if desired, 
we suggest that you write confidentially to 








THE YATES-WOODS AGENCY 
Massachusetts Mutual Life Insurance Company 
DUnkirk 1-318! 








YOU'LL FIND 


it profitable to check with us 
when you want to make the bes? 
possible placement of business. 


$1; Billions | 54 Billion 


of life insurance in 


in force assets 


If you are a full-time agent of another com- 
pany, see us first for business you will not 
be able to place with your own company. 
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policyowners 


COMPANY 
1OWA 
$679 


BANKERS 
DES MOINES, 


ESTABLISHED 

















— 












54 


Il 





April 9, 1954 


WE EASTERN 
UNDERWRITER 


a 






































y 


Montgomery; LaNoue Matta, 


Advisory Committee. 


YY Sitting Left to Right: Vernon R. Zimmerman, 
Manager, Northern Virginia; President William 
Manager, Los Detroit Branch; George Johnson, 
Portland, Oregon; Joseph Barbeau, 


Angeles and Chairman of the 1954 Field 





Standing Left to Right: Walter F. Szwed, 
President, William Montgomery Quality Club, 


Manager, 
Manager, 


District of Columbia; Clarence Fritz, Manager, 


Newark. 


Celebrates a Silver Anniversary 


Nineteen hundred and fifty-four marks the 
Silver Anniversary year of Acacia’s Field Ad- 
visory Committee and this important occasion 
was celebrated recently when the 1953 and 
1954. Committees held a joint meeting in Palm 
Beach, Florida. A place on the Committee has 
always been one of the most coveted positions 
to which an Acacia manager can aspire and 
those who qualified for the Silver Anniversary 
Committee feel especially honored. Acacia’s 
Field Advisory Committee is made up of top- 
flight managers who, in order to qualify for 
a place on the Committee, must have a record 
of outstanding performance in all phases of 
agency management. The Company’s leading 
personal producer, who is President of Aca- 
cia’s honor organization, the William Mont- 
gomery Quality Club, also serves as a member 
of the Field Advisory Committee. 

It is significant that the 25th Anniversary 
of our Field Advisory Committee should 
occur as President William Montgomery be- 
gins his 6lst year as Directing Head of 


ae 
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51 Louisiana Avenueg B - 7 


Acacia. Often referred to as “The Dean of 
Life Insurance Presidents”, Mr. Montgomery 
has a long and enviable record of pioneering 
accomplishments to his credit. When he ad- 
vanced the idea of a Field Advisory Commit- 
tee a quarter century ago, he embarked on an 
entirely new course for attaining a closer 
working relationship between the Field and 
Home Office. Through this unique plan the 
interests of Acacia policyholders have been 
better served. Management and Acacia rep- 
resentatives in the Field have had the oppor- 
tunity to meet regularly around the confer- 
ence table in open and frank discussions of 
matters of vital concern to both. 

The Field Advisory Committee has played 
an important part in Acacia’s growth and 
development and we pay tribute to all who 
have served on the Committee during its first 
quarter century of existence. The many fine 
contributions of those who have served in the 
past will be a continuing source of inspiration 
for those who serve in the future. 
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Sadler Hayes Made Penn Mutual 
General Agent in New York City 


Prominent Million Dollar Producer to Head New Agency at 
41 East 42nd Street; Will Build Full-time Organization 


By O iver J. Jonzs 


Sadler Hayes, perennial Million Dollar 
Round Table qualifier, and consistent 
Penn Mutual Life production leader, 
joined the general agency ranks, when 
on April 1, he opened a new agency for 
his present company with offices at 
41 East Forty-second Street, New York. 
As a general agent, Mr. Hayes will 
recruit and develop a full-time organiza- 
tion that will be trained by him per- 
sonally to apply the selling principles 
that have guided him to success, that is, 
to sell life insurance on a career basis, 
and to coordinate it with a man’s estate 
to fit family needs, for the protection of 
widows and children. 

Entered Insurance in 1931 


A native of Charlotte, N. C., Mr. 
Hayes’ life insurance background dates 
back to 1931, when he became associated 
with the Travelers there. He was later 
sent to the home office in Hartford, and 
in 1932 came to New York. In 1934 he 
transferred to Connecticut General Life, 
remaining with that company until he 
entered the service in 1943. 

When Mr. Hayes joined Connecticut 
General in 1934 he joined the agency 
then managed by Thomas G. Murrell at 
225 Broadway. He received his early 
training in life insurance selling under 
Mr. Murrell’s supervision and through 
this close association a very firm friend- 
ship developed. Mr. Murrell, a native of 
Virginia and an Annapolis graduate, is 
now serving as general agent for the 
State of California for Mutual Bene- 
fit Life, with offices in San Francisco 
and Los Angeles. 

Another industry leader whose friend- 
ship Mr. Hayes cherished over the 
years, was that of the late John Mar- 
shall Holcombe, Jr.. who was managing 
director of the Life Insurance Agency 
Management Association. Mr. Hayes 
met Mr. Holcombe’s son at a social 
function, which was followed by an in- 
vitation to the Holcombe home. He re- 
calls with affection the many discussions 
with John Marshall Holcombe, Jr., 
whose contention it was that a man 
cannot be successfully an agent and a 
general agent. Because Mr. Hayes hopes 
to maintain his high personal production 
level in his new post as general agent, 
he said that he is looking forward with 
enthusiasm to this challenge. 


Joined Carr R. Purser in 1945 


In 1945, following his return from the 
service, Mr. Hayes joined the Carr R. 
Purser agency of Penn Mutual Life, and in 
each succeeding year his annual pro- 
duction has exceeded the million mark 
and on several occasions has topped two 
million. 

During the ten years with the Purser 
agency, Mr. Hayes induced several new 
men to come into the life insurance 
business, two of whom have attained 
million dollar production status. Al- 
though he had no part in the training 
and development of these men, this be- 
ing done under the supervision of Gen- 
eral Agent Purser, it is indicative of 
Mr. Hayes’ ability to spot the type of 
man with potentials for success. 

As a speaker, Mr. Hayes is much in 
demand, and has appeared before num- 
erous audiences throughout the country. 
On four occasions he appeared on the 
national program of the Million Dollar 
Round Table speaking on the subjects 
of estate planning and programming. 
He has also served on various commit- 





SADLER HAYES 


tees of MDRT and is currently a mem- 
ber of the program committee that is 
now formulating the plans for the an- 
nual meeting to be held this year in 
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RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 
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EQUITABLE BASIS 


BOwling Green 9-0109 








Coronado, Calif., in June. Mr. Hayes 
has also been active in the affairs of 
the Life Underwriters Association of 
the City of New York and is also a 
member of the compensation committee 
of the National Association of Life Un- 
derwriters. 

Invitations to speak, of which Mr. 
Hayes is most proud, came from his 
home town in Charlotte. In January of 
this year he spoke at a meeting of the 
Rotarians and also at a meeting of the 
Charlotte Estate Planning Council, 
which is composed of attorneys, trust 
officers, life underwriters, and account- 
ants who meet quarterly for discussion 
of various factors affecting a person’s 
estate. Discussions are also heard on 
wills, estate and inheritance taxes, 
trusts, and other related subjects. 

Mr. Hayes, who has many times been 
the subject of stories in the daily press 
and in trade periodicals, came into na- 
tional prominence when such magazines 
as Fortune and Cosmopolitan ran full 
length features on him and the success 
he has achieved in the life insurance 
business. He is listed in the 1954-55 
Who’s Who. 

Brick Church Deacon 


Mr. Hayes is a deacon of Brick Pres- 
byterian Church, New York, former 
president of Brick Church Council of 
Presbyterian Men, vice president of 









Over 
$1% Billion 
Insurance in Force 


Says “My Company’s new Planned Protection Service Man- 
ual is terrific! In addition to providing the ultimate in pro- 
gramming technique, the Manual has made it possible for my 
associates and me to increase our average size app to $11,066. 
It’s perfect for program presentations—ANOTHER JEFFERSON 


STANDARD PLUS.” 


JEFFERSON STANDARD 


Life Insurance Company 


GREENSBORO, 


NORTH CAROLINA 





| PROSPECTIVE TRAINERS 


Large midtown agency of an old 
New England company is inter- 
viewing prospective trainers of 
new men. A salary is offered, 
with the actual figures to be de- 
termined. In addition, there will 
be a bonus based on production. 
Write to Box 2238, The Eastern 
Underwriter, 93-99 Nassau Street, 
New York 38, N. Y. 
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Brick Church Ushers Association and 
member of special budget committee. 
The Brick Church includes among its 
members some of the nation’s most no- 
table personalities, including John Fos- 
ter Dulles, Secretary of State. Pastor 
is Dr. Paul A. Wolfe. 

Mr. Hayes is a former president of 
North Carolina Society of New York, 
member of the Blue Hill Troupe, an 
amateur opera company presenting Gil- 
bert & Sullivan each year, proceeds of 
which go to charity. He is a member 
of Squadron A. Association, Hudson 
River Country Club, Southern Society of 
New York and Sales Executive Club of 
New York. He is also on the finance 
committee of American Youth Hostels, 
Inc., and recently he successfully com- 
pleted a fund raising campaign for the 
Seeing Eye, Morristown, N. J. Director 
of this organization, which has a world- 
wide reputation for the effective work it 
is doing in the interest of the blind, is 
Morris Frank, who is himself blind. 
Three years ago, Mr. Hayes was on a 
fund raising committee for the Boy 
Scouts of America. 

Mr. Hayes is married to the former 
Agnes MacArthur, originally from Ashe- 
ville. They have two adopted children, 
John, II, and Alice MacArthur and are 
residents of New York City. 

For hobbies, Mr. Hayes sings and 
plays the Spanish guitar. He is also 
expert at quail hunting and plays golf. 

Among those who will be associated 
with Mr. Hayes in his new agency are 
Marion E. Quimby, as officer manager, 
Annette K. Minor, secretary, and 
Jeanne S. Gross, secretary. 





FIDELITY MUT. NAMES TRIMBORN 


Succeeds Cord & Trout as General 
Agent in Dayton; Joined Pierce 
Agency in 1950 
Ralph Giles Trimborn has been ap- 
pointed general agent of Fidelity Mu- 
tual in Dayton, Ohio, effective April 19. 

He will succeed Cord & Trout. 

Graduate of Oak Park, IIL, schools 
and University of Michigan, Mr. Trim- 
born was well known to the student 
body; was a member of the University 
swimming team. After his graduation 
from University of Michigan he joined 
the Fidelity Mutual in 1950 as a mem- 
ber of the Pierce agency. In his first 
ten months in business he paid for 
$300,000. His wife is the daughter of 
Henry W. Schmidt, for 30 years a mem- 
ber of the Philadelphia Orchestra and 
head of personnel. 

William O. Cord over the years wrote 
many executives of National Cash Reg- 
ister Co. in Dayton, his most famous 
case being for $4,610,000 on the life of 
Frederick Patterson, son of the founder, 
which case started with $1,000,000 cov- 
erage. 
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ACCLAIM FOR PHILIP BELBER 





Presented With Continental Assurance 
Citation for 1953 Contribution in 
Developing Estate Booster Plans 


Recognition was given to Philip C. 
Belber, general agent in Newark, N. J., 
for Continental Assurance, at the recent 
annual meeting of the company’s Presi- 





PHILIP C. BELBER 


dent’s Club in Las Vegas, Nev. For hav- 
ing developed and introduced the Estate 
Booster plans, which were enthusias- 
tically received by both the home office 
and field forces of the Continental last 
year, Mr. Belber was presented with a 
citation by Vice President Howard 
Reeder. 

Impressive looking in a leather bound 
book, the citation expressed the Conti- 
nental’s appreciation to Mr. Belber for 
having made “the most outstanding and 
significant contribution” to the com- 
pany’s progress in the past year. Roy 
Tuchbreiter, president of the Continen- 
tal, joined with Mr. Reeder in signing 
the citation. 

Mr. Belber, a past chairman of the 
President’s Club to which leading pro- 
ducers of the Continental belong, ob- 
served his tenth anniversary as general 
agent last November. Prior to 1943 he 
was superintendent of agents of the 
company in its eastern department. His 
agency ranked third last year in paid- 
lor production among all general agen- 
cies of the Continental. It was, in fact, 
his biggest and best year to date. 


Joins Boston Mutual Life 
President Everett H. Lane of Boston 
Mutual Life announced the appointment 
ot Francis J. McCarty to the position 
ol manager of the claim department. 
Mr. McCarty has been claim manager 
ot the Craftsman Insurance Company 
since 1950. From 1946 to 1950 he was an 
independent investigator and adjus‘er, 
and prior to that was assistant superin- 
tendent for the Boston office of the 
Pinkerton National Detective Agency. 
He brings to the Boston Mutual a wide 
experience in handling all types of in- 
surance claims. Early in his career Mr. 
McCarty studied insurance contracts at 
the Suffolk Law School. 


Archer With Gen. American 


George L. Archer of Springfield, Vt., 

a million dollar writer is making his 
home in St. Louis to become a district 
Manager in General American Life’s St. 
Ouls agencies. For the past four years 
Mr. Archer has been with the National 
ife of Vermont. 


LARGEST N.Y. BUILDING PROJECT 
Socony-Vacuum Building to Occupy 
Two-Acre Block; Equitable Society 
Financing Major Part 
The largest building project under- 
taken in New York in a quarter of a 
century got under way as power shovels 
started to dig the foundations of the 
mammoth Socony-Vacuum building on 
March 30. This structure will occupy 


two-acre block bounded by Lexington 
and Third Avenues and Forty-first and 
Forty-second Streets. The building’s 
owner will be Galbreath Corp. Socony- 
Vacuum, to be the major tenant, will 
occupy nearly half of the building’s 
1,600,000 square feet of office space. 

The investment will approximate $45,- 
000,000. The Equitable Society will fi- 
nance the major part of the project by 
taking $35,000,000 in bonds. 


Republic National Manager 


Republic National Life, Dallas, has 
announced the appointment of Curtis 
C. Pointer as manager of its Permian 
Basin Agency, Midland, Texas. The 
agency wili serve the entire Permian 
Basin area with two offices, one in 
Odessa and one in Midland, Theo. P. 
Beasley, president of the Dallas com- 
pany, said. 





Does security make sense 





A NORTHWESTERN MUTUAL POLICYHOLDER. Life insurance with the Northwestern Mutual 
plays a significant part in Mr. Coleman's personal program. He owns a total of 13 individual 
policies with this company. 


KARSH, OTTAWA 


for the 


young man who wants success 


99 
o 
. 


A helpful appraisal 
by SHELDON COLEMAN 


President, The Coleman Company, Inc. 
Makers of Coleman Heating 
& Air Conditioning Equipment 
Wichita, Kansas— Toronto, Canada 


« HAT are the driving forces be- 
hind the successful man? Cer- 
tainly a natural eagerness to excel is 
one. The desires for recognition and 
material possessions are others. 

“What about security? We think of 
the successful man as a kind of ad- 
venturer, rather than one who plays 
it safe. But I have observed that, from 
his earliest planning, he usually shows 
a proper respect for security. Adven- 
turous as he may be in business, he 
is cautious where his family’s welfare 
is concerned. 

“Show me the financial arrange- 
ments of any ten top men, and I am 
confident life insurance will be the 
cornerstone for nine of them, In my 
opinion, ambitious young men would 
do well to follow this example. 

“Through life insurance, a man can 
project his earning ability far into the 
future for the benefit of his family. 
And with this prime responsibility 
cared for, he has greater freedom to 
organize his efforts toward success,” 


WHY POLICYHOLDERS ARE SO LOYAL 
TO NORTHWESTERN MUTUAL... 


HIS company is one of the largest in 
the world, with 97 years’ experience 
and a reputation for low net cost. 

This emphasizes that there are signifi- 
cant differences among life insurance com- 
panies. It is one reason why each year 
nearly half the life insurance issued by 
’ this company goes to those already in the 
Northwestern Mutual “family.” 

Have you reviewed your life insurance 
program within the last two years? You'll 
find a distinct advantage in calling upon 
the skill and understanding of a North- 
western Mutual agent. 


The NORTHWESTERN MUTUAL 2/6 Asurance Company 


MILWAUKEE Wisconsin 





APPEARING IN: TIME, MARCH 29 AND APRIL 26; IN NEWSWEEK, MAY 10 AND JUNE 7 
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: Pp —New Insurance Written— In Force 
05 5 ind » 
New Business For ast Three Years ; as 1 side Dec. 31, 1953 
Business Men’s Assurance Co 
The following tables show new business written in 1953, 1952 and 1951, with mang Se Siig $ ee $ pay $ peer $ 662,066,650 
life insurance in force at the close of 1953 for most of the United States and = =| ©: gee ti 8 67,860,146 Cre 
Canadian life insurance companies having $100,000,000 or more of insurance in force. Tomes a os $ 186,197,785  $ 167,767,725 $ 136,833,716 $ 729,926,796 
Figures requested were exclusive of revivals and increases. During 1953 the billion : ‘ : are 
in force mark was passed by Crown Life, Kansas City Life, Life & Casualty of ee ee a enki $ - 100,118,50 , 
Tennessee, Life Insurance Co. of Georgia, Minnesota Mutual, Southland Life and sfc att Mire eh peel Al ae 118,502 $ 84,595,651 $ 661,039,874 
sSetand tial saan GIDE nchos seine 27,747,000 21,769,000 30,253,000 259,760,486 “a 
—New Insurance Written— In Force Total eee eeceee $ 133,545,822 $ 121,887,502 $ 114,848,651 $ 920,800,360 
: axe " 
: 1953 1952 1951 Dec. 31, 1953 or eye 
Acacia Mutual Ordinary $ 157,129,531 $ 133,069,949 120,788,71 
Ordinary ....... $ 139,094,081 $ 136,875,491 $ 125,420,493 $ 1,279,900,729 die ee 84'281'300 aa a yee 
pe Dae 1281, 081, "581, 144, iin 
Actna Life Teed 2..2588 241,410,891 192,151,601 2 5 : 
Ordinary ....... $ 403,530,048 $ 374,745,988 $ 320,904,458 $ 3,261,593,649 — $ iy $ SAI 9 VOR eae 
Gein Sac sceeeek 1,030,239,600 570,102,997 497,785,525 10,100,215,900 Capitol Life, Colorado cw 
Total.......+. $ 1,433,709,048 $ 944,848,985 $ 818,689,983 — $13,361,809,549 ta cof Sha * ‘feno * ‘one ° . eee ee 
! Sees 650, '204, ‘ 7215 
American Life & Accident, Kentucky Total 24.644.111 12. 262.993 10,363 
Industrial ...... $ 59,607,875 $ 53,952,925 $ 52,367,035 $ 123,535,932 isa $ “aes } ee + ee a 
i - in Carolina Life, South Carolina q ( 
merican Mutual, lowa Ordinary $ 9,935,291 $ 10,592,593 $ 7,105,590 $ 55,1747 
, Be : ee ee 1935, 1992, 105, £174,760 C 
Ordinary’ 35.55% $ 22,686,639 $ 22,227,549 $ 21,882,754 $ 176,684,314 Industrial ...... 48,268,608 50.502.045 52 8726; ' 
Groep sla 429, 25() Wee. 3,305,750 ; werent a 182,148,661 
Teh 65 6153 58,203,899 61,094,638 59,978, 
Total... $ 23,115,889 $ 22,809,549 $ 21,882,754 $ 180,050,064 alice — ee a Equi 
ie ‘ seal tT Central Life Assurance, lowa ( 
mnertcnm Catena ONS Ordinary ....... 42,627,024 39,508,662 53,035 
Ordinary <...... $ 302,819,709 $ 284,353,771 $ 211,100,351 $ 1,382,053,921 sete ee Oe ee ee Sani 
Gate © seats esis 64,818,762 47,210,640 49,262,589 124,135,421 Central Standard Life, Illinois C 
Industrial ...... 167,280,399 168,082,697 156,046,317 1,289,469,823 S : 
200, 1082, wry aacbcitetee Yrdinary ....... 2 22 27,8% 207,662 5 : 
ee : a ee em ee: ee 
Tetehinie ces $ 534,918,870 $ 499,647,108 $ 416,409,257  $ 2,795,659,165 Sa dakeobebe Coa. 18,178,171 16,981,881 12,193,822 45,753,017 c 
’ vat — ’ '; ! 
American United, Indiana Total 43,267,493 45.019.780 = 
Opdinaie ical: $ 88,852,489 $ 93,576,071 $ 80,874,360 $ 559,607,789 recast ee Se ee 
Amicable Life, T Colonial Life Farm 
eT ee totes : Ordinary ....... 34,842,930 29,106,537 27,5 | 
Ordinary’... 022 $ 33,417,646 $ 28,012,130 $ 23,971,212 $ 203,097,388 ona Re . “ae rica as eee 
Industrial ...... 14,330,840 2,691, 5 730,5 
Atlantic Life, Virginia ndustria , 84 12,691,807 10,671,358 110,730,523 wigs 
Ordinary ....... $ 37,814,733 $ 37,044,158 $ 29,105,420 $ 278,874,104 Toth 33,525 $ 49,842,780 42,510,344 38,545,514 323,722,000 
Industrial ...... 23,630,507 25,159,693 19,403,374 42,930,899 Farm 
: = cae : Columbian National O: 
Total......... $ 61,445,240 $ 62,203,851 $ 48,508,794 = $ 321,805,003 Ordinary ....... $ 42,317,303 $ 54,415,587 $ 37,265,872 $ 366,645,758 G 
GH voce eeu 5,122,000 9,184,586 6,931,150 5,795 
hie: hii Otiinten oup Send ie 550 1,931,15 65,795,061 
Ordinary ....... $ 15,154,000 $ 14,252,219 $ 13,163,692 $ 94,589,214 en Nee e $ 47,439,303 $ 63,600,173. $ 44,197,022 $ 432,440,819 
Gente i... 00% 3,752,705 1,145,500 2,944,159 48,621,045 Feder: 
rr ae Columbus Mutual Or 
Tose 8 $ 18,906,705 $ 15,397,719 $ 16,107,851 $ 143,210,259 Ordinary ....... $ 46,194,235 $ 49,162,504 $ 46,170,608 $ 360,054,391 Gr 
ae i $ 19,929,776 $ 19,029,005 $ 18,179,689 $ 128,519,855 wr cecal ey 
RMRES % 3-0 52 929,776 029,065 179, 28,519,855 Ordinary ee 6.42 > > : = 
Industrial ||... 22/156,480 20,488,192 23,162,750 132,549,200 ao ee” oe” ae Fidel 
hi : .” > ,’ = » 7°299 es ’ * ganged aN y band a 
Tord. 5.6620 $ 42,086,256 $ 39,517,257 $ 41,342,439 $ 261,069,154 es ern ee S58999° 277,606,667 on 
Teil: .... 02 $ 170,953,547 33,792,252 2 2 aa 
Bankers Life & Casualty, Illinois none $ 170,953,547 $ 133,792,252 $ 111,477,244 $ 712,813,006 Or 
Ordinary ....... $ 268,616,339 $ 125,149,668 $ 76,990,841 $ 372,276,136 Companion Life Gr 
eh ckieaces 16,341,000 10,827,100 1,678,650 38,236,000 iactiie 8 530.539 8 036.661 P . 
Industrial ...... 1,907,216 4,000,372 ge he ie nae” SS 3770.00 * atoe7's00 * 2200200 ° 45,230.00 
ree ~. o- fa ae ies F, | 
Datthawstssaiee $ 286,864,555 $ 139,977,140 $ 84,652,266 $ 410,512,136 de 5 $ 12300539 $ 30044161 § 31,471,026 $ 72978821 eee 
i G 
pep depo $ 140,458,606 $ 129,325,152 $ 129,199,346 $ 1,439,979,130 “°nfederation Life Association Ind 
rdinary ....... 1495,090 29,329,192 LI, : tS, : 5 7 7 79 : e 
GO sk cc denne 44,023,533 49,656,308 27,939,364 494,817,528 Aion erg phi $ ee $ gry $ pomp ee 
Totals 4h: 3: $ 184,482,229 $ 178,981,460 $ 157,138,710 $ 1,934,796,658 Datars cons $ 160,945,416 $ 148,046,040 $ 133,701,946  $ 1,158,430,280 Genera 
. Orc 
Bankers Life, Nebraska _-) eee Connecticut General Gre 
Ordinary .....-. Ie $$ SI § Se ¢ Le Ordinary ....... $ 364,385,124 $ 340,142,738 $ 280,429,728 $ 2,312,034,520 
: Gree sos. sons 198,938,653 134,027,784 233,587,762 3,220,730,180 
Bankers National, New Jersey ‘ 
Ordinary ....... $ 40,951,545 -$ 36,767,038 $ 31,616,697 $ 230,914,453 Teralicns «Se $ 563,323,777. $ 474,170,522 $ 514,017,490 $ 5,532,764,700 ce , 
OE laa ete di 9,255,259 I a eases 23,221,989 a 
. * = 3 Connecticut Mutual ris 
Total... -n2x5¢ 5. ABM $ AEE GF SR § A Ordinary ....... $ 327,943,406 $ 272,985,413 $ 257,446,165 $ 2,655,263,707 
er Life, ion 44703700 $ 3908197 $ 36500158 $ 230,770,508 Continental American Great N 
FOMALY . ix men 403,/ 3, * 36,509, 15 i va : - ” x " 
eee eee 3973000 1647000 922/500 5/054'300 Ordinary ....... $ 34,102,711 $ 31,005,201 $ 27,728,185 $ 296,339,521 Ord 
sis eterna To A PENSE zs 5 Continental Assurance Great S 
Total.....,.-. $ 46,976,790 $ 40,955,197 $ 37,491,658 $ 295,734,004 Ordinary ....... $ 243,921,721 $ 218,055,275 $ 169,609,418 $ 1,133,740,000 Ord 
oe MD cicccouees 110,115,012 105,559,004 159,148,375 —_1,453,342,975 Gro 
Berkshire Life 
Ordinary ....... $ 46,750,873 $ 46,506,920 $ 40,261,145 $ 448,028,799 Tdtal 4 23-8 $ 354,036,733 $ 323,614,279 $ 328,757,793 2,587,083,035 Y 
Boston Mutual Cosmopolitan Life, Tennessee laa 
Ordinary ....... $ 20,193,756 $ 17,980,166 $ 16,078,976 $ 110,431,388 Ordinary ....... $ 500,304 $ 509,511 $ 218,200 $ 1,561,893 Grot 
Industrial ...... 20,230,087 19,068,823 18,948,273 130,533,043 Industrial ...... 13,668,822 17,140,959 15,792,961 55,111,753 
Total.........$ 40,423,843 $ 37,048,989 $ 35,027,249 $ 240,984,431 Total. <2. sc58 $ 14,169,126 $ 17,650,470 $ 16,011,161 $ 56,673,646 * 7 
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—New Insurance Written— In Force 
1953 1952 1951 Dec. 31, 1953 
Country Life. Illinois 
Ordmiary?* *. Siac $ 63,777,189 $ 68,632,576 $ 62,831,890 $ 573,877,429 
Crown Life, Canada 
Ordinsty, i604 $ 168,853,006 $ 156,136,141 $ 120,539,832 $ 959,718,257 
GROW 6% 6. dks 42,154,722 $ 32,363,541 $ 17,462,532 $ 91,240,335 
Ota 25%. 64 $ 211,007,788 $ 188,499,682 $ 138,002,364 $ 1,050,958,592 
Dominion Life 
OPGINAIWN: nis os 5 $ 64,706,984 $ 59,822,912 $ 59,718,793 $ 506,059,235 
(GTORD!~ «Fos. Relves 2,567,716 4,707,950 4,818,800 20,827,907 
gS Nes | BAT pe Or $ 67,274,700 $ 64,530,862 $ 64,537,593 $ 526,887,142 
Empire Life, Canada 
Ordimaty {coast $ 23,697,569 $ 20,579,551 $ 14,202,206 $ 137,980,121 
Empire Life & Accident, Indiana 
Ordinary <2: <<. $ 8,036,582 $ 6,647,013 $ 7,598,930 $ 45,249,180 
Industrial“. 257: 20,892,492 18,518,077 21,478,548 69,619,445 
otal... 38852 $ 28,929,074 $ 25,165,090 $ 29,077,478 $ 114,868,625 
Equitable Life Assurance Society 
Ordwmary: 2.340% $ 1,032,231,350 $ 921,924,980 $ 792,462,985  $ 9,410,992,909 
TOMS i2s-. 853 570,379,715 761,943,567 435,871,041 11,570,920,644 
Habel ss t6eS $ 1,602,611,065 $ 1,683,868,547 $ 1,228,334,016  $20,985,913,553 
Equitable Life, Waterloo 
Ordinary <3 ssc% 15,586,344 $ 11,318,874 $ 10,608,125 $ 103,427,038 
Equitable Life Insurance Co., lowa 
Ordinary é.3.0is $ 128,867,368 $ 124,535,125 $ 112,258,580 $ 1,300,834,807 
Equitable Life Insurance Co., D. C. 
Ordinaty (0620s. 27,086,478 $ 23,273,322 $ 19,755,329 $ 192,316,883 
Industrial ccc. 23,408,518 21,599,043 19,134,732 168,018,168 
POUL. wince ck ice $ 50,494,996 $ 44,872,365 $ 38,890,061 $ 360,335,051 
Farmers & Bankers, Kansas 
Ordinary’: <.422- 10,838,455 $ 9,316,392 $ 9,243,853 $ 123,193,704 
Farmers & Traders, N. Y. 
Ordinary... 5... $ 13,274,803 $ 12,945,628 $ 11,947,162 $ 137,619,763 
Farm Bureau Life, Ohio 
Ordmaty, |sjo53/c0 149,931,714 $ 111,119,061 $ 125,846,536 $ 621,804,822 
Cr Otis 2 3,447,403 20,982,300 3,771,336 49,013,348 
TGtalies cK $ 153,379,117 $ 132,101,361 $ 129,617,872 $ 670,818,170 
Federal Life, Illinois 
Ordingry 324.03 +4 40,857,167 $ 28,736,995 $ 22,599609 $ 168,769,370 
STOUP: . 5 5.0:< ee Ped 5,393,000 2,775,000 323,500 19,430,744 
gi ic” Lanna $ 46,250,167 $ 31,511,995 $ 22,923,109 $ 188,200,114 
Fidelity Mutual 
Oraitiary... + 86,351,122 $ 76,253,097 $ 74,742,598 807,685,379 
Fidelity Union, Texas 
Ordinary. = ..2545.< 46,104,757 $ 37,050,664 $ 28,759,159 160,464,275 
Group. ..20Sts. 1,686,761 EROS GIS ESS: 3,678,510 
DOtals is cs3k $ 47,791,518 $ 39,854,617 $ 28,759,159 $ 164,142,785 
Franklin Life 
Ordinaty 63225... $ 365,707,354 $ 297,443,788 $ 290,847,450 $ 1,525,664 817 
Me ts ons, Pe REKE es .  teitemtase 54,000 4,861,000 
SMIGUISETIAL: | 5.cases 0 e-aeks 20,344,006 ee oe ce 
Totak. sis. «: $ 365,707,354 $ 317,787,794 $ 306,728,893 $ 1,530,525,803 
General American 
Ordinary: -<scceews $ 65,122,300 $ 45,391,400 $ 42,785.800 $ 492.477,552 
SEG 27 Akos ee 152,517,579 36,433,641 52,694,774 1,063.799.830 
Tass 2a $ 217,639,879 $ 81,825,041 $ 95,480,574 $ 1,55°.7°8 8° 
Great American Reserve 
Ordinaty 06.2156 $= 21466272 'S- 274715) $23, 902048 . S$. 74:508'°77 
SIOUD® 62, o25 55 ss 990,515 3,469,962 2,131,482 11.7°6,550 
Ota 22 ak ss. $ : -22;A26,787. $ - 30941,113 $ . 26,033,530: $ 84,274,9 5 
Great National Life, Dallas 
Ordinidry =. .4.:: 24,175,007 $ 15,832,757 $ 10,393,450 $ 148,083.759 
Great Southern, Texas 
Ordinary. iss:... $ 84,501,778 $ 69,447,729 $ 57,884,064 $ 577.045,274 
SPOR Ro) poise si 2,062,865 3,116,413 5,269,815 61,909,657 
NOORON oso ieca aso $ 86,564,643 $ 72,564,142 $ 63,153,879 $ 638,955,031 
Great-West Life, Canada 
POINATY | Sass 54 $ 204,899,397 $ 187,373,879 $ 168,747,293 $ 1,536.045.487 
Group 81,176,585 78,412,879 67,806,345 451,284,284 

















ay ane $ 286,075,982 


* Exclusive of Annuities 





265,786,758 


236,553,638 


$ 1,987,329,771 











Mr. 


Broker: 


Thanks for the substantial increase in the 


volume of our life business since our last 


message to you. 


We believe our new and improved non- 


cancellable accident and health insurance 
program on a participating basis will further 


help you to increase your sales. 


We repeat our friendly invitation for you 
to visit our office and discuss with a spe- 
cially trained staff of experts the EASY WAY 


to sell life and non-can. A. 


& H. 


insurance. 


The following complete and modern cover= 


ages are available through you to meet the 
personal insurance needs of your general 

They are issued in the 

of Chicago of which 


insurance clients. 
Continental Assurance Co. 


we are 


The 


disappo 
A. & H. 


general agents. 


Home Guarantee-Mortgage 


Life Expectancy 


Family Income and Family Maintenance 


Riders 


Juvenile 


Renewable-Convertible Term 


Retirement Income 


Term-Sub-Standard 


"Non-can" Disability (participating) 


"how can we write it" attitude of our 
underwriters has salvaged many a good commis- 
sion for broker who would otherwise have been 


Try us on your next LIFE or 


le See 


inted. 
line! 
Faithfully, 
write. both ~acti 
or=-pa ticipati ¢ 


ipating and 


A Merrion & Saas, 


ASUALTY . DISABILITY 


MARINE 


5 {AIDEN LANE, NE.” YORK 38 


H1Anover 2-4044 


a Contury of 


Service 


NG=nts ann UNDERWRITERS 


LIFE 
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In Force 















































1953 1952 1951 Dec. 31, 1953 
Guarantee Mutual, Nebraska 
Ordinary .«.<..... $ 32,037,739 $ 32,029,857 $ 26,876,847 $ 322,616,370 
Guardian Life 
Ordinary .<<.<:. $ 128,750,291 $ 121,915,066 $ 113,626,181 $ 1,121,032,801 
Gulf Life, Florida ; ee 
Onineary,, o:.s<sn0 $ 69,749,723 $ 72,404,390 $ 83,724,755 379,984, 
SED ane cess 6,583,600 19,042,775 17,317,625 56,683,600 
Industrial ...... 56,916,307 56,142,194 70,410,155 256,296,255 
Total: sascha $ 133,249,630 $ 147,589,359 $ 171,452,535 $ 692,964,434 
Home Beneficial, Virginia 
Ordinary -...:.<. $ 28,330,841 $ 27,397,400 $ 24,368,561 $ 158,437,864 
(Gate Salsa. ese eS , Ban iecbieg hse Clrie cent 568,947 690,729 
Industrial ...... 152,181,679 141,130,824 129,810,743 369,589,889 
Metal. vccoss5e $ 180,512,520 $ 168,528,284 $ 154,748,251 $ 537,718,482 
Home Life, New York 
Ordinary ....... $ 139,015,951 $ 124,005,869 $ 113,738,347  $ 1,118,185,075 
GrORD. <snhonssns 35,985,144 35,983,401 15,549,500 102,531,228 
en eee $ 175,001,095 $ 159,989,270 $ 129,287,847 $ 1,220,716,303 
Home Life of America, Pa. 
Ordinary  6s.<5. $ 14,137,825 $ 14,158,478 $ 13,169,181 $ 152,301,532 
Industrial... <<. 12,384,231 11,908,575 11,972,480 122,606,681 
oC Lane eee $ 26,522,056 $ 26,067,053 $ 25,141,661 $ 274,908,213 
Home Security, North Carolina 
Onilittary .c.<k-. $ 17,684,647 $ 16,178,289 $ 15,944,333 $ 68,137,142 
Bank Loan ..... 4,478,296 Sere). wea eaeke 4,524,320 
Se osc senn ss 232,500 184,000 142,000 1,181,500 
Industrial ...... 22,820,708 23,004,110 19,598,403 95,659,972 
Total: ccccccs $ 45,216,151 $ 43,195,321 $ 35,684,736 $ 169,502,934 
Home State, Oklahoma 
Ordinary ....... $ 21,457,412 $ 19,337,898 $ 13,637,059 $ 63,987,196 
cee 20,777,105 17,946,933 21,361,125 74,368,014 
Dotal .. ceseses $ 42,234,577 $ 37,284,831 $ 34,998,184 $ 138,355,210 
Hoosier Farm Bureau 
Ordinary ....... $ 17,063,309 $ 17,955,458 $ 13,839,106 $ 105,911,348 
SHED 25 ans oeaes 1,095,000 AGS) = 32s) Haziseae 6,326,510 
tall oo). cs $ 18158309 $ 18,120,458 $ 13,839,106 $ 112,237,858 
Imperial Life, Canada 
Ordinaty) <.<..-< $ 72,743,045* $ 68,145,355 $ 65,693,025 $ 636,450,346 
CPOE 2. ence cass 29,535,035 25,744,498 19,905,654 86,338,256 
ne te $ 102,278,080 $ 93,889,853 $ 85,598,679 $ 722,788,602 
* Includes increases and revivals 
Imperial Life, North Carolina 
Onrdiiaty= .s32-3 $ 12,507,903 §$ 13,698,738 $ 5,323,948 $ 54,833,208 
Industrial ...... 15,493,846 17,691,307 17,353,207 81,164,144 
Total.........$ 28,001,749 $ 31,382,045 $ 22,677,155 $ 135,997,352 
Indianapolis Life 
Ordinary .......$ 32,639,494 $ 31,963,205 $ 29,598,159 $ 291,160,614 
lowa Life 
Ordinary ..$ 31,861,904 $ 24,700,055 $ 25,953,774 $ 181,917,944 
Jefferson National 
Ordinary 7 18,905,029 $ 14,244,364 $ 12,898,317 $ 93,877,914 
Jefferson Standard 
Ordinary .......$ 163,154,573 $ 153,102,376 $ 127,150,721 $ 1,235,240,245 


John Hancock Mutual 























—New Insurance Written— In Force 
1953 1952 1951 Dec. 31, 1953 
Liberty Life, South Carolina 
Ogkgary: iss. $  60,893,620* $ 52,511,986 $ 41,368,162 **$ 225,946,147 
OP een eee: 9,568,734 6,976,713 18,574,834 48,565,275 
Industrial ...... 63,888,607 60,568,799 58,814,814 308,083,545 
Toral 60s Gi $ 134,350,961 $ 120,057,498 $ 118,757,810 $ 582,574,967 
* Includes $37,195,901 Borrower's Insurance 
** Includes $97,115,228 Borrower's Insurance 
Liberty National, Alabama 
Ordinary ..3455% $ 82,970,851 $ 88,113,382 $ 92,165,378 $ 304,574,470 
indastrial: <3... 118,507,198 83,055,202 159,945,194 575,365,566 
ce irae Se $ 201,478,049 $ 171,168,584 $ 252,110,572 $ 879,940,036 
Life & Casualty, Tennessee 
Ordinary. <2... $ 88,243,703 $ 71,442,834 $ 50,348,878 431,197,078 
ASAD | sa chiens 6,987,200 17 Se4 90 Sia Mees os 18,108,100 
Industrial ...... 109,339,957 96,121,025 85,887,940 607,889,935 
Totals. <.dace¢ $ 204,570,800 $ 185,088,759 $ 136,236,860 $ 1,057,195,113 
Life Insurance Co. of Georgia 
Ordinary: 2.35.4 $ 67,928,472 $ 60,958,597 $ 50,882,210 $ 201,108,255 
industrial <..%.. 287,687,817 264,184,399 262,850,794 859,581,312 
LC CR $ 355,616,289 $ 325,142,996 $ 313,733,004 $ 1,060,689,567 
Life Insurance Co. of Virginia 
OinATy | <os0063 $ 148,935,952 $ 127,852,452 $ 92,887,825 $ 809,434,482 
ee re 13,986,341 14,566,880 14,635,062 107,340,569 
Sndustrial 665. 80,354,105 75,816,643 68,198,641 669,522,013 
SWAN cs sineiecic $ 243,276,398 $ 218,235,975 $ 175,721,528 $ 1,586,297,064 
Lincoln Income Life 
Ordinary. ..02..% $ 16,742,152 $ 13,179,964 $ 10,974,796 $ 40,009,261 
Industrial .i6<).3 36,469,501 40,001,077 29,823,621 69,338,752 
Motel awiakass $ 53,211,661 $ 53,181,041 $ 40,798,417 $ 109,348,013 
Lincoln National Life 
Ordinary «6c $ 845,014,639 $ 685,610,521 $ 695,555,930 $ 5,800,067,900 
iSroun 222.2560.4 115,437,074 65,631,434 30,793,715 471,567,984 
MOA, sioaene $ 960,451,713 $ 751,241,955 $ 726,349,645 $ 6,271,635,884 


L. D. CAVANAUGH 
President 


SPENCER R. KEARE 
Executive Vice President 





INSURANCE COMPANY 


CHICAGO, ILLINOIS 


Condensed Statement of Condition 





54th Year January 1, 1954 
RESOURCES 
Bonds, Preferred Stock and Cash.......... ( 49.6%)....$18,121,899.21 
NN TNO ooo ic ( 39.4%).... 14,444,650.24 
oe fe Lees a ee Ce eee ( 7.89% )....  2,865,989.09 
Real Estate Sold Under Contract............ (. 1%) 52,523.23 
Home Office Property.........................-.--- ( 2.0%)..... 728,000.00 
ROrsepr eerie foe ae ( 1.1%) 423,881.92 
TOTAL BRSOURGSS ..652i (100.0% )....$36,636,943.69 


PURPOSE FOR WHICH THESE RESOURCES ARE HELD 























Ordinary .......$ 1,007,156,810 $ 939,978,409 850,324,593  $ 8,061,146,712 Sil MRNA cate ole che gs , y F 
ican italics 342,922,468 222,448,392 . 416,645,339 ' 3,719,152,340 7 ie . he 
"AE MO Be 329,093,430 334,177,847 204,221,098 2'866,265,005 eserves for Payments to Policyholders 
and for Claims Incurred but not yet 
Total.........$ 1,679,172,708  $ 1,496,604,648 $ 1,561,091,030 $14,646,564,057 SROs ts ere cr ose Ue ee, 7.2%)... 2,631,684.68 
— Premiums Paid in Advance, Unearned 
Ordinary ....... $ 125,786,197 $ 117,417,512 $ 91,023,480 $ 1,013,741,546 Interest, Dividends, etc..............--..-- (| 2.07%)... 738,563.67 
Reserve for Taxes and all other 
Kentucky Central 1 Cg eh ( 5.2%)..... 1,882,718.07 
Ordinary .......$ 4,033,723 $ 5,815,931 $ 6,070,328 $ 32,480,334 
Industrial ...... 52,772,076 54,189,632 53,525,103 102,258,656 LIABILITIES ( 90.8%) $33 254,397.42 
siempre count acca 8%) ....$33,254,397. 
Total.........$ 56,805,799 $ 60,005,563 $ 59,595,431 $ 134,738,990 SE a $1,000,000.00 
a ae Unassigned Surplus ........ 2,382,546.27 ( 9.2%) 3,382,546.27 
Ordinary .......$ 19,239,578 $ 12,081,292 $ 12,285,577 $ 104,692,420 TOTAL (100.0%)....$36,636,943.69 
mithtniintinesesibuichtnesctvibetnetissnenisnatabentcen U"/o)---- « 
Lamar Life, Mississippi ; : 
Ordinary .......$ 15,449,641 $ 18,724,239 $ 16,860,384 $ 169,534,568 
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—New Insurance Written— In Force 
1953 1952 1951 Dec. 31, 1953 
London Life, Canada 
Ordinary’ ..<s6<3 284,344,402 $ 259,318,918 $ 226,645,182 $ 1,870,987,250 
GrOnd: 2.5. dover 37,335,998 26,653,998 26,356,477 385,749,591 
Industrial ...... 50,173,947 53,205,757 59,124,187 525,011,934 
Foetal. S52 $ 371,854,347 $ 339,178,673 $ 312,125,846 $ 2,781,748,775 
Lutheran Mutual, lowa 
Ordinary” 05.3353 $ 31,129,288 $ 28,630,601 $ 27,981,138 $ 294,660,475 
The Maccabees 
Ordinary .. «<3 « $ 39,477,446 $ 36,624,063 $ 35,119,232 $ 347,420,654 
Manhattan Life 
Ordiiaty «26205 ss $ 68,573,043 $ 66,016,082 $ 59,186,727 $ 376,026,928 
GHEE cease ss 19,782,850 15,118,504 4,474,800 39,939,745 
PObala co ssicree $ 88,355,893 $ 81,134,586 $ 63,661,527 $ 415,966,673 
Manufacturers Life, Canada 
Orditiatys 6. 62030 $ 197,025,130 $ 189,598,623 $ 180,217,843 $ 1,549,362,996 
Grete. sh02 access 7,207,981 4,843,395 4,086,083 81,758,194 
Total 6.053630: $ 204,233,111 $ 194,442,018 $ 184,303,926 $ 1,631,121,190 
Massachusetts Mutual 
OFGMmary: .<.°536- $ 382,062,029 $ 328,705,529 $ 303,233,540 $ 3,582,598,288 
GROW: saesaass 125,592,575 72,105,165 46,588,132 366,144,034 
otal hie. 8 bie $ 507,654,604 $ 400,810,694 $ 349,821,672 $ 3,948,742,322 
Massachusetts Savings Bank Life Insurance 
Ordinary. .....<+ $ 38,384,305 $ 34,863,110 $ 27,325,843 $ 440,413,565 
GYGUh: os sca 2,097,000 oO 5,080,000 41,146,476 
Atal eos doi. $ 40,481,305 $ 35,671,610 $ 32,405,843 $ 481,560,041 
Metropolitan Life 
Ordinarye 2.546 $ 2,485,905,228  $ 2,199,468,108 $ 1,996,057,412 $26,259,206,803 
CHO ses pe 855,083,176 621,935,293 753,054,029 18,609,251,633 
Industrial ...... 775,478,465 769,037,125 751,190,985 11,236,307 ,296 
Wotal : so cacas; $ 4,116,466,869 $ 3,590,440,526 $ 3,500,302,426 $56,104,765,732 
Michigan Life 
Ordifary: ..330-3 $ 8,920,151 $ 17,296,829 $ 10,675,860 $ 50,670,885 
Groin esac 6 A POO Sc sir haere ae Same ok 61,881,449 
gic’ 5 arr $ 13,310,851 $ 17,206,829 $ 10,675,860 $ 112,552,534 
Midland Mutual, Ohio 
Ordinary *c2c0 $ 32,437,756 $ 27,160,199 $ 21,830,182 $ 260,893,068 
Midland National, South Dakota 
Ordinary - oo cns8 $  :23:003;370' $° “12288181: $ 9,955,696 $ 92,193,735 
GOW .266sc0s x 114,500 48,100 111,000 536,400 
TOW Hs $ 23,117,870 $ 12,336,281 $ 10,066,696 $ 92,730,135 
Minnesota Mutual 
Oramary”’ 55.3 $ 103,209,035 $ 98,480,143 $ 87,039,104 $ 680,178,354 
Geen c. cots 79,760,002 47,167,974 57,235,783 377,978,045 
wetal.....00¢4 $ 182,769,037 $ 145,648,117 $ 144,274,887 $ 1,058,156,399 
Missouri Insurance Co. 
Orainaty os... 3 ss $12,760,347 $ 19434576 $  15,198232 $ 52308537 
EGU 3< cckse oes PROTA eee ees ORR A 11,432,355 
Tamtistrial 354 41,439,311 37,506,470 31,028,832 83,672,039 
Totals... ste03 $ 62,030,792 $ 56,941,046 $ 46,227,064 $ 147,412,931 
Monarch Life, Canada 
Ordniary. ccc. 33,959,265 $ 31,242,170 $ 30,652,845 $ 225,574,682 
Deferred Annuities 3,223,433 85, ill arn io ae 16,363,650 
fo 2) hee ee $ 37,182,698 $ 33,629,752 $ 30,652,845 $ 241,938,332 
Monarch Life, Springfield 
Ordinary... $ 55,228,555 $ 43,586,308 $ 37,602,488 $ 243,551,544 
Monumental Life, Maryland 
Grammeny:c.2.ies $ 48617,893 $ 43,119,500 $ 39,855,250 $ 394,176,809 
Industrial. ..:... 43,214,911 43,709,083 41,339,513 386,203,695 
otal. ices s $ 91,832,804 $ 86828583 $ 81,194,763 $¢ 780,380,504 
Mutual Benefit 
Onditary--.60236% $ 305,235,622 $ 275,444,301 $ 261,190,314 $ 3,410,498,153 
Mutual Life of Canada 
Ordimaty® 32202 $ 146,679,704 $ 127,668,364 $ 115,176,196 $ 1,343,987,351 
SHOGD sks 19,353,318 5,752,067 7,796,460 193,370,703 
TOtalys Vise $ 166,033,022 $ 133,420,431 $ 122,972,656 $ 1,537,358,054 
Mutual Life, New York 
Ordinary 03034 $ 362,163,358 $ 325,909,679 $ 290,592,052 $ 4,825,094,503 


































—New Insurance Written— In Force 
1953 1952 1951 Dec. 31, 1953 
Mutual Trust Life, Chicago 
Ordinary ....... $ 45,501,116 $ 41,884,727 $ 38,330,699 $ 466,069,971 
National Guardian, Wisconsin 
OPGimary ccc cane $ 19,962,124 $ 18,642,580 $ 16918627 $ 154,724,925 
National Life & Accident, Tennessee 
Ordwmiary 0% $ 266,270,336 $ 233,106,566 $ 193,088,629 $ 1,396,934,148 
RRR Ae 5 igh ea he ei cian, ee a at) eR aR 568,200 
Industrial ...... 598,676,968 545,698,338 493,346,198 2,173,772,448 
gg ete $ 864,947,304 $ 778,804,904 $ 686,434,827 $ 3,625,274,796 
National Life, Canada , 
Ordinary... =: $ 21,038,746 $ 18,084,660 $ 19,051,817 $ 148,732,859 
Gioap 46.8: 127,500 55,000 477,000 6,689,702 
Toatalee. co cis $ 21,166,246 $ 18,139,660 $ 19528817 $ 155,422,561 
National Life of Vermont 
Ordinary. ...2.<: $ 163,133,495 $ 140,574,364 $ 129,339,226 $ 1,412,123,304 
National Old Line, Little Rock 
Ordigary (oases $ 41,015,972 $ 36,476,970 $ 25,937,904 $ 120,610,609 
New England Mutual 
Oleminarye ssh $ 416,407,238 $ 379,451,395 $ 296,813,438  $ 3,650,735,376 
FORD i oe Ses 25,331,944 SOS. «or Paes 25,821,364 
Totatio. .sha ae $ 441,739,182 $ 380,275,895 $ 296,813,438 $ 3,676,556,740 
New World Life 
Ordinary =... 55.- $ 13,519,686 $ 14,002,857 $ 15,509,343 $ 124,516,201 






















EERE OEE DS AB THEE aa 
Anan RENE FOE AME OEP a. 
OR ATT Lise 

















YOU WILL 


Up Sates 
with U. S. 


HAS THIS HAPPENED TO YOU? 







You’ve got some good prospects . . 
give them a PREFERRED policy . . . but they have a 
slight impairment. Is “Preferred” out of the ques- 
tion? Not at U. S. Life! 


The U. S. Preferred Whole Life is preferred as to 
rate, yet is issued substandard. Minimum $10,000. 


Excellent sale by itself or with the U. S. special 
$50-a-month income rider per $1,000. Top commis- 
sions. To UP SALES with U. S.—eall your U. S. 
Life agency or write home office NOW. 






. you'd like to 


















































our 
105™ 


YEAR 











OLDEST STOCK LEGAL RESERVE LIFE INSURANCE COMPANY IN THE U. S. 


LIFE - GROUP - A. & H. 
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m -t— Li.“e—— 
Se eee 
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—New Insurance Written— In Force 
1953 1952 1951 Dec. 31, 1953 
New York Life 
Ordinary ....... $ 1,066,118,200 $ 947,747,391 $ 885,045,162 $11,949,964,837 
eee 147,185,822 184,268,034 11,165,854 466,373,627 
Mitel =. vss $ 1,213,304,022 $ 1,132,015,425 $ 896,211,016 $12,416,338, 164 
North American Accident, Illinois 
Ordinary ..:.... 13,074,506 $ 11,559,659 $ 10,978,208 $ 102,131,122 
Green: 6. .ckSic: 1,751,250 3,800,250 1,643,000 10,914,020 
avetad.. cas $ 14,825,756 $ 15,359,909 $ 12,621,268 $ 113,045,142 
North American Life, Canada eo : h 
| 5 rere $ 90,886,493 $ 82,655,754 $ 76,510,754 $ 681,951,018 
Grong ss =: 17,490,368 38,950,001 27,324,112 74,896,828 
Reed... KO $ 108,376,861 $ 121,605,815 $ 103,834,866 $ 756,847,846 
North American Life, Illinois és : 
Ordinary ....... $ 28,013,001 $ 24,869,089 $ 22,366,951 $ 172,472,863 
fete 502,626 SOS68. >. eee 2,065,590 
2 Be goer $ 28,515,627 $ 25,249,057.  $ 22,366,951 $ 175,138,453 
North American Life & Casualty “ 
Ordinary ....... $ 93,275,384 $ 78,335,565 $ 57,298,271 $ 283,853,768 
Group . 3,178,456 3,504,040 1,968,861 13,083,177 
Total: ...2555. $ 96,453,840 $ 81,839,605 $ 59,267,132 $ 296,936,945 
North Carolina Mutual, Durham 
Ordinary ....... $13,749,100 $ 11,504,600 $ 16,658,792 $ 79,129,837 
Group ae 513,536 MMM: Vee as 3,156,467 
Industrial ...... 39,786,180 35,940,400 41,609,733 111,845,580 
Total.........$ 54,048,816 $ 47,953,900 $ 58268525 $ 194,131,884 
Northern Life, Canada 
OHIBATY. so <.605 $ 22,374,489 $ 21,034,529 $ 19,315,324 $ 160,409,984 
AGRON 5 <3 oe ae 83,000 560,500 215,650 3,407,098 
ae: $ 22,457,489 $ 21,595,029 $ 19,530,974 $ 163,817,082 
Northern Life, Washington 
Gjedinary «....... $ 27,108,143 $ 23,518,940 §$ 29,558,559 =$ 242,883,236 
[arr 1,648,500 2,767 ,000 2,689,938 38,836,905 
hee ot $ 28,756,643 $ 26,285,940 $ 32248497 $ 281,720,141 
Northwestern Mutual 
Ordinary ....... $ 519,762,147 $ 490,478,342 $ 422,704,691 $ 7,219,090,326 
Northwestern National 
POEOTY..+.5.- $ 88,065,673 $ 90,347,720 $ 76,072,676 $ 867,870,641 
CSS eee se 31,079,951 18,729,3508 26,420,313 304,239,945 
(cc: rere ~ 119,145,624 $ 109,077,070 $ 102,492,989 §$ 1,172,110,586 


Occidental Life, California 























Ordinary ....... $ 605,402,956 $ 543,876,556 $ 468,394,452 $ 2,667,572,377 
See 211,775,684 251,499,794 162,046,038 1,914,854,643 
Total.........$ 817,178,640 $ 795,376,350 $ 630,440,490 $ 4,582,427,020 
Occidental Life, North Carolina 
Ordinary: 5...) 3 $ 29,898,426 §$ 27 267,383 = $ 23,806,367. $ 141,294,609 
Ohio National Life 
Ordinary .......$ 106,546,719 ¢$ 88,339,595 $ 77,150,176 $ 625,427,238 
Ohio State Life 
Ordmary .......$ 33,163,703 $ 30,209,641 $ 27,300,237. =$ 266,067,654 
SAMS eA. Mi ads... 1,253,000 1,004,369 2,912,430 
Total......... $ 33,163,703 $ 31,462,641 $ 28,364,606 $ 209,580,084 
Old Line Life, Wisconsin 
Ordinary ....... $ 16,648,172 $ 15,548555 $ 15,515,658 $ 161,959,387 
Pacific Mutual Life 
Ordinary ....... $ 107,737,304 $ 103,288,798 §$ 89,698,677. $ 1,040,831,388 
RUMED g rhe acu sn 74,437,104 133,150,625 106,256,688 453,650,969 
gc, oS ners $ 182,174,408 $ 236,439,423 $ 195,955,365 $ 1,494,482,307 
Pacific National, Utah 
Ordinary ....... $ 20,471,430 $ 18,566,725 $ 15,609,099 $ 105,736,212 
Pan-American 
Ordinary ....... $ 88,256,850 $ 80,302,110 $ 78,656,629 $ 518,303,238 
ND, ES 22,977,709 13,530,270 : 10,369,930 110,874,808 
eS Gees $ 111,234,559 $ 93,832,380 $ 89,026,550 $ 629,178,046 
Paul Revere Life 
Ordinary ....... 42,080,738 $ 41,458,072 $ 34,499,004 $ 284,755,936 
ERE ere 16,034,300 16,415,000 5,532,500 51,144,300 
SG; . 0.55550 $ 58,015,038 $ 57,873,072 $ 40,031,504 $ 335,900,236 





—New Insurance Written— 


1952 


$ = 15,741,533 
24,328,183 
16,078,095 


1951 


$ 14,052,452 
18,690,081 
18,358,966 








$ 56,147,811 


$ 324,555,484 


$ 12,948,248 
86,862 


$ 51,701,499 


$ 273,839,601 


$ 12,783,311 
2,991,108 


In Force 
Dec. 31, 1953 


$ 82,667,538 
5,604,112 
93,143,221 


$ 181,414,871 
$ 3,393,604,489 


$ 114,976,965 
9,332,526 





$ 13,035,110 


21,798,915 
795,000 
60,623,250 


fr 


$ 15,774,419 


$ 25,870,077 


82,919,350 


$ 124,300,491 


$ 158,512,213 
3,801,500 
335,423,312 





$ 83,217,165 
$ 39,801,907 
$ 120,499,717 


$ 62,164,576 
29,919,943 
62,990,997 


$ 108,789,427 


$ 34,434,347 


f 


97,239,602 


$ 45,707,148 
11,231,900 
48,493,250 





1953 
Peninsular Life 
Ordmary: ...%5 2. 17,582,563 
rene Lite Wisi: ©. 3 sks ee 
Industrial’ .ii..e 18,318,909 
PHtals. .. 2.4 $ 35,901,472 
Penn Mutual 
Ordinary: 2.555 $ 357,584,720 
Peoples Life, Indiana 
LOPHINATY.. ....00000 $ 12,659,471 
HOUND: Sc cae es 110,234 
SWtAl s..csb ae $ = 12,769,705 
Peoples Life Insurance Co., D. C. 
Ordinary .:....: $ 24,618,641 
cc he are 692,500 
industrial ....... 54,958,630 
motel .:...6564 50 $ 80,269,771 
Philadelphia Life 
Ordmary: ...6.533 $ 43,054,306 
Phoenix Mutual Life 
GSragiary: 5 .i4.2-<3 $ 134,346,262 
Pilot Life, North Carolina 
Ordinary: ..23.6:4 64,045,371 
ICO) mee See ae 26,990,591 
Industrial ...... 61,473,505 
Total... $ 152,779,527 


Postal Life, New York 


$ 155,075,516 


$ = 22,620,270 
418,000 


$ 105,432,304 


$ 14,703,991 





mma ....:.°> 24,255,909 
SHOUD 9G 2% in 2,107,600 
<i c) ee $ 26,363,569 


Presbyterian Ministers 
Ordinary 


14,297,129 


Protective Life, Alabama 


$ 23,038,270 


$ 12,820,099 


$ 10,276,784 


$ 497,737,025 
$ 212,683,367 
$ 1,318,423,034 


$ 334,505,646 
173,053,919 
242,858,841 





750,418,406 


hr 


$ 100,285,673 


$ 128,611,567 














Orndinary ......: 39,470,634 $ 34,353,254 $ 31,049,692 $ 244,481,118 
GROUP. sa. oka 32,719,599 18,944,351 15,302,622 287,289,299 
cc et eer $ 72,190,233 $ 53,297,605 $ 46,352,314 $ 531,770,417 
Provident Life & Accident 
Ordinary .....:- $ 63,752,304 $ 57,169,674 $ 46,617,699 $ 295,604,589 
GEOMD 42... aeh ox 201,642,207 191,691,719 142,147,859 866,111,513 
i ee $ 265,394,511 $ 158,861,393 $ 188,765,558  $ 1,161,716,102 
Provident Life, North Dakota 
Ordinary: 2.2242 $ 16,794,295 $ 14,537,431 $ 15,484,156 $ 134,546,061 
Provident Mutual Life 
Ordmary: “22 55... $ 144,107,959 $ 128,405,135 $ 113,582,880 $ 1,573,035,001 
Prudential 
iinary ......24 $ 3,575,431,416  $ 2,641,782,472 $ 2,522,688,174 $25,653,611,100 
Gru... aes 1,427,821,151 1,037 ,600,988 564,602,596 9,461,158,023 
industrial 23... 621,064,408 576,527,386 551,590,979 8,069,942,627 
AMMAN 3. c-oncs.2 ee $ 5,624,316,975 $ 4,255,910,846  $ 3,638,881,749 $43,184,711,750 
Pyramid Life, North Carolina 
Ordimary ...24.22 4,130,752 $ 4,312,860 $ 2,510,072 $ 21,666,169 
EGR. Jo... 00s 154,871,370 147,793,917 106,000,894 160,798,122 
jh) c:) Cease ne $ 159,002,122 $ 153,106,777 $$ 108,510,966 $ 182,464,235 


* Includes Group Credit Life 


Quaker City Life 


$ 88,711,619 


$ 4,100,000 
900,000 
63,000,000 


$ 88,639,780 


57,807,230 


$ 145,668,372 


$ 29,952,640 
1,519,500 
164,079,324 





Industrial ...... $ 108,664,289 

Reliable Life, Mo. 
Ordinary ....... $ 4,271,883 
SNORDS sass ees 615,000 
Industrial ...... 77,970,889 
MOtalie ste. $ 82,857,772 


Republic National, Texas 


$ 68,000,000 


$ 88,761,996 
31,009,098 


$ 62,543,038 


$ 61,083,778 
18,212,672 





Ordinary... 23-4 $* 125,095,136 
ISROED cos. ee see 8,820,000 
Potal. sna 8 $ 133,915,136 


* Includes Reinsurance Assumed. 


$ 119,771,094 


Savings Bank Life Insurance Fund, New York 


$ = 21,653,050 
3,466,000 


$ 79,296,450 


$ = 18,090,350 
1,293,000 


$ 195,551,464 


$* 420,220,786 
100,800,107 


$ 521,020,893 


$ 210,533,785 
26,999,000 





Ordinary... ..:.. 22,335,100 
AGRON (oss cna b wie 1,690,500 
Potals-<..< oss: $ 24,025,000 


Security Benefit, Kansas 


Ordinary: ..c6scu:cs $ 30,128,425 


$ 25,119,850 


$ 19,535,583 








$ 19,383,350 


$ 11,998,252 





$ 237,532,785 


$ 147,947,419 
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—New Insurance Written— 


In Force 
Dec. 31, 1953 


$ 228,217,863 
51,667,266 





$ 279,885,129 


$ 323,811,424 
119,841,400 





$ 443,652,824 


$ 158,861,378 
230,376,721 





$ 389,238,099 


$ 122,670,496 


$ 558,139,025 
50,870,434 
191,435,746 





$ 800,445,205 


$ 925,503,036 
139,556,897 








$ 1,065,059,933 


$ 182,595,553 
8,357,900 





1953 
Security Life & Accident, Colorado 
Ordinary ..... oP Beales > 
Sf OUD ic < shoes ck 12,850,965 
Tatas veces $ 68,479,487 
Security Mutual Life, New York 
Ordinaty: ©. 0% $ 47,406,870 
Grong 2eceli 69,786,100 
Totale):..civix $ 117,192,970 
Shenandoah Life 
Ordinany: ics 33% $ 18,339,000 
GLOUP< Ui ses atis 9,008,301 
Teteb: cain 'ap a $ = 27,347,301 
Southern Farm Bureau 
Ordinary: ic..." $ 41,263,344 
Southland Life 
SETTLE bg ear ae $ 85,684,850 
ARLOUD I ey oases «is 3,558,660 
Industrial 22.00. 36,999,450 
Total.........$ 126,242,960 
Southwestern Life 
Ordinaty i... 34.8 $ 105,716,913 
r00S fo ceeeee 9,282,625 
Potaliis.s SK $ 114,999,538 
Standard Insurance Co., Oregon 
OTGINATY, © 6 s-o:0.0 ae $ 22,297,064 
TORN cai casees 4,099,000 
OtALs unc Sees $ 26,396,064 
State Capitol Life, North Carolina 
Ordinary §.).....; $* 127,709,255 
x00... so astas 5,862,465 
Industrial’. 2. 4: 5,879,484 


$ 190,953,453 


$** 126,134,695 
36,800,911 
24,762,495 





gui) eae $ 139,461,204 $ 
* Includes $108,214,787 Credit Insurance. 


State Farm Life, Illinois 


** Includes $61,790,531 Credit 


$ 187,698,101 


Insurance. 


$ 700,864,780 
* 14,393,291 





rdindty.< 22. ss $ 186,975,313 
KGTOUD! ..ackess cob 623,728 
RObAL. cees.< os $ 187,599,041 


* Creditors Group Life Insurance. 


State Life, Indiana 


$ 715,258,071 


$ 220,732,835 


$ 1,312,481,183 
. - 356,496,796 





$ 1,668,977,979 


$ 3,926,176,899 
1,751,893,211 





$ 5,678,070,120 


$ 166,744,231 
196,129,942 





$ 362,874,173 


$ 183,007,786 


$ 100,071,984 
92,906,798 





$ 192,978,782 


$ 4,264,308,532 
9,855,317,127 









































Ordinary 2:..24 $ 17,537,640 
State Mutual Life 
Ordinary << ..... $ 141,548,408 
RETO. oss coe sis 53,221,357 
Ata e seat ee $ 194,769,765 
Sun Life of Canada 
Ordinary. 2.06.4 ss $ 406,168,229 
RSP OUD cos ccamnais 170,778,302 
L@talc cot. cists $ 576,946,531 
Sun Life, Maryland 
Ordinary. ...:..:.~«% $ 34,657,094 
Industrials<ss.. 32,870,679 
MORALS 2532 Gs gaia $ 67,527,773 
Teachers Insurance & Annuity, New York 
Ordinary (25.0222 $ 34,369,202 $ 
Texas Prudential 
STOMEEY: «os 55.022 $ 21,711,062 
Industrial ...... 31,192,731 
HREM ge a aoe $ 52,903,793 
The Travelers 
Ordinary ......% $ 475,844,193 
Cn ea 594,073,325 
Tote aS $ 1,069,917,518 
Union Central Life 
Ordinary ....... $ 122,324,340 


pe eehik 4 69,429,151 





$14,119,625,669 


$ 1,544,978,557 
40, 


, ’ 








Prides sss $ 191,753,491 








$ 1,684,993,020 





—New Insurance Written— In Force 
1953 1952 1951 Dec. 31, 1953 
Union Labor Life 
Ordinary ~. <3... $ 3,451,130 4,137,995 2,794,796 37,283,251 
CSCO es a's ke oie 98,370,900 54,791,850 35,792,950 503,030,067 
Totahn...03 $ 101,822,030 58,929,845 38,587,746 540,313,318 
Union Life, Arkansas 
Ordinary ....... $ 9,642,576 8,918,999 6,631,683 $ 63,194,186 
Industrial ...... 5,858,594 5,666,689 4,511,934 $ 18,288,550 
TOtaks sir g ics $ 15,501,170 14,585,688 11,143,617 81,482,736 
Union Life, Virginia 
Ordisiaty 5.....3..< $ 2,769,383 2,548,765 3,219,410 16,008,531 
Industrial: :...... 21,095,061 20,350,189 24,939,669 70,127,922 
Totals (awess $ 23,864,444 22,898,954 28,159,079 86,136,453 
Union Mutual, Maine 
Ordinary) sce .. $ 60,269,135 67,466,903 62,332,462 296,443,119 
Group. os es 33,055,445 16,536,642 7,320,172 92,418,679 
TeedK $ 93,324,580 84,003,545 69,654,644 388,861,798 
Union National, Nebraska 
Ordinary. oi 52. $ 22,961,472 21,484,794 22,551,200 147,899,983 
United American 
Ordimary=.36..25 $ 5,291,119 5,681,169 6,849,375 39,727,941 
United Benefit, Nebraska 
Ordinary ....202: $ 134,522,600 131,244,266 127,944,069 952,932,448 
FOND So oat oe es 13,269,123 26,784,340 13,085,567 292,008,631 
ORM dco $ 147,791,723 158,028,606 151,029,636 $ 1,244,941,079 
United Fidelity, Texas 
Ordinary. .fes.0: $ 16,141,875 14,553,960 19,054,328 126,141,961 
Groupe sis. ee is, 3; glider eee 309,000 1,582,857 
WO@tale niger es $ = 17,276,832 14,553,960 19,363,328 127,724,818 
United Insurance Co., Illinois 
Oramary ..<:.2.2 $ 19,792,604 17,396,679 15,827,716 66,908,257 
LOM ee ace ee) een Td bahie a te 6,374,473 
Industrial ...... 151,911,506 115,956,710 64,594,741 284,021,241 
EOtahy a:-c4.0.as $ 171,703,110 133,476,389 80,422,457 357,303,971 
United Life & Accident, New Hampshire 
Ordinary ..32..: $ 25,492,200 21,559,654 17,513,924 156,743,477 
United States Life 
ORdn ary 7... cue $ 65,474,421 42,218,941 35,346,564 304,831,239 
ASOD oe ore ges 70,021,797 18,216,539 109,901,305 196,612,441 
Tdtale..5 ices $ 135,496,218 60,435,480 145,247,869 501,443,680 
Victory Life, Kansas 
OWCIHARY 3. «cases $ 12,398,434 11,525,392 12,137,181 118,282,311 
Volunteer State Life, Tennessee 
Ordinary= ..55.; $ 26,742,989 20,542,902 18,780,491 188,918,007 
GROU 556.5 ak 31,317,630 11,467,642 12,325,125 68,441,124 
fs reperenaeer eager $ 58,060,619 32,010,544 31,105,616 257,359,131 
Washington National 
Ordinary. -....... $ 69,062,888 62,996,820 45,698,597 435,010,831 
Grong’ os 2. <ck 35,712,659 16,180,255 28,110,275 169,161,726 
Industrial ...... 93,336,523 88,437,508 85,439,525 326,380,004 
nn Ree $ 198,112,070 167,614,583 $ 159,248,457 930,552,561 
West Coast Life 
Orimare tsar «: $ 26,216,700 25,118,624 21,092,135 213,621,267 
Grong Msc. bce 29,154,000 12,258,500 14,547,800 140,758,397 
ROU ss i0.k.0% $ 55,370,700 37,377,124 35,639,935 354,379,664 
Totakisi<3 3 $ 55,370,700 37,377,124 35,639,935 354,379,664 
Western & Southern 
Ordinary ....... $ 172,541,615 154,754,644 144,822,630  $ 1,407,554,105 
Industrial ...... 135,932,226 128,619,748 128,479,585 1,285,950,871 
WOtals. cs e% $ 308,473,841 283,374,392 273,302,215 $ 2,693,504,976 
Western Life, Montana 
Orgimaty..<. s+. $ 40,954,075 38,117,113 34,160,517 $ 260,405,881 
Wi in National 
OrdmMary sisi $ 14,834,484 14,120,568 13,015,298 111,005,303 
World Insurance Co. 
Ordinary <...<:: $ 107,377,308 87,043,411 62,459,458 166,324,014 
Groupe. Ficnsssvee 4,809,750 4,204,880 7,649,450 306,756 











fs | ee mye $ 112,187,058 








91,248,291 








70,108,908 





188,630,770 
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Two Actuarial Groups 
Hold Joint Meetings 


FIRST REGIONAL GET-TOGETHER 


Middle Atlantic and Southeastern Ac- 
tuarial Clubs Met in Washington, D. C.; 


Panel Discussion Held 





The Middle Atlantic and Southeastern 
Actuarial Clubs held a joint meeting on 
Friday and Saturday, March 26 and 27, 
at Hotel Statler, Washington, D. C. 
This first joint meeting in the history 
of either club was attended by approxi- 
mately 100 members, and was under the 
co-chairmanship of James M. Woolery, 
vice president and actuary of Occidental 
Life, Raleigh, N. C., and Russell L. 
Wagner, assistant actuary, National Life 
and Accident, Nashville. 

Lloyd K. Crippen, vice president and 
actuary, Acacia Mutual Life, welcomed 
the members to Washington. A little 
known fact, he stated, is that in laying 
out the city, defense against possible in- 
vaders was the reason behind the many 
’ which characterize the plan of 
‘circle” 
invader ap- 


“circles’ 
the city. An artillery piece in a 


‘ 


can be used against an 
proaching on any of the north-south, 
east-west, or diagonal streets which con- 
verge at the circle. 

A panel composed of J. L. Kirk- 
patrick, vice president and actuary, 
Southern Life of Georgia; Richard J. 
Jones, actuary, Pilot Life; and D. AI- 
bright, associate actuary, Provident Life 
& Accident, gave a thorough summary 
of the problems which confront a com- 
pany planning on entering the Group 
insurance business. Underwriting prob- 
lems, legal requirements, rate making, 
accounting, sales, and claim administra- 
tion were among the topics discussed bv 
the speakers, who afterwards answered 
questions from the floor. 

Richard C. Guest. president of Society 
of Actuaries, and vice president, Massa- 
chusetts Mutual Life. and Robert G. 
Taylor, Institute of Life Insurance, were 
guest speakers. Mr. Guest reviewed 
briefly certain court decisions concern- 
ing legislation and regulations of an 
extra-territorial nature. In general, such 
legislation or regulations have been up- 
held in spite of their extra-territorial 
effect. Quoting from a decision of the 
U. S. Supreme Court in 1943, Mr. Guest 
stated, “Nothing in the Constitution re- 
quires a state to nullify its own protec- 
tive standards because an _ enterprise 
regulated has its headquarters else- 
where.” Also, in the case of Parmelee 
vs. Towa State Traveling Men’s Associa- 
tion (1953) it was held that residents 
should not be faced with the impossible 
obstacle of resorting to distant forums 
to assert their legal rights. Apparently, 
a state may justify exercise of extra- 
territorial jurisdiction over a companv 
not only on the basis of solvency. but 
also as to almost anv activity which af- 
fects the interests of the citizens of the 
regulating state 


Actuaries in Government 


“Actuaries in the Federal Govern- 
ment” was the subject of an address by 
Robert J. Mvers, chief actuary, Social 
Security administration. A number of 
Federal agencies have actuaries and ac- 
tuarial employes. He described briefly 
their duties and pointed out that the 
actuarial functions are not coordinated. 
He contrasted this situation with that of 
Great Britain, where the government 
actuary has direct control over all ac- 
tuarial personnel and policies and has a 
large staff of technically qualified men. 

Hillarv J. Fisher, associate actuary, 
Liberty Life, Greenville, S. C., described 
the mortality studies made by his com- 
pany, and explained in detail the pro- 
cedures necessary to obtain the desired 
results. During the discussion which 











Pat M. Greenwood, president of Great 
Southern Life, Houston, Tex., told Don 
Hinga, roving editor of the Houston 
Chronicle, that since his company started 
it has loaned $200,000,000 on all kinds 
of property. 

“We have helped build close to 200 
churches,” he said, “three score hos- 
pitals and many schools. We are proud 
that we have financed many hotels and 
mote's, that we loaned $4,000,000 to help 
finance a great. office building in 
Houston.” 

All over the Southwest in the larger 
cities the trend is toward decentraliza- 
tion of business as well as population. 
In the growth of Houston Mr. Green- 
wood estimated that life insurance com- 
panies had provided the financing for 
more than 90% of its subdivision growth. 
That same percentage, he said, is re- 
flected over the Southwest. 

“Insurance companies are limited by 
law as to the amount of their invest- 
ment funds that can be placed in public 
utility stocks,” said Mr. Greenwood. 
“We have invested what we could in 
these stocks and feel that in this way, 
too, we are helping to serve the fast 
growth of the Southwest.” 

In Mr. Greenwood’s opinion there 
is no limit to the growth and possibili- 
ties of the Southwest. “We have such 
a tremendous store of natural resources,” 
he pointed out. “Our gas and oil, our 
chemical manufacturing future, our year- 
round operation climate. Some of the 
greatest manufacturing firms in the 
world, such as Dupont, Carbide and 
Chemical, Monsanto, Reynolds Alumi- 
num, have realized that and built great 
plants in Texas.” 





followed, it was brought out that the 
studies should not be too elaborate, since 
undue refinement is not necessary and 
adds much to the cost. 

A brief discussion on current trends 
in occupational mortality was followed 
with a description, of much interest to 
industrial insurance companies, of the 
field accounting system in use by the 
Peninsular Life, the presentation being 
made by Ernest Steele, assistant ac- 
tuary. The chief feature of the system 
is the substitution of mechanized ac- 
counting procedures at the home office 
for manual accounting procedures in the 
field. 

The meeting on Friday was followed 
by a social hour at which members and 
their wives present were entertained. 





PAT M. GREENWOOD 





When William Montgomery, founder 
of Acacia Mutual Life, had reached his 
00th anniversary with the company and 
the agency officers of the company had 
planned a “President’s Diamond Anni- 
versary Month” the field department 
decided to have telegrams sent to him 
from every member of the field, a ges- 
ture which the field accepted with en- 
thusiasm. At the time scheduled for 
sending the telegrams Mr. Montgomery 
on advice of his doctors had arrived in 
Florida. This made a situation for the 
Western Union Telegraph Co. 

Just how it was handled is explained 
in an article President Montgomery 
wrote in the company’s agency publica- 
tion addressed to all of his Acacia 
associates in the field, home office and 
branch offices, the article being an 
expression of his great appreciation 
for the record made by the field dur- 
ing “President’s Diamond Anniversary 
Month.” Wrote Mr. Montgomery: 

“When the field department decided 
to have telegrams sent to me from 
every member of the field force they 
did not know at that time I would be 
in Florida. When they learned I would 
be here they immediately got busy and 
found that the telegraph office here in 
Palm Beach could not handle what 
might be about 500 telegrams, so it was 





ANICO representatives 


are 


Anico’s hest advertisements 


GIFFORD J. HUDSON. Manager — San Francisco, California 


Gifford J. Hudson is a shining example of ANICO career building. 
He first came with the Company on November 17, 1941, with no previous 
insurance experience. His outstanding production enabled him to be elevated 


to District Manager in 1943 


When, in August 1947, ANICO needed the 


services of on outstanding man to manage the Portland Agency, Gifford 
Hudson wos the logical choice. After his appointment as Manager ot 
Portland he wos again picked as the man for another important job. He 


became Manager at Son Francisco in Jonvory 19. 


Under his copoble 


manogement the Son Francisco Agency hos placed consistently among the 


Compony’s leading Agencies. 


* A working contract that permits outstanding earnings. 

* Policies that stand out in value against any competition. 

* A management philosophy that is based on the axiom that 
a company succeeds only when its agency force succeeds. 

* The most modern and effective selling aid program that 
can be devised, 


For information without obligation 


2% bill 
of life es 
in 


W. L. MOODY, JR., 


address “Executive Vice-President 


AMERICAN NATIONAL 


PRESIDENT 





” 


Jamrance mpuny 


GALVESTON, TEXAS 


arranged to have them sent to the tele- 
graph office in Washington. They put 
them up in packages of 100 and sent 
them to the home office on the morning 
of December 26. The office in turn sent 
them down here air mail, special de- 
livery. Mrs. Montgomery, as you all 
know, is deeply interested in the work 
of the company, and to conserve my 
strength she read the telegrams to me. 
Before she got through with the first 
100 we had to stop because they were 
so wonderful I was emotionally upset. 
It took us two or three days to finish 
them.” 





Occidental Life of California has cir- 
culated a booklet designed to help insur- 
ance people who have been newly elected 
publicity chairmen of a life underwriters 
association or some other body. It tells 
them how to make friends with editors 
—and the converse—how to put them 
in the mood to kill the publicity chair- 
man’s contributions. H. Dixon True- 
blood is the company’s director of pub- 
lic relations and advertising. Occidental 
asks questions which confront publicity 
representatives and gives the answers, 
To illustrate: 

“How do I get to know the editor?” 
Walk in and introduce yourself. 

“Must all stories be typewritten?” 
Yes, if you want to get along with the 
editor and preclude mistake possibilities. 

“Will newspapers return photographs ?” 
Most of them will, if the request is 
made, but it’s extra work for them and 
a nuisance. 

“Should I advise the paper ahead of 
time about a meeting or an election?” 
Always. 

“How long should my story be?” If 
you can’t boil it down to a single page 
the odds are against its being printed. 

“Will the editor save me a clipping 
of the story if I ask him?” Don’t ask. 
Do your own clipping. 

‘Does it help to know the editor 
personally ? Should I invite him to so- 
cial gatherings?” If he does good imita- 
tions, or tells funny stories, if he’s an A-1 
barbecue chef, by all means invite him.” 





The Mutual Life of New York re- 
cently purchased the large distribution 
center which Red Owl grocery stores 
built at Green Bay, Wis., to serve its 
numerous retail stores outlets, and then 
leased back to Red Owl this distribu- 
tion center. Amount involved was $2,- 
300,000. Mutual of New York invest- 
ments in Wisconsin business, industry 
and housing now totals $35,000,000. 

The transaction attracted the atten- 
tion of the Green Bay Press Gazette 
which in a long editorial said that 
the action of the Red Owl stores 
was the modern way for an extensive 
grocery to do business. Continuing, it 
said: “It does not want its capital tied 
up in fixed assets. It desires to be able 
to go to a processing plant and perhaps 
buy out its entire season production. 
On the other hand, the Mutual of New 
York is looking for investments. There 
are few institutions more careful about 
investments than insurance companies. 
... And they make a practice of invest- 
ing in established communities where 
they believe the future is not only fair 
to see but demonstrably sound.” 





When Charles T. Brooker, a business 
man of Wichita, Kan., recently reached 
the age of 100 he became eligible to 
receive the face amount of a $1,000 policy 
in Northwestern Mutual. He refused to 
accept the money preferring that the 
nolicy continue in force. Henry 
Laffer is general agent for the company 
in Wichita. 





The fundamentals of retirement plan- 
ning for the college professor was sub- 
iect of an address which George E. 
Tohnson of Teachers Insurance and An- 
nuity Association gave before the 39th 
annual meeting of the American Asso- 
ciation of University Professors. 


Uncle Francis. 
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LIFE UNDERWRITING SCHOOL 


Scheduled for Week of July 26 at U. of 
Conn.; “Business Uses for Life 
Insurance” Is Topic 
“Business Uses for Life Insurance” 
will be the topic under consideration at 
the eleventh Life Underwriting School 
which is scheduled for the week of 
July 26, it was announced by Laurence 
7, Ackerman, dean of the School of 
Business Administration at the Univer- 

sity of Connecticut. 

The school, which is under the joint 
sponsorship of the Connecticut State 
Association of Life Underwriters, the 
University School of Business Adminis- 
tration, and the Division of University 
Extension, is a semi-advanced school 
for men with at least two years of ex- 
perience in the life insurance business. 

Instructors at the school will be: C. 
Lowell McPherson, director of train- 
ing, Massachusetts Mutual Life, Spring- 
field; Warner Haldeman, The Heart 
Association, Philadelphia; Joseph D. 
Herring, consultant, and Paul Brower, 
consultant, New York Life; Milton 
Young, Young, Kaplan & Edelstein, New 
York City; P. Gravengaard, vice 
president and executive editor, National 
Underwriter, Cincinnati. 

The one-week school will be opened 
on Monday morning by Dean Acker- 
man, and the closing address will be 
given by Wilbur W. Hartshorn, CLU, 
superintendent of agencies, Metropoli- 
tan Life, New York. 

Some of the subjects to be covered at 
the school are: “The Background and 
Market for Business Insurance,” “Busi- 
ness Insurance Agreements,” “The Life 
Insurance Arrangements to Finance the 
Business Insurance Agreement,” “Inte- 
grating the Personal and Business As- 
sets,” “Compensating the Key Employe,” 


and “Selling the Business Insurance 
Plan.” 
A. Carl Valentine, CLU, Stratford, 


Conn., chairman of the Summer School 
Educational Committee, is in charge of 
arrangements for the school. For in- 
formation about fees and program, write 
to Dorothy G. Lundblad, School of 
Business Administration, University of 
Connecticut, Storrs, Conn. 





Whittaker Made San Diego 
Gen’! Agent Manhattan Life 


Appointment of S. J. Whittaker as 
general agent of Manhattan Life in San 
Diego has been announced by the com- 
pany’s home office. His offices are in the 
Orpheum Theatre Building. 

Mr. Whittaker has been in life in- 
surance sales work for the past ten 
years. He started in 1943 with the John 
Hancock in Levittown, N. Y. and re- 
mained until February, 1953, working on 
sales and supervision. He then joined 
The Prudential in Hempstead, N. Y. 
He decided early this year to move to 
the West Coast, where he joined The 
Prudential in San Diego prior to accept- 
ing the Manhattan Life appointment. 


Bankers L. & C. Sued for 
$25 Million by Hotel Mgr. 


A $25 million damage suit was filed 
March 29 in the U. S. District Court, 
Chicago, by Jay H. Hardy, Minot, 
N. D., hotel manager, charging the 
Bankers Life & Casualty Co. of Chicago, 
and other defendants with a fraud con- 
Spiracy. 

Mr. Hardy accused the defendants of 
unlawfully using a loan obligation to 
deprive him of his interest in 120 hotels. 
The suit also named as defendants 
John D. MacArthur, president of the 
company, and several others. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 








Telephone HAnover 2-5840 





New Company Formed In Philadelphia 


It Is Plymouth Mutual Life, President of Which Is Raymond 
L. Freudberg; Affiliated With Empire 


Mutual Insurance Co. 


The Plymouth Mutual Life Insurance 
Co. of Philadelphia has been chartered, 
the first new mutual life insurance com- 
pany to be chartered in Pennsylvania in 
more than 30 years. It will have its 
home offtee at 1512 Walnut Street, that 
city, where a related company, Empire 
Mutual Insurance Co. is located. 

President of Plymouth Life is Ray- 
mond L. Freudberg who studied life in- 
surance at Wharton School, took a de- 
gree in business administration at Temple 
University and was in war service. His 
first insurance experience was in 1940 
with State Mutual Life of which he be- 
came an agent in 1946; later he became 
an agent of Bankers Securities Life In- 
surance Co. Since 1951 he has been 
president of the Empire Mutual. 

Other officers of Plymouth Mutual in- 
clude Albert B. Gerber, a Philadelphia 
lawyer who has specialized in insurance 
law and related matters, who will be 
secretary; S. Harry Galfand, also with 
legal experience and who is vice presi- 
dent of Empire Mutual. 

The Plymouth Life has been organ- 
ized to provide various forms of cover- 
age in the life field, including credit 
life. 


BUFFALO MANAGERS MEET 

Albert E. Ritchie, general sales man- 
ager of the Wildroot Co., spoke at a 
luncheon meeting of the Buffalo Life 
Managers Association in Buffalo, N. Y. 
Allen W. Carpenter, association presi- 
dent presided, and William H. Ross, pro- 
gram chairman, introduced the speaker. 





RAYMOND L. FREUDBERG 





Appoint R. W. Barksdale 


Minnesota Mutual Life has appointed 
R. Walker Barksdale general agent in 
Little Rock. He has been associated with 
New England Mutual in that city. A 
graduate of Yale University he was in 
the Navy during World War II. 
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Pitfield’s Biggest Year 

Verne K. Pitfheld, Great - West Life 
manager in Newark, reports that his 
office produced over $10,000,000 in busi- 
ness last year, making it his biggest 
and best year to date. The office now 
has about $30,000,000 of life insurance 
in force. Production for the first quar- 
ter of 1954 is running at about the same 
pace as a year ago. 

Elwyn G. Hughes, the leading pro- 
ducer of the office, topped the $1 million 
mark in 1953 paid - for production, thus 
qualifying for membership in the Million 
Dollar Round Table. 


California Assn. Holds 


Annual Sales Congress 

The California Association of Life 
Underwriter’s sales caravan presented a 
panel of experts at the annual sales 
caravan at a_ breakfast meeting on 
March 27. Robert G. Wall, manager 
of the Union Central Life agency of 
San Francisco, was chairman of the 
panel. He is a life member of the Mil- 
lion Dollar Round Table. 

Members of the panel were Ray Fer- 
ris, New York Life, San Jose, Cal., who 
spoke on programming. He is a CLU 
and a member of the Million Dollar 
Round Table; Howard Lee, agency su- 
pervisor of Phoenix Mutual Agency in 
Oakland, who spoke on Package Sell- 
ing; Clemens R. Mong of Union Central 
agency, San Francisco, who spoke on 
Estate Planning and Business Insurance. 

Reed C. Nelson, CLU, general agent 
for American Mutual Life, who is vice 
president of the California Association 
of Life Underwriters, closed the meet- 
ing with a talk about the State Asso- 
ciation. 


Occidental Life Promotions 

Two promotions in Occidental Life of 
California’s home office Group depart- 
ment have been announced by Vice 
President J. P. Dandy. 

Verner L. Montgomery, former assis- 
tant to the chief Group underwriter, 
has been named manager of the special 
case underwriting department and 
Charles A. Levitsky, former Group un- 
derwriter, has been promoted to man- 


ager of the first year underwriting 
department. 
Mr. Montgomery joined Occidental 


in 1938 and has served as supervisor 
of the actuarial department’s math sec- 
tion, Group underwriter, and assistant 
to the chief Group underwriters. He is 
an Air Force veteran and graduate of 
the University of Southern California. 
Mr. Levitsky has been with the com- 
pany since 1947, working in the Group 
statistical section and as assistant Group 
underwriter and Group underwriter. A 
veteran of World War II, he received 
his AB from Ohio University and an 
MA from the University of Michigan. 
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IN TOUCH WITH THE 
NEW MARKETS 
While there is some lessening of busi- 
lines, the life 


KEEPING 


ness activity in certain 
insurance producers should become 
keenly aware that there are new mar- 


kets being created, some at peak levels 
of activity. One of the most significant 
developments of these times is the shift 
of families from the cities to suburban 
areas. Such changes are not made by 
unattached individuals without depend- 
ents; rather, they are family units which 
are prospering and looking ahead to 
increasing obligations such as a separate 
home entails. It has been estimated that 
some 9,000,000 people have moved into 
the suburbs in the past half-dozen years. 
These are among the choicest prospects 
for the life insurance agent. 

Some of the dramatic new markets 
that are open to development by life 
insurance producers were cited by Stan- 
ton G. Hale, vice president for sales 
of Mutual Life of New York before 
a regional meeting of that company’s 
fieldmen. Mr. Hale cited four relatively 
new fields of business which were typi- 
cal of the “great and dramatic growth 
that is taking place in all segments of 
our economy.” As one example, he re- 
ported that the annual consumption of 
frozen foods has increased to an esti- 
mated 47 pounds per person from 12 
pounds in 1946. Nearly 1,300,000 families 
bought home freezers in 1953, com- 
pared with 215,000 eight years ago. Some 
300,000 people are subscribers to serv- 
ices offered by 2,500 food freezer plans 
throughout the country. 

The glass fibre plastic industry regis- 
ters sales of $95,000,000 a year, compared 
with $5,000,000 annually only six years 
ago. The development in this field has 
affected not only the chemical industries, 


but also manufacturers of sporting 
equipment, building supplies and furni- 
ture, as well as distributors, retailers 


and service people. “New businesses are 
being formed every day, and they are 
nests of prospects for life insurance,” 
he said. 

Similar booms have taken place in 
the television and air-conditioning indus- 
tries. In 1947 only 210,000 television sets 
were produced, compared with 7,000,000 
last year. Nearly 28,000,000 families now 








own television sets. Dealers, distributors, 
servicing firms, parts manufacturers and 
a long list of related businesses have 
sprung up all over the country. Air con- 
ditioning will be a $2,000,000,000 industry 
factories, offices, retail 
homes _ providing 


this year, with 
stores, theatres and 


markets for the output. 


BANK’S INSURANCE TRIBUTE 


California Bank of Los Angeles is 
running a_ series of ads “saluting” 
Southern California industry. On April 1 
it ran such an ad taking considerable 
space in the columns of four important 
newspapers: Times, Examiner, Herald- 
Express and Pacific Coast edition of 
Wall Street Journal. 

The April 1 ad was captioned: “Insur- 
ance—a highly important factor in the 
credit and industrial expansion of South- 
ern California. By underwriting hazards 
of the future, the fire, casualty, marine 
and surety industry is an integral part 
in the development of Southern Cali- 
fornia.” 

Such a series of advertisements re- 
specting the role played by insurance in 
the local economy could appropriately 
be run in every city of the country. The 
public generally considers but one aspect 
of insurance, and that is coverage of 
risks. The great investment side of the 
picture, what insurance means to the 
economy, is rarely recognized except by 
those who are the investment benefici- 
aries. 


LIFE INSURANCE PERSONNEL 

More persons are employed in the life 
insurance business today than ever be- 
fore, but the Institute of Life Insurance 
says the personnel has not increased as 
rapidly as the total amount of insurance 
being written and service. 

The Institute makes some observa- 
tions based on the situation at the end 
of 1951 when there were 345,000 persons 
employed in life insurance in this coun- 
try. While life insurance outstanding 
increased 67% from 1945 to 1951, the 
home office work-force of the business 
grew by only 37%. The number of 
agents and agency managers in the 
business increased by only 30% in that 












a New York 





Henry G. Waltemade, president of the 
real estate firm bearing his name, and 
a director of Manhattan Life, has been 
appointed a member of the advisory 
board of the Real Estate Mortgage 
Department of Manufacturers Trust Co., 
according to an announcement by Hor- 


ace C. Flanigan, president. 
ie Gola «Lei 
John A. Culbreath, former general 


agent of Manhattan Life in Denver, was 
among the 20 guests at a stag dinner 
given recently by President Eisenhower 
at the White House. Mr. Culbreath and 
the President have been friends for 
many years. 

* oe * 

E. E. Keller, general agent in San 
Francisco for Lincoln National Life, and 
president of the California Elks Asso- 
ciation, presided at the recent dedica- 
tion ceremonies of the new San Mateo 
Elks Building and introduced Governor 
Goodwin J. Knight of California. 

‘ee 


J. B. Knight, secretary and member 
of the board of directors of Lamar 
Life, Jackson, Miss., was recently elected 
to the position of president of the 
Alumni Association of Mississippi State 
College. 
we ame he 
Floyd G. Rhodes, Jr., who represents 
the Charlotte agency of Aetna Life in 
Durham, N. C., has been elected presi- 
dent of the United Arts Council of 
Durham. 
a ee 
Samuel G. Carson, CLU, general agent 
for Aetna Life in Toledo, was recently 
elected a member of the Ottawa Hills 
30ard of Education. 


a ee 


John W. Lawrence, CLU, general 
agent at Chicago for Massachusetts 
Mutual Life, has been elected to the 
board of directors of the Wilmette 


Family Service Association. He has been 
active in similar groups in Salt Lake 
City and Houston, previous to this 
appointment. 
*  * 
Charles J. Currie, manager for Mutual 
Life of New York at Atlanta, has been 


appointed executive secretary of the 
Board of Annuities and Relief of the 
Presbyterian Church of U. S., it has 
been announced by the Rev. W. A. 


3enfield of Louisville, chairman of the 
board. The appointment will be effective 
September 1 when Mr. Currie will retire 
as Atlanta agency manager of Mutual 
Life under the company’s retirement 
program. Mr. Currie has been with the 
company since 1923. He has been a 
member of the church board for ten 
years and originator of the Presbyterian 
Center dedicated in Atlanta recently. 

* * * 

Theo. P. Beasley, president of Repub- 
lic National Life, has been reelected 
president of the board of the Dallas 
YMCA to serve for the coming year. 
Mr. Beasley has, over a period of years, 
participated actively in YMCA work; 
he is currently a member of the South- 
western Area World Service Commit- 
tee; a member of the National Council 
of YMCA’s; a member of the Interna- 
tional Committee of the National Coun- 
cils of the U.S. & Canada; and during 
the past year was elected to the United 
States membership of the World’s Com- 
mittee of YMCA’s, 





period, while the purchases of new life 
insurance doubled. 

The classification of life insurance 
personnel at the end of 1951 was this: 
home office, 110,000; agency cashiers and 
clerks, 39,250; agency managers and 
agents, 196,250. 
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JAMES G. 


BRUCE 


James G. Bruce, CLU, vice president 
and secretary of the Colonial Life, East 
Orange, N. J., recently marked his 15th 
anniversary with the company. 

In observance of the event, Richard 
B. Evans, president of the company, 
presented him with his 15th Colonial 
Anniversary Service Pin and congratu- 
lations were extended by the officers 
and home office staff. Mr. Evans spoke 
briefly of the respect and affection 
which all members of the staff have 
for Mr. Bruce and recalled some of 
the interesting events which have taken 
place in the Colonial since he became 
associated with the company in 1939. 

Mr. Bruce is well known throughout 
the entire insurance industry. He joined 
Colonial Life as assistant actuary, and 
in 1942 he was made actuary. In Janu- 
ary, 1943, he was commissioned a lieu- 
tenant in the U. S. Naval Reserve, serv- 
ing aboard the aircraft carrier USS 
Cabot in the Central Pacific Theater 
of Operations. In July, 1945, he became 
secretary and actuary of the company, 
and on March 19, 1946, he was elected 
vice president and secretary. He is a 
Fellow of the Society of Actuaries and 
received his CLU designation in 1949. 

Mr. Bruce participates actively in 
many of the civic and welfare organi- 
zations in the Oranges and West Cald- 
well. One of the directors of the New- 
ark CLU Chapter Mr. Bruce is also a 
member of the Actuaries Club of New 
York, the Association of Life Under- 
writers of Northern New Jersey, and 
the Sales Executives Club of Northern 
New Jersey. He is also on the agency 
costs committee of the Life Insurance 
Agency Management Association. 

* xk x 


Lloyd Wright, one of Los Angeles’ 
prominent insurance attorneys, has been 
nominated for election to the presidency 
of the American Bar Association, to 
succeed William J. Jameson of Billings, 


Mont. 
ip ap 


R. Stanley Dollar, widely-known San 
Francisco shipping executive and_busi- 
ness leader, was elected a director of 
Pacific National Fire at its recent stock- 
holders’ meeting in San Francisco. 

ee ee 


Frank T. Priest, senior partner in the 
well known Dulaney, Johnston & Priest 
Agency, Wichita, Kan., and for many 
years active in Kansas and National 
Association affairs, was named to the 
board of directors of the Central States 
Fire at the annual stockholders meeting 
in Wichita. 
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Bruce Bielaski in Europe 


A. Bruce Bielaski, assistant general 
manager of National Board of Fire Un- 
derwriters and director of its arson 
bureau, and Mrs. Bielaski are visiting 
Europe. It is a vacation and Mr. 
Bielaski will not make any official calls 
on insurance companies. 


* * * 


Blanchard on Insurance Education 


In commenting on insurance education 
Prof. Ralph Blanchard of Columbia Uni- 
versity speaking before the Fire Under- 
writers Association of the Pacific said 
that there is no magic in education. He 
called it a useful tool for transmitting 
facts and ideas and for organizing those 
facts and ideas for the service of those 
who take part in the educational proc- 
ess: instructors, students, sponsors. It 
should be viewed in the same light as 
any other tool and be adapted carefully 
and critically to its purposes. It should 
not be treated as an end in itself and 
should be judged on the basis of prac- 
tical accomplishment rather than of ab- 
stract worthiness. 

“I prefer to think of education,” he 
said, “as the effort to help persons to 
understand insurance and the insurance 
business, to gain a comprehension of 
its individual parts and of their func- 
tional relationship in the working whole. 
It is a mental process, the laying of a 
foundation for accurate thinking about 
insurance problems.” 

He discussed the difference between 
education and training, taking as an 
example the matter of reinsurance. 
Education would provide a_ basis for 
discussion by presenting the facts of 
reinsurance practice. It would then ex- 
plain the functions of reinsurance, the 
basis of decisions on what and how 
much to reinsure, where and _ under 
what terms to place reinsurance. Train- 
ing would instruct in following the 
rules; what to do when a given advice 
of insurance written comes into the 
office, what reports to make, what rec- 
ords to keep. But it would have nothing 
to say of the reasons for this procedure. 

In a recapitulation he made _ these 
Suggestions: “Consider education and 
training as a long-range practical prob- 
lem. Aim at distant-future rather than 
immediate results. Recognize that a 
worthwhile program requires work, time, 
and money from executives, students, 
and educators. Confide the direction of 
the program to a competent person 
whose primary ifiterest is in its success. 
Do not expect miracles. And withhold 
final judgment for ten years or more.” 


* * * 


Phoenix-Connecticut Group 
Educational Program 


John C. Davidson, director of educa- 
tion, Phoenix-Connecticut Group, in a 
letter to the Insurance Company Educa- 
tion Directors’ Society, gives an jnter- 
esting outline of the group’s educational 
program. Among other things he said: 
“The Phoenix - Connecticut Group ed- 














ucational program is new. We are just 
now in the process of completing our 
first go-around of a Multiple Line 
School, for a group of prospective field- 
men. This group is being exposed to 
what we like to call our ‘advanced train- 
ing program.’ It was picked from the 
students of our routine training pro- 
gram as men with exceptional sales 
ability. This ability was determined 
through the use of sales aptitude tests. 
“This advanced training includes in 
the syllabus such items as we feel are 
requisites for an accomplished fieldman 
and are thoroughly covered over a pe- 
riod of more than three months. The 
subjects covered in this segment of 
training are: 
Valuation surveys. 
Field supervision and procedure. 
Principles of salesmanship. 
Public and effective speaking. 
Time element contracts (in detail). 
General cover contracts (reporting 
forms). 
Brokerage. 
Engineering (fire and casualty). 
Casualty rating plans. 
M.P.I.R.O. (Homeowners’ 
put policies). 
F.LA. 


and Out- 


Claims —loss adjustments. 
Field office management. 
Agency management. 
Survey and analysis. 

“The time allotted to each of these 
subjects varies from one-half day to 
three weeks depending on their degree 
of importance. Some of the subjects 
are touched on in our basic training pro- 
gram, but the repetition covers them 
more in detail. 

“From the original group we select 
men for work in the numerous other de- 
partments, such as claims, underwriting 
and administration as the course pro- 
gresses, and none of these is exposed to 
the advanced training program as this 
is designed for fieldmen only.” 

* * * 


College Recruiting 


Commenting on “the seasoning” of 
college graduates in connection with re- 
cruiting for insurance positions an exec- 
utive of one of the companies says: 

“There is no denying that the col- 
lege graduate who has had his campus 
immaturities rubbed off by experience in 
industry is a better bet for hiring than 
the man newly graduated. At the same 
time, ours is such a complex business 
that training and seasoning are lengthy. 
As a result the college graduate with 
business seasoning frequently has finan- 
cial requirements which we are not pre- 
pared to satisfy in the neophyte. It is 
a difficult problem I grant you, but I am 
optimistic that before long we shall find 
the manpower market stabilizing with 
the college graduate gaining a little 
more humility and patience so far as 
his progress in insurance is concerned,” 

Another insurance executive made this 
statement: “For some time I have been 
plagued with the thought that the ac- 
quisition of young college graduates di- 
rectly from the campus was an unprofit- 
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able venture. Recenty I took the time 
to analyze some of the things I have 
been doing during the past several years 
in connection with the recruitment of 
college trained personnel and I find that 
some of my conclusions are disquieting 
to me. 

“In June, 1952, our companies took 
intO our organization 33 young men 
from various campuses upon their grad- 
uation. Sixteen months later, as of No- 
vember 1, 1953, I find that only 11 of 
the original 33 are still actively at work. 
Thirteen of these young men left us for 
various reasons, Or approximately 40% 
of those that were hired; nine of the 
others, or approximately 26%, are in 
military service and we have no idea 
how many will ultimately return to us, 
and of those that do return, we have no 
way of knowing, at this time, how many 
will stay with us permanently. 

“TI find that for a period of 4%4 years 
prior to 1952, I had hired 43 young men, 
all of them college graduates, but none 
of them immediately upon graduation. 
In other words, all the group hired over 
the period of 4% years were boys who 
had graduated from college, had one, 
two, or three other jobs, and then had 
joined our organization. During that 
period of 4% years only eight of the 43 
left the nanides of the company that | 
represented. 

“From this experience I am led to 
doubt the wisdom of taking the young 
graduate directly from the campus. 

* * * 


Sends Some Employes to College 
The Selected Risks Insurance Co. 
about a year ago sent three claim ad- 
justers to Rutgers University at night 
and two from the underwriting depart- 
ment who made a start on the CPCU 
program. It paid their tuition, gave 
them the time required to reach the 
school, furnished transportation and re- 
imbursed them for books and meals. 

Commenting on this Douglas Ray, as- 
sistant vice president, said in a letter 
to Insurance Company Education Direc- 
tors’ Society: 

“They were so well pleased that we 
decided to continue a group of similar 
size but the word soon spread to others 
and as a result we had to increase the 
number going, to ten. Two of these 
asked to go and eventually were allowed 
time to participate, but actually they had 
not as yet, in our opinion, completed 
enough of our courses at the home 
office nor had they been with us suffi- 
ciently long. I mention this to show 
the danger of our plan of paying for it 
in its entirety but with the right to 
select who shall participate. It may well 
be that we should have set up standards 
of being selected first; indicating the 
courses, the hours that had to be com- 


pleted, the grades that they needed to 
obtain in those courses, and possibly the 
length of time they needed to be with 
the company before being eligible. We 
did discuss whether the employe should 
pay his own tuition and then be reim- 
bursed if they completed the course, but 
finally felt that our present method was 
better suited to our conditions.” 
* * * 

Rubber Company’s Safety Award 

An Award of Merit “in recognition of 
the accident prevention record of its 
employes” has been presented the Bos- 
ton Woven Hose and Rubber Company 
of Cambridge. The Liberty Mutual award, 
accepted by John M. Bierer, president 
of the Cambridge firm, represents 1,- 
534,981 man hours without a lost-time 
accident. The award was presented by 
Kenneth G. Sites, safety engineer of 
Liberty Mutual. 

x ok * 
Trustam on Public Speaking 

Many British insurance company ex- 
ecutives were present at British Insur- 
ance Debating Society dinner held re- 
cently, attended by the Lord Mayor of 
London. One of the British insurance 
papers said that the best of the after- 
dinner speeches was delivered by C. F. 
Trustam, world general manager of the 
Royal - Liverpool Insurance Group. In 
discussing public speaking one paragraph 
of what he said was this: 

“Large masses of people in all coun- 
tries of the world are easily swayed by 
expert oratory. There is danger to civi- 
lization itself unless the spoken word 
is backed by sincerity of thought. A 
debating society where speakers gain 
experience must be concerned with this 
basic intellectual probity as much as 
with the ability to argue a case at- 


tractively.” 
* * * 


Courtesy Note Made Hit 


A recent national advertisement of the 


Aetna Insurance Group featured two 
motorists haranguing each other, while 
a third said: “Gentlemen, have you 


thought of trying old-fashioned cour- 
tesy ? 

Before long, replies to this ad began 
coming in to the home office. A minister 
in Chicago wrote: “The cartoon hits 
the nail on the head . will you kindly 
send me 250 copies for distribution to 
my congregation ?” 

judge in Bergen, Norway, said he 
knew of “no similar advertisements in 
other countries” and also asked for re- 
prints. 

The assistant employment manager of 
Republic Steel Corporation in Gadsden, 
Alabama, asked for copies of the adver- 
tisement to be used in connection with 
lectures. 
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Eastern Agents Fight 
Cut-Rate Competition 


TV PROGRAM IS SUGGESTED 





Coblentz Succeeds Hadley as Chairman; 
See Need to Reduce Variety of 
Separate Policy Filings 


By Epwin N. Eacer 


Boston, Mass., April 6—Delegates to 
the Eastern Agents Conference annual 
meeting here, keenly aware of the seri- 
ousness of rate competition in the fire 
and casualty fields, voted at the closing 
session today to have the new officers 
appoint a committee representing each 
state in the Conference to consider pos- 
sibility of sponsoring a television news 
program with the commercial aimed at 
giving the public a detailed description 
of the value and efficiency of local 
agency services. This suggestion, offered 
by the New Jersey Association, would 
embrace either a sectional TV program 
for the Eastern area, or a national pro- 
gram if the National Association of 
Insurance Agents should approve and 
lend support. 

Several hundred agents and company 
representatives came to the sixth annual 
meeting at the Sheraton Plaza Hotel, 
this being the second gathering in Bos- 
ton. Both Baltimore and Atlantic City 
are under consideration for the 1955 
meeting, with the incoming administra- 
tion to make the choice at a later date. 


New Officers 


Preston H. Hadley, Bellows Falls, 
chairman of the Conference this te 
year, was succeeded today by J. Vernon 

sasete’ etre on Page 32) 





T. B. Kelley Dununend. ae 


Commercial Union Group 

T. B. Kelley, who has been deputy 
assistant manager here of the Commer- 
cial Union-Ocean Group, has been ad- 
vanced to the post of assistant United 
States manager. In announcing this pro- 
motion, United States General Attorney 
H. W. Miller said that Mr. Kelley will 
supervise the group’s fire and allied line 
operations in the western department 
formerly supervised by Deputy United 
States Manager O.C. Gleiser. Mr. Kelley 
recently has assisted Mr. Gleiser in this 
field. 

Mr. Gleiser will now devote his full 
time to the integration of the group’s 
fire and casualty operations countrywide 
and will be directly associated with 
General Attorney Miller in this and 
other duties at the highest executive 
level. 


HENRY DOYEN PROMOTED 





Appointed General Claims Manager by 
Home of N. Y. and Home Indemnity; 
Insurance Career Started in 1920 

Henry Doyen, assistant general ad- 
juster of the Home of New York since 
1941, has been appointed general claims 
manager for the Home and the Home 
Indemnity, effective immediately. 

Mr. Doyen, who has been active in 
loss and claims operations since 1920, 
became affiliated with the Home in 1928. 
Since that time he has supervised losses 
and claims on the various classes of 
business written by the Home and its 
casualty affiliate. In April, 1941 he was 
made assistant general adjuster. 

Mr. Doyen has been active in many 
of the industry’ s loss and claims organi- 
zations during the past decade. 


GREAT AMERICAN CHANGES 





Beeson Vice President, Chaltas Secre- 
tary Indemnity Co., and Frampton 
Assistant Secretary 
The Great American Group announces 
promotion of three executives. Walter 
E. Beeson is appointed a vice president 
from his formerly held position as secre- 
tary of the fire insurance companies; 
Nicholas G. Chaltas is elevated from 
assistant secretary to secretary of the 
Great American Indemnity. Both are 
connected with the New York office of 
the group. Willard D. Frampton, execu- 
tive assistant at San Francisco, is made 
an assistant secretary of the fire insur- 

ance companies. 

Mr. Beeson was educated at the Uni- 
versity of Texas and Columbia Uni- 
versity. He joined the Great American 
in 1929 and served as a special agent 
in Texas, Maryland and Virginia. In 
1946 he became agency superintendent 
at the home office in charge of the 
South-East department. In 1951 he was 
appointed assistant secretary of the 
company, and in 1952 was made a secre- 
tary. 

Mr. Chaltas was employed by the 
Great American Indemnity on January 
19, 1948, in the burglary claims depart- 
ment. In June, 1950, he was transferred 
to the burglary and plate glass under- 
writing department, and he was ap- 
pointed assistant secretary in April, 1952. 
He will be in charge of the burglary 
and plate glass underwriting department. 

Mr. Frampton entered the business at 
the home office of the company and 
completed Columbia University’s fire in- 
surance scholarship course under the 
sponsorship of the company. In 1936 he 
was appointed special agent for inland 
marine and in May, 1940, was trans- 
ferred to the Pacific ‘department, a year 
later being appointed manager of the 
inland marine department on the coast. 
In 1953 he was appointed an executive 
assistant. 


IMCA MEETS APRIL 13 

The Inland Marine Claims Association 
will hold its next meeting April 13 at 
6 P.M., at Whyte’s Restaurant, 145 Ful- 
ton Street, New York. This will be a 
general business meeting, including a 
forum in which the members will par- 
ticipate. 
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Pearl Assurance Names Gallagher 
U.S. Manager; Cowie Made Director 


Vincent L. Gallagher, deputy United 
States manager of the Pearl Assurance 


of London since July, 1952, and long one 
of the best known fire company execu- 
tives in this country, has become United 
States manager. He _ succeeds D. 
Cowie who is to return to London short- 
ly to take up duties as a member of the 
board of directors of the Pearl. It is ex- 
pected that Mr. Gallagher will also be 
elected president of the two American 
companies in the Pearl-American Group, 
the Eureka-Security Fire & Marine and 
the Monarch Fire. 
These changes 
Chairman G. R. L. 


were announced by 
Tilley of the Pearl 


Assurance who came to New York from 
London on a business trip. 
Mr. Cowie, who has made a most 





D’Arlene Studios 
VINCENT L. GALLAGHER 


favorable impression during his years in 
the United States, both as a chief ex- 
ecutive of the group and also when in 
charge of investments for some years, 
came to this country in 1933. In June, 
1945, he was appointed United States 
manager and elected president of the 
two affiliated companies. 

Born in London Mr. Cowie attended 
the well known Sloan School and South- 


3 SS SRN I RE EER. 8 RE ERC RE SOLS AE CS RON 








D. J. COWIE 
western Polytechnic of London Uni- 
versity. He joined the Pearl in 1923 in 
the life insurance department as an 


actuary. He is a fellow of the Institute 
of Actuaries of London and an associate 
of the Society of Actuaries. 

After arriving in New York Mr. Cowie 
served in the investment end of the 
companies’ operations. In 1940 he became 
branch secretary, in charge of invest- 
ments and with other duties. 


Vincent L. Gallagher 


Mr. Gallagher was born in Dansville, 
N. Y., and educated at Xavier University, 
Cincinnati, Ohio; Armour Institute of 
Technology, Chicago, and Massachusetts 
Institute of Technology, Cambridge, re- 
ceiving degrees of AB. and B. S. He 
was with the Aetna Insurance Co. of 
Hartford and later the America Fore 
Companies before his appointment as 
Western manager for the Pearl-Ameri- 
can Group on October 1, 1935. In 1938 
he was appointed assistant U. S. man- 
ager for the Pearl and vice president of 
its subsidiary companies. 

Mr. Gallagher, member of an outstand- 
ing insurance family in the Middie West, 
gained favorable recognition throughout 
the insurance business when he helped 
develop ways of handling multiple loca- 
tion business, many of his suggestions 
going into formation of the Interstate 
Underwriters Bureau. He is a man with 
progressive ideas with a record of suc- 
cessful administration with the Pearl- 
American Group. He has written many 
constructive articles on leading insur- 
ance topics and has assisted Mr. Cowie 
in directing the steady growth of the 
Pearl-American Group operations. 





Watson Sees Comprehensive 


Policies Coming to N. J. 
Comprehensive policies must come 
into New Jersey at some time or other, 
Leon A. Watson, manager of the Fire 
Insurance Rating Organization, told the 
New Jersey Association of Insurance 
Agents at its 6lst mid-year meeting in 
Asbury Park. He urged the agents to 
“recognize this eventuality and be pre- 
pared for it.” 

Mr. Watson said that he believed “the 
unqualified agent would soon be a thing 
of the past,” thus stimulating all agents 
to take advantage of educational oppor- 
tunities so that you can prove the 
value of your services to your’ clients. 
If you do not do this,” he said, “you are 
doomed because of increased competi- 
tion which lies ahead.” 

Mr. Watson and his assistant, S. Gage 
Lewis, also explained new forms and 
rate charges which their organization 
has recently put into effect. 
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Annual Meeting of Eastern Agents Conference in Boston 








Agents Look For Means To Curtail 
Progress Of Cut-Rate Competitors 


Bowersock, Faunce, Murphy, Woodland on Panel at Opening 
Session Discuss Various Proposals Designed to Serve 
Public and Preserve Agency System 


Boston, Mass., April 5—An aroused 
and determined gathering of agents 
from every state and the District ‘of 
Columbia in the Eastern Agents Con- 
ference territory centered its atten- 
tion almost exclusively at this morning's 
opening general session of the EAC 
convention at the Hotel Sheraton Plaza 
on the serious problem of curtailing the 
rapid expansion of non-agency insurers 
offering cut-rate premiums on fire as 
well as automobile coverages. 

Warren Bodwell, Manchester, N. H., 
second vice chairman of the EAC and 
moderator at the fire and allied lines 
panel, had to cut off the flow of ques- 
tions when time for adjournment for 
luncheon came. There was no slacking 
of interest at any time. Preston H. Had- 
ley, Bellows Falls, Vt.. EAC chairman, 
presided at this session. 

Those who addressed the convention 
before the question and answer period 
got under way were President Donald 
C. Bowersock of the Boston Insurance 
Co.; Kenneth W. Faunce of John C. 
Paige & Co. Boston; William T. Mur- 
phy, general manager, Eastern depart- 
ment, General Adjustment Bureau, New 
York, and William T. Woodland, editor 
of the “Standard” of Boston, weekly 
insurance journal. 


Bowersock on Growing Competition 


Mr. Bowersock, always a frank speaker 
and an executive with many worthwhile 
ideas to offer, presented several sugges- 
tions for meeting competition in the 
form of questions which he did not 
answer directly but left for agency 
study. In reviewing the present com- 
petitive situation before offering his 
questions he said: 

“The competition we have been feel- 
ing up to this moment has been prin- 
cipally directed towards that class which, 
because of the liabilities being assumed 
by the owners of automobiles, brings 
about a high percentage of insured cars 
when compared to the total on the road. 
In this field, we have heard statements 
by one company that it is presently 
writing 6% of all the passenger cars in 
the country. Another writer contends 
that they will pass this figure in 1954. 
Putting it another way, this means that 
approximately one out of every eight 
passenger cars on the road in 1954 may 
be insured by two companies. 

“More recently, we have been put on 
notice that one of these companies is 
going to aggressively seek fire insurance 
on private dwellings and we read reports 
where rate filings are being made show- 
ing cuts up to approximately 35%. These 
cuts, however, are, I believe, calculated 
against the normal annual rate rather 
than the term rate where the cut seems 
to represent approximately 20%. 

“Fire and extended coverage insur- 
ance represents approximately 25% of 
the premiums available to fire and casu- 
alty companies other than accident and 
health. Of all fire insurance, approxi- 
mately 40% is applicable to dwellings. 

“We could accept the inevitableness 
of this development and conclude we 
Wish to limit our activities to classes 
that are non-competitive from these 
Writers, That, I am sure, neither agents 





nor companies would be willing to do. 
Alternatively, we can re-explore our 
methods and give thought to such ques- 
tions as: 


Questions to Consider 


“1, Should forms of insurance required by 
the masses of the people be developed on a 
mass production basis and serviced on a similar 
basis to reduce costs? 

“2. Is it desirable for companies to set up a 
number of service offices to attempt to do on a 
mass basis work now individually done by 
agents at greater cost? Wouldn’t such help en- 
able agents to devote more time to selling? 

“3. Is the approach used by Safeco, which 
reduces expenses to a minimum, a sound one? 

“4, Should company bureaus and _ statistical 
organizations be merged so as to provide maxi- 
mum underwriting skill and _ statistical talents 
using the latest machines at a minimum cost? 

“5. Should bureaus representing a very im- 
portant proportion of the financial strength of 
the insurance business make rates based upon 
40% of the volume done? 

“6. Should an effort be made to broaden as 
many forms of insurance as possible so that 
individual selling is required to give assureds 
maximum protection. 

“7, Are we not agreed we must always seek 
to deliver the best possible forms of insurance 
at the lowest cost commensurate with . sound 
handling and servicing? 

“8. At what point can agents justify an as- 
sured paying them for their knowledge and 
skill more than is charged by the direct pro- 
ducer? If so, what is that percentage?” 

Two leading company competitors, said 
Mr. Bowersock, show total underwriting 
expenses incurred of 21.3% and 18.7% 
compared with the stock companies fig- 
ure of 32.6%. 


Faunce on Agency-Company 
Cooperation 


Mr. Faunce, presenting the agent’s 
viewpoint, the liaison between agency 
and company organizations, said: 

“Basically, interests of agents and 
those of companies are not the same. 
The agent’s function is largely to pro- 
tect the interest of the insured and to 
be able to solve his various problems, 
whereas the company must always think 


of what is best for it and to select risk 
and view its underwriting from the 
standpoint of making a profit. 

“But there still exists a community of 
interests between the company and the 
agent and therefore there is a middle 
point at which both interests can be 
satisfied. The arrival at that point re- 
quires a knowledge of the agents’ prob- 
lems by the company and a knowledge 
of the companies’ problems by the 
agents. Here is where the advantage of 
the liaison comes to be seen. 

“Agents appreciate the comparatively 
recent opportunity to sit down in con- 
ference committees and discuss common 
problems with the representatives of the 
companies. Individual discussion with a 
single company is, of course, necessary 
and of some value, but I believe that 
a composite of the views of such agents 
as are in attendance here, when pre- 
sented to a committee representing the 
companies, carries more weight and is 
much more likely to accomplish the de- 
sired results from the standpoint of the 
general good of the insurance. business. 

“In the normal operation of these con- 
ferences, much can be, and is being ac- 
complished. Some conferences deal al- 
most entirely with discussions of pro- 
posed changes in forms or the introduc- 
tion of new coverages. One such was 
the proposal for a new improvements 
and betterments coverage which, in its 
original form, would have worked a 
severe hardship on most of our insureds. 
The proposed new form was defeated. 

“Another and more recent change was 
the agreement of the companies to with- 
draw the future requirement of 90% co- 
insurance on blanket B. I. I. policies and 
to return to the present system. These 
are but two examples of the benefits of 
frank discussions between two groups 
whose basic thinking is approached from 
different directions. 

“One thing is certain, however, and 
that is that agents must realize that 
the lush days are over—the days when 
insurance was bought instead of sold. 
Go see those smaller customers whom 
you haven’t seen for years, get them to 
increase their insurance to a realistic 
figure, and convince them of the value 
of your service in all lines. Too many 
loss-free customers are neglected and 
yet they are the ones who are particu- 
larly vulnerable to cut-rate competition 
now being dangled before them. One 
day the small customer may become big. 
Mail solicitation does not pay, nor can 
mere order taking by store clerks suffice 
to replace the qualified insurance agent 
if that agent is aggressive. 

“A good excuse to call on many is the 
new earnings form. It is probably not 
a perfect form of coverage, but it should 
be more easily sold than the regular 
B. 1.1. policy. It certainly is easier for 


TV, Radio and Newspapers Valuable 
Media for Selling Agents’ Services 


Boston, Mass., April 5—A_ proposal 
from the New Jersey Association that 
insurance agents, alone if necessary but 
with company support if offered, spon- 
sor either a national or local television 
program designed to sell the public on 
the essential value of agency services, 
was a feature of the public relations 
breakfast meeting of the Eastern Agents 
Conference at the Hotel Sheraton Plaza 
here. Preston H. Hadley, chairman of 
the EAC, presided at this early morning 
gathering of representatives from every 
state in the Eastern field at which public 
relations developments were reviewed 
and suggestions made for future pro- 
grams. 

This well attended conference ex- 
emplified the close and friendly coopera- 
tion between Eastern agents and the 
Eastern Underwriters Association, as 


representing the bulk of stock fire com- 
panies. Frederick W. Doremus, manager 
of the EUA, and his assistant, Robert 
Vanderbeck, attended and participated 
in the discussions which centered chiefly 
on the problem of how to meet the 
increasing competition of aggressive cut- 
rate insurers, chiefly Allstate and the 
Farm Bureau companies. 

Holland on New Jersey Proposal 

Sol Holland, president of the New 
Jersey Association, said that a survey 
in his state showed that a nationwide 
TV program running 26 weeks, featur- 
ing a top-flight news commentator, could 
be financed for about $20 for every 
member of the National Association of 
Insurance Agents. This proposal, he 
said, was to be presented at the current 
meeting of the NAIA board of directors 


(Continued on Page 32) 


the small merchant to comprehend the 
figures required to write an earnings 
policy than the work sheet for B.LI. 
which looks rather formidable to him.” 


Full Adjusting Facilities 


_ Mr. Murphy stressed the General Ad- 
justment Bureau program for intensive 
training of new adjusters so that the 
loss end of insurance may be handled 
satisfactorily. He said that in 1953 there 
were 871,0Q0 losses assigned to the GAB 
which now has about 350 branch offices 
and over 3,000 adjusters. He feels the 
GAB is able to service both the normal 
flow of losses and the sudden increase 
which would follow immediately any 
catastrophe of fire, wind, explosion or 
other cause. He believes that the ad- 
juster and the local agent should work 
together as a team in loss work. 

Mr. Woodland, as the buyer of insur- 
ance, told in a witty talk what he ex- 
pects of an insurance agent. The prime 
duty of an agent, he said, is to sell 
insurance and that means extensive so- 
licitation. He feels that many property 
owners may be ruined by failure of 
agents to solicit them. In addition to 
solicitation the buyer expects presenta- 
tion of a realistic program of coverage 
at the lowest cost commensurate with 
top quality. Mr. Woodland stressed the 
buyer’s viewpoint that he wishes to feel 
secure in his coverage and have full 
confidence in his local agent. The agent’s 
task is to achieve that goal. 


Bowersock Answers Questions 


F In the question and answer period Mr. 
Bowersock said that renewal certificates 
for. dwelling fire policies have been under 
study for a long while but no final 
decision has been reached. He also said 
the matter of selling fire and extended 
coverage under a single indivisible pre- 
mium has been proposed but an impor- 
tant part of the company market is still 
opposed. He feels it may ultimately have 
to be accepted. On a six months’ policy 
the president of the Boston Insurance 
Co., said the business may have to face 
that too, defensively. He said such 
might be some off manual rate with a 
15% commission and provision for quick 
cancellation for non-payment of pre- 
mium. 

_Asked by Charles Frankenbach of 
New Jersey why it takes so long for 
insurance companies to get improved 
products to the market Mr. Bowersock 
stressed the human equation. In a large 
industry, such as insurance, with over 
200 stock carriers, it takes a long while 
to get agreement on proposals for 
change, he said. He warned then that 
there may be some chaotic developments 
unless there is fairly quick action soon 
on some competitive problems. He said 
a few companies are ready to act inde- 
pendently if joint action is too long de- 
layed. 

Asked why the Factory Insurance 
Association is not meeting the Factory 
Mutuals in writing hotels, apartments 
and some other large non-industrial 
risks Mr. Bowersock said agents them- 
selves often oppose such spread of ac- 
tivity by company organizations for fear 
the risks will pass from local agents’ 
hands to large brokerage houses in 
metropolitan centers. However, he and 
others definitely stated that conferences 
between agents and companies may well 
accomplish results which might other- 
wise defy solution. 

Frederick J. England, Cambridge, 
Mass., general chairman of the conven- 
tion, and Frederick H. Woodward, presi- 
dent, Massachusetts Association, wel- 
comed the convention to Boston at this 
opening session. Secretary Arthur B. 
Fair, Natick, Mass., and Treasurer John 
J.Maguire, Philadelphia, gave their re- 
ports. Mr. Fair also received plaudits of 
the press for his handling of publicity 
details. J. Theodore Burke, chairman of 
the registration committee and execu- 
tive secretary of the Massachusetts As- 
sociation, was praised here for his effi- 
ciency. 
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Munz Outlines Progress With EVA 


Toward Improvements in Fire Field 


Chairman Agents’ Conference Committee Reviews Efforts of 
Last 6 Months on Broad Dwelling Forms, TV Antennas, 
Net Earnings Form, Public Relations and U. & O. 


Boston, Mass., April 6—Progress to- 
ward solution of several problems in 
the fire insurance field was reported by 
H. Earl Munz, CPCU, Paterson, N. J., 
chairman of the conference committee 
of the Eastern Agents Conference, when 
reporting to the convention this morn- 
ing. His report covered the period fol- 
lowing the last gathering at Washing- 
ton in October during the annual con- 
vention of the National Association of 
Insurance Agents. 

Mr. Munz spoke specifically on such 
subjects as small claims, television an- 
tennas, broad dwelling house forms, 
public relations, new earnings insurance 
coverage and other revisions of use and 
occupancy forms. Other members of the 
agents’ committee who have met with 
representatives of the Eastern Under- 
writers Association on these matters 
include Russell M. L. 
Falls, N. Y.; Dana J. Lowd, Northamp- 
ton, Mass.; E. Stuart Windsor, Balti- 
more, Md.; Kenneth W. Faunce, Boston. 

Preston H. Hadley of Bellows Falls, 
Vt., and Arthur B. Fair of Natick, Mass., 
are members ex-officio, as chairman and 
Eastern 


Carson, Glens 


secretary respectively of the 
Agents Conference. 


Company Committee 


Principal changes in the company con- 
ference committee were elections of 
Arthur L. Polley, vice president of the 
Hartford, to the chairmanship, and of 
Lincoln M. Michel, vice president of 
the Fire Association, to chairman of the 
rating methods research committee of 


the EUA. 

John R. Robinson, deputy U. S. man- 
ager of the Phoenix Assurance, chair- 
man of public relations committee, and 
Joseph K. Hooker, vice president of the 
Automobile of Hartford, chairman of 
the trade practices research committee, 
continue as members of the company 
team. 

Two meetings have been held since 
the last report, both in New York, on 


December 3 and March 2. 


Claims of $100 Or Less 


“We discussed the adjustment of 
claims of $100 or less, under fire and 
extended coverage policies, by the agent 
without pre-settlement notice, and with- 
out proof of loss,” Mr. Munz said. 

“While we felt that the small loss 
procedures could be simplified, we also 
felt that to place this authority in the 
hands of all agents would be dangerous 
and would not be in the public interest. 
The Loss Executives Association is 
studying this subject and further dis- 
cussion will await their recommenda- 
tions. 


Television Antennas 


“The subject of television antennas 
came up again and it appears impossible 
to get complete agreement on any at- 
tempt at solution. The companies will 
ask to have television antennas excluded 
from the fire policy except as a specific 
item for which an adequate rate will 
be charged. 


“Undoubtedly, mandatory $50 deducti- 
ble windstorm insurance under E.C. 4 
would solve the problem, but there is 
serious opposition to this. Most agents 


seem to feel that full coverage should 
be available at a price, even though that 
price would be high enough to discour- 
age it. This subject continues to have 
active consideration because a real solu- 
tion must be found in the public interest. 

“Business interruption insurance con- 
tinues to be a problem although light 
is beginning to dawn. 

“A new earnings insurance coverage 
in simplified form is already available 


in several rating territories and has 
been recommended for use in all. It may 
be written either as an item in the form 
covering building and contents, or under 
a separate policy. The rate is to be one 
and one-half times the 80% building 
rate, with a limit of 25% of the amount 
for any 30 consecutive days and with- 
out coinsurance requirement. 


Public Relations Efforts 


“An extensive public relations and 
agency education program is being de- 
veloped, as this new form is being in- 
troduced, promoted by local agents’ 
groups with the assistance of the EUA 
and the field clubs,” Mr. Munz stated. 

At the invitation of your committee, 
and under the sponsorship of the EUA. 
the presidents and executive secretaries 
of all state associations in our territory 
attended a breakfast meeting this morn- 
ing at which the public relations aspect 
of this program was discussed. Plans 
for future educational and public rela- 
tions ventures jointly developed by 
agents and field clubs were also re- 
viewed at this breakfast session. 

“Incidentally, the following is a brief 
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H. EARL MUNZ 


outline of how the agents and field clubs 
joined in the educational project to 
promote the new earnings insurance 
form. 

“The field clubs and the state asso- 
ciations of insurance agents, in coopera- 
tion with the local boards and the rating 
organizations, arranged regional and 
local meetings to explain the new form. 
In most cases the rating organization 
sent post cards to all agents calling 
attention to these meetings. 

“Thus the sessions were not limited 
to agents who were members of local 
boards but were open to all agents in 
the region. Meetings have been held in 
practically all states, including Connecti- 
cut, Delaware, Maine, Maryland, Massa- 
chusetts and Pennsylvania and the re- 
ception accorded the program has been 
excellent. 

‘Introduction and sale of this new 
form is a grand opportunity for all 
agents to perform a public service and 
to increase their income. This is what 
we asked for, now let us do our part. 


U. & O. Form Improvements 


“The two-item and gross earnings 
forms for mercantile and manufacturing 
risks have been revised and for the first 
time will be standard as to wording 
for nation-wide use, except for certain 
minor clauses such as alterations and 
repairs, electrical apparatus, etc. 

“The principal change is the elimina- 
tion of the reference to 30 days in the 
stock item. These new forms have been 
recommended for adoption in all terri- 
tories. 

“The Inter-Regional Insurance Con- 
ference is studying a single business 
interruption insurance form to include 
manufacturing and mercantile risks based 
on the gross earnings principle with a 
special endorsement to cover ordinary 
payroll. 

“The idea is a good one but it will 
take some time to be worked out on a 
thorough and acceptable basis by pro- 
ducer, public and the underwriter,” ob- 
served Mr. Munz. 

“A sample check of daily reports 
covering business interruption insurance 
through the stamping offices of the rat- 
ing organizations in our region developed 
some interesting information. 

“A total of 12,700 daily reports were 
tabulated up to March 23. Of 6,100 
policies using the two-item form, 2,300 
covered mercantile risks and 3,800 cov- 
ered manufacturing risks. 

“Of the mercantile forms, 2,000 cov- 
ered Item 1 only; 300 covered Items ! 
and 2; and of the manufacturing forms, 
3,100 covered Item 1 and 700 covered 
Items 1 and 2. This indicates that pay- 


(Continued on Page 31) 
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Program Features of 
IAC Meeting June 13-15 


W. M. SHELDON GUEST SPEAKER 





“Future of Local Agency Production” 
To Be Theme at Montauk, L. I. 
Gathering; To Make Ad Awards 





Harry V. Carlier, program vice presi- 
dent of Insurance Advertising Confer- 
ence who is assistant secretary of 
Northern Assurance Co., announced 
this week program features for the 3lst 
annual meeting of the conference, sched- 
uled to be held June 13-15 at Montauk 
Manor, Montauk Point, Long Island, 
N. Y. This gathering will be the first 
to be held in early summer, thus con- 
forming with the IAC’s new calendar. 

An entirely new type of program has 
been planned, according to Vice Presi- 
dent Carlier, who promises that the 
meeting will be one of the most impor- 

tant in the recent history of the IAC. 
Its highspot will be the presentation at 
the annual banquet Monday, June 14, 
of the awards to agent or broker win- 
ners in the second annual “best use of 
advertising” competition. Walter M. 
Sheldon, immediate past president of 
National Association of Insurance Agents 
who is vice president of W. A. Alexan- 
der & Co. Chicago, will share with 
Charles J. "Unger, executive secretary- 
treasurer, New Jersey Association of 
Insurance Agents, the honor of making 
the presentation. 

Theme of the annual meeting will be 
“The Future of Local Agency Produc- 
tion,” which is felt to be particularly 
timely in view of the many changes 
which the local agent’s world has under- 
gone in recent years. He has many new 
products to sell along with all the older 
forms of coverage. He is faced with the 
need for meeting new and severe forms 
of competition. His compensation is 
being scrutinized, not only as a com- 
ponent of the state-regulated rate struc- 
ture, but also as a factor in the current 
price competition situation. 

Against this background the IAC will 
set up a full day’s seminar for Monday, 
June 14, in an all-out effort to define 
problems sharply and to seek solutions 
in terms of the application of advertis- 
ing, merchandising and public relations 
principles. During the morning session 
the viewpoint of the local agent will 
be presented by several competent in- 
surance producers, among them being 
the top award winners in the 1954 “use 
of advertising” competition. 

In the afternoon members of the IAC 
will weigh the advertising methods and 
techniques that can best help the local 
agent expand his own business and keep 
his clients informed on the merits of 
new and improved facilities developed 
by stock fire and casualty companies. 

Sheldon Luncheon Speaker 

Mr. Sheldon has accepted IAC’s invi- 
tation to be the guest speaker at the 
Monday luncheon meeting, and in hear- 
ing him a real treat is in store for the 
conference as he is one of the outstand- 
ing leaders of the organized agency 
movement in the United States. Mr. 
Sheldon is also chairman of the board 
of judges in the “use of advertising” 
competition. 

At the banquet that evening Irving 
D. Bothwell, IAC president, who is 
superintendent of printing and publicity 
of Commercial Union Group, will pre- 
sent his annual report to the member- 
ship. Under his leadership this year the 
IAC has grown in prestige and impor- 
tance. A prominent insurance company 
executive, soon to be announced, will 
also speak at the banquet. 

On Tuesday morning, June 15, the 
annual business meeting of the confer- 
ence will take place. One important item 
on the agenda is the proposed amend- 
ment to the constitution which, if en- 
acted, will broaden its membership base. 

embers are promised the full text of 
this amendment well in advance of the 
annual meeting. Election of officers is 
also on the agenda. 

The annual meeting will close with a 
farewell luncheon on Tuesday. 
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The big news on Earnings Insurance is the sales for- 
mula developed by the Royal-Liverpool. The sales 
impact in 10 test states has been sensational. You will 
want the facts if you are looking for a real sales pro- 
gram. Use the coupon for more information. 


Production and Market Research Department 
Royal-Liverpool Insurance Group 
150 William St., New York 38, N. Y. 


Please give me the Big News on Earnings Insurance. 





Name 
Address 








Boe aie eet 
eee 


ROYAL: LIVERPOOL 
C 1 frsueance Group, ©) 


CASUALTY * FIRE * MARINE + SURETY 
150 WILLIAM ST., NEW YORK 38, N. Y. 


ROYAL INSURANCE COMPANY, LTD. » THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY, LTD. * ROYAL INDEMNITY COMPANY 
GLOBE INDEMNITY COMPANY © QUEEN INSURANCE COMPANY OF AMERICA © NEWARK INSURANCE COMPANY © STAR INSURANCE 
COMPANY OF AMERICA © AMERICAN AND FOREIGN INSURANCE COMPANY © THE BRITISH & FOREIGN MARINE INSURANCE 
COMPANY, LTD. © THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. © VIRGINIA FIRE & MARINE INSURANCE COMPANY 





INDUSTRIAL FIRE PROTECTION 





Program This Afternoon at Hotel Statler 
to Feature Late Developments; 
Well Known Speakers 
During the Greater New York Safety 
Council’s convention held this week, 
the New York Chapter of the So- 
ciety of Fire Protection Engineers will 
present a program on “Industrial Fire 
Protection.” This session on fire pro- 
tection will be held at 2 p.m. today, 
April 9, in the main ballroom of the 
Hotel Statler. W. Robert Powers, Fur 
riers’ Customers Reinsurance Syndicate, 
president of the chapter, will be chair- 
man of the session, which Pierce J. Con- 
nelly of Johnson & Higgins, has ar- 

ranged. 

The theme of this program is “Latest 
Development in the Fire Protection 
Kield,” and Mr. Connelly has selected as 
speakers, members of the New York 
Chapter, who are outstanding in their 
field. Matthew M. Braidech, director of 
research of the National Board of Fire 
Underwriters, will speak on “Fire Pro- 
tection Design in New Industrial Con- 
struction.” Mr. Braidech is well known 
for his special investigations into the 
causes of such fires as the South Amboy 
port explosion in 1949; Holland Tunnel 
chemical fire in 1949; Texas City disaster 
1947 and the East Ohio Gas disaster 
1944. 

Arthur W. Sullivan, executive repre- 
sentative of the American District Tele- 
graph Co., will speak on “Modern Auto- 
matic Detection and Control of Fires.” 

W. E. Rossnagel, fire protection en- 
gineer for Consolidated Edison Co., will 
speak on “The Latest Developments in 
Industrial Fire Fighting Programs.” 

These men are representative of the 
membership of the New York Chapter 
of the Society of Fire Protection En- 
gineers, which chapter was organized 
just over a year ago. Membership in 
this chapter consists of fire protection 
engineers in the insurance, industrial 
and government fields. 


Scottish t Union Group Makes 
Four Promotions in Field 


Four field changes were announced 
this week by John Newlands, general at- 
torney, Scottish Union and National, and 
president of American Union of New 
York, as follows: 

Effective April 1, William R. M. 
Harney is promoted to special agent 
to serve under State Agent Earl T. 
Belanger in West Virginia and south- 
eastern Ohio, with headquarters at 
Wheeling. A World War II veteran 
who attended Trinity College, Mr 
Harney he ad previous experience at the 
company’s home office in Hartford. 

Clarence G. Sullivan has been named 
state agent for Tennessee to succeed 
Mrs. Inez B. Rankin, supervisor of 
agencies, who will retire May 1. A 
graduate of Battleground Academy, Mr. 
Sullivan traveled Tennessee for an im- 
portant stock company following World 
War II service in the U.S. Navy. Well 
known in the state, he will make his 
headquarters at Nashville. 

Charles D. Winges, appointed special 
agent, will assist State Agent Ewing 
Stults and Special Agent John Black- 
marr at Louisville for the state of Ken- 
tucky. Graduate of University of Ken- 
tucky with B.S. degree in electrical 
engineering, Mr. Winges previously 
served the Kentucky Inspection Bureau 
in connection with both sprinklered and 
non-sprinklered risks. 


HOLLEMBAEK AETNA_ SPECIAL 

Appointment of Louis F. Hollembaek 
as special agent for the Aetna Insurance 
Group with hez adquarters in Kansas City, 
Mo., is announced by Rush W. Carter, 
vice president and manager of the West- 
ern department. 


MONTREAL AGENCY HEAD DIES 

John B. Richardson, 53, president of 
the Commercial Insurance Agency, Ltd 
of Montreal died March 28 in a Winni- 
peg hospital after a brief illness. 
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Spring is a good time to “take inventory.” In surveying your policy- 
holders’ present protection you may find, in many cases, oppor- 
tunity to write new business. Improvements, additions and newly 
acquired home furnishings may not be covered—a client’s property 
values may have changed so that it’s advisable to increase his 


amounts of protection. 


The Home has been stressing the importance of adequate property 
insurance in full-color advertisements like the one on the right. 
Follow up this advertising. This Spring, take a new look at the 
names on your books. They're your best prospects for’ additional 


insurance. 
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* THE HOME * 
Company 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE ° AUTOMOBILE ° MARINE 


The Home Indemnity Company, an affiliate, writes 


Casualty Insurance, Fidelity and Surety Bonds 
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Meet your HOMEtown Insurance Agent 








He sold me peace-of-mind...neatly wrapped in paper 


A home is for happiness. 

That’s what you work for—that’s where your enjoyment is. 

A house can be replaced of course — but contentment can’t be. 
Isn’t it worth protecting your peace-of-mind? 


Do you know what you own? 
You may be surprised to 
know the total value of 
your home furnishings and 
personal effects. Every 
homeowner should have a 
home inventory. For a 
handy free inventory book- 
let, see your Home agent 
or write The Home Insur- 
ance Company, Dept. A. 


You'll be surprised how much your insurance man can add to 
your peace-of-mind, if you will allow him. You can’t fully enjoy 
your home and belongings unless you know they are properly 
protected. Your Home Insurance agent knows how to give 

you exactly the protection you need and want. He knows your 
town and understands your problems and ambitions. 


You'll find him pleasant to talk to and a good friend 
to have — why not call him soon? 





sx Your HOMEtown Agent can serve you well—see him now! 


mr gens meena 


* THE HOME« |= 
CCnsurance Company Bh. 


Home Office: 59 Maiden Lane, New York 8,N. Y. pat 


FIRE +» AUTOMOBILE «+ MARINE 


The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 





This ad will appear in full color, full f 
page size in the following publications ance protector of American homes and the homes of American industry. 


TIME May 24 - SATURDAY EVENING POST May 22 . BUSINESS 





WEEK May 29 . US. NEWS & WORLD REPORT June 18 





NATION'S BUSINFSS June - BETTER HOMES & GARDENS June 
SUCCESSFUL FARMING June - TOWN JOURNAL June 
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Daenzer Cites Benefits To Agents, 
Assureds Of Homeowners’ Policies 


Advantages of a new insurance policy 
for homeowners were outlined by Ber- 
nard J. Daenzer, secretary, Security- 
Connecticut Insurance Companies of 
New Haven in an address at the annual 
midwest regional convention of the Na- 
tional Association of Insurance Agents 
at Louisville, Ky. Called the homeown- 
er’s policy it provides broad protection 
against a number of different hazards 
of loss or damage and at a considerable 
discount under conventional insuring 
methods. It is now available in a num- 
ber of states and by the end of 1954 will 


be available in most states in the 
country. 

“The theory behind this contract is 
important,” Mr. Daenzer said. It is not 
aimed at the ten out of each 100 in a 
community who might want all risk 
protection, such as provided by the per- 
sonal property floater, and are willing 


to pay for it. It is aimed at the other 
90—to provide in one package, at a rea- 


sonable cost, named peril coverage 
against the normal hazards which the 
average homeowner faces. There is no 
automobile coverage. It was intended 
that the average client would need a 
homeowner’s contract, an automobile 
policy, life insurance and disability in- 


surance. 


What Policy Provides 


“The homeowner’s policy is specifically 
designed to be sold only to an owner of 
a one or two-family dwelling in which 
he resides. The contract has definite 
fixed amounts of coverage. They range 
from $8,000 to $50,000 in a rigid scale. 
A unique feature is that the amount of 
insurance controls all of the direct items. 
There is a separate amount on separate 
private structures of 10% of the dwell- 
ing amount, 40% on contents, 20% of 
the contents amount on household and 
personal property away from the prem- 
ises with $1,000 minimum. There is 10% 
to 20% for additional living expenses 
(when the property has been rendered 
untenantable by damage) according to 
the form of policy purchased. 

“The rating viewpoint is important. 
Even though there are both direct dam- 
age and third party liability coverages 
in the policy, there is one indivisible 
premium. The theory is that this is not 
a combination of separate coverages. It 
is an entity designed especially for home 
owners. There is a single rate just as 
in ocean marine insurance, which in- 
cludes many diverse perils in a single 
package. Statistically, it is tabulated by 
the company as a single premium for a 
new class of insurance,” Mr. Daenzer 
said. 

“There is a premium saving of 20% to 
30% over the premium cost of many 
individual policies. The agents have 
been amazed at how this new contract 
cuts the cost of operations. 


Increased Volume 


“As respects increased volume, de- 
spite any savings, experience has shown 


that the client is willing to use the 
money for increased coverages. In 
fact, the average client goes far be- 





BERNARD J. DAENZER 


yond his original insurance program. 
Under the package plan, he will buy 
additional extended coverage which he 
never had before, more insurance on his 
dwelling, and definitely more insurance 
on his contents.” You might take as an 
average in an ordinary town example 
that out of one hundred who are now 
protected for fire and extended cover- 
age, there are only twenty-five at most 


(Continued on Page 36) 


Seymour Discusses Value 


Of NAIA to Local Agents 


In an address before the Southern 
Agents Conference, President E. J. Sey- 
mour of the National Association of In- 
surance Agents outlined the value of the 
NAIA to the agents of this country in 
terms of present performance and past 
achievements. 

“Trade associations as a rule,” he 
said, “are born in emergencies when 
danger threatens. They grow and ma- 
ture through outstanding achievements 
that are dramatic and spectacular and 
serve to attract many new members. 
Yet it is a well known fact that the 
day-to-day activities of an association, 
while not necessarily glamorous, form 
the backbone of its service to its mem- 
bers.” 

Mr. Seymour enumerated some of the 
services provided by the NAIA for its 
members, such as the valuable advice 
and counsel of the legal department 
which, in addition, recently made avail- 
able to members an excellent study on 
self-insurance practices of states and 
municipalities, and is presently engaged 
in preparing a comprehensive study on 
the legal aspects of agency operation. 

The NAIA Educational Division, with 
its record of over 100,000 enrollments 


since its inception, was also noted by 
Mr. Seymour as a tangible force for 


good in the industry and specifically of 
inestimable value to the agents. 


R. B. Jones & Sons, Inc. 
Production Changes Made 


Appointment of three new members 
of the production staff of R. B. Jones 
& Sons Inc., and a new department 
manager has been announced by Morton 
T. Jones, managing director of the 
Kansas City, Mo., insurance agency. 

Lloyd Lynd, Jr. is a former resident 
of Bartlesville, Okla., and a graduate of 
the University of Oklahoma. He was pre- 
viously associated with Central Securi- 
ties, Inc. of Newton, Kansas, until com- 
ing to Kansas City last fall. 

Malcolm McIntyre is a graduate of 
Kent School in Kent, Conn., Yale Uni- 
versity, and has been employed as an 
underwriter for the past year with the 
Kansas City Fire & Marine. He has 
just completed the Hartford Fire train- 
ing course in insurance. 

In a two-way shift, Ed Gund, who 
has been manager of the Lloyd’s and 
special hazards department of R. B. 
Jones & Sons, is moving over to the 
production staff, and C. Ken Ulery, who 
has spent the past 11 years in the 
production end of the business, takes 
over the Lloyd’s department. 
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AVAILABLE FOR INSURANCE BROKERS 
NEW YORK BUSINESS ADDRESS 

Phone Service - Typing - Mimeographing 

30 Church Street — Hudson Terminal Building 


MERCURY BUSINESS SERVICE 
WOrth 4-6650 Established 1928 


John Moffat Is New V. P. 
Of American Home Agency 
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JOHN MOFFAT 


John Moffat has been appointed vice 
president of the American Home Agen- 
cy, Inc. He has been in the insurance 
business in downtown New York for 
more than 25 years, underwriting both 
automobile and fire insurance and servy- 
icing brokers. 

Before joining the American Home 
Agency, Mr. Moffat spent 20 years with 
the C. V. Meserole Group in New 
York, in its metropolitan and automo- 
bile departments. Prior to that time 
he was with the Importers & Exporters 
Insurance Co. and the Fidelity - Phenix 
Fire. 

The American Home Agency repre- 
sents the American Home Assurance, 
Globe & Rutgers Fire and the Insurance 
Co. of the State of Pennsylvania, as 
metropolitan agents and as managers for 
nationwide business, writing fire and 
allied lines and automobile physical 
damage insurance. It is also general 
agent for the Birmingham Fire of Penn- 
sylvania for fire and allied lines in the 
New York metropolitan and suburban 
territory. Its offices are on the main 


floor of the American International 
Building at 102 Maiden Lane, New 


York 5, New York. 
IOWA AGENCIES MERGE 


Holmes, Prouty, Murphy, May, Now 
Partners in New Organization; 
Offices in Des Moines 
Two Des Moines insurance agencies, 
the Max L. Holmes Agency and the 
May Insurance Agency were merged as 
of April 1. The new firm is known as 
Holmes, Prouty, Murphy & May, with 
offices in the Hubbell Building in Des 

Moines. 

Max L. Holmes started his business 
career as a banker and entered the 
insurance business in 1922 and estab- 
lished his own agency in 1932. W. T. 
Prouty, Jr., became an associate member 
of the Holmes agency in 1947. 

Ray Murphy, Jr., former star football 
player at the University of Iowa, whose 
father is general counsel for the Asso- 
ciation of Casualty & Surety Companies 
and former Iowa Insurance Commis- 
sioner, has been with the Holmes Agency 
since 1948 and previously was with the 
Fidelity & Casualty. 

Kenneth M. May established his 
agency in 1935. He has been active in 
the Des Moines Association of Insur- 
ance Agents. 
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Annual 


Meeting of Eastern Agents 





Stott Strikes Hard at 
“Purveyors of Gloom” 


SEES AGENCY SYSTEM STRONG 





Past President, NAIA, Says Present 
Problems Have Existed Many Years; 
Will Be Met With Service, Strength 





Boston, April 6— John C. Stott, Nor- 
wich, N. Y., past president, National 
Association of Insurance Agents, was 
rather hard today on any “purveyors of 
gloom” who may be attending the annual 
meeting of the Eastern Agents Confer- 


JOHN C. STOTT 


ence. Emphatically he demonstrated to 
them, if any are here, that present prob- 
lems of local agents have been in ex- 
istence for well over half a century and 
that meanwhile both the 
Agency System and the National Asso- 
strength and 


American 


ciation have grown in 
prestige. 

Mr. Stott recalled how 20 pioneer in- 
surance agents gathered in Chicago 58 
years ago to organize a National Asso- 
ciation to fight rate-cutting, commission 
direct writers and 
other attendant evils. Hence, he said, if 


reductions, many 


any agents feel the American Agency 
System is nearing its end, “it is because 
through their own selfishness, short 


sightedness, and absolute lack of in- 
testinal fortitude, they may permit this 
end to materialize. 
Best System of Insurance 

“This country of our has never known 
a better sytem of insurance than the 
American Agency System. It is the best 
example of our free enterprise system 
that in toto has made us the great and 
glorious country we call the United 
States. Our American Agency System 
has all the better elements of the free 
enterprise system, the best product, the 
best system of distribution, the best 
service obtainable. And all based on the 
Profit motive. 

“If there are faults in our way of 
insurance, please do not say that they 
are faults of our American Agency 
System. They may lie in the way we 
ave chosen, perhaps at times unwisely, 
to apply the factors that make up our 
system,” said Mr. Stott in his inspira- 
tonal address. : 

For over 50 years our American 








Agency System has been a target for 
cut raters, direct writers and the like. 
We still survive, and I am sure it is 
within ourselves to meet the problems 
we face and those problems that may 
lie ahead. 


Must Render Full Service 


“It is perhaps true that to a greater 
extent than ever before, our whole free 
enterprise system and our American 
Agency System, as a part of the free 
enterprise system, is being carefully 
watched and weighed on the scale of 
economic justice. If we are to keep this 
profit motive system, we must be careful 
of our conduct as agents. 

“Particularly, we must render a sub- 
stantial service to the public, both as in- 
surance men and as citizens of our com- 
munity. We must be known as laborers 
worthy of our hire and we must cease to 
be selfish. Selfishness of agents and 
sometimes of companies is one of the 
greatest causes of chaos in our whole 
structure of insurance. 

“We must realize more than ever be- 
fore that this business of ours is, even 
though we pride ourselves as being in- 
dependent business men, still a joint 


enterprise with our companies. This joint 
enterprise must culminate in an out- 
standing public service. 

“I want to say to you—give to your 
associations, local, state and national of 
your time, your energy and of your 
money. Keep these associations strong 
and develop strong leadership among 
them. Do not necessarily count the im- 
mediate money income you have from 
your membership, but consider your 
membership as an insurance policy to 
protect your business. 

“The American Agency System must 
and will survive. The direct writers, the 
great deviators and cut raters will con- 
tinue to operate. Let them glory in sell- 
ing for less. Surely, they ought to know 
what their product is worth. If it were 
worth more they would sell it for more. 

“Let us, too, glory in our chosen way 
of life and demonstrate to our public 
that we of this great American Agency 
System sell not only insurance, but we 
sell unexcelled service. 

“We, of our American Agency System, 
must continue to work closer, still closer 
together, to build a structure for public 
service that all men everywhere will 
point to with pride and _ satisfaction.’ 
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In boating, as in life, there are days when the 
weather is fair and all goes well. On the other 
hand, there are dark, stormy days when dis- 
asters of all types can and do occur. There is 
only one solution for fair weather or foul — 
properly written insurance in an experienced 
company. From its earliest days, the Boston, 
which was founded as a marine company, has 
specialized in writing all types of marine in- 
surance. For experience, reputation, ability 
and know-how, you can’t do better than place 
your marine business with Boston-Old Colony. 


In Fair 
Weather 
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Conference 


in Boston 


Munz Outlines Progress 


(Continued from Page 26) 


roll coverage is not too widely sold. 

“Policies using the gross earnings 
form showed very little use of the 60% 
and 70% coinsurance clauses. The mer- 
cantile forms preferred the 50% and 
80% clauses with the 50% preferred 
three to two. The manufacturing forms 
were about equally divided between the 
50% and 80% clauses. Discussion of this 
whole subject will be continued. 

Dwelling and Contents Forms 

“A great deal of time has been spent 
in discussing dwelling and _ contents 
forms; all risk, specific perils, extended 
coverage, additional extended coverage, 
deductibles, ad infinitum. 

“We still think that the all risk policy 
is not a competitive factor, that it has 
to be sold to a limited few and that 
it is no particular bargain at the rates 
which are charged. 

“We feel that our policies should 
cover specified perils and that they 
should be broadened at every opportu- 
nity to include coverage for new hazards 
as they develop. There is certainly room 
for improvement in our present forms. 
For instance, to meet the challenge of 
an all risk policy, we ought to be able 
to combine fire, E.C. 4 and additional 
extended coverage in one form. It is 
unnecessary to have a breakdown of 
premium except for statistical purposes 
and that should not prove to be too 
great a problem. 

“It does not seem necessary or desir- 
able to have a lot of independent filings 
of special forms as was recently the 
case in California. 

“The greatest need is for an easily 
understood coverage, available to the 
mass market of dwelling owners and 
tenants, and applicable to both buildings 
and contents. Given an equitable rate 
and a good contract, we agents have no 
fear of competition from direct writers 
or from those companies which seek an 
initial competitive advantage by intro- 
ducing untried and tricky innovations. 

“To give you an idea of the mag- 
nitude of the dwelling field, you might 
be interested in the following figures 
from the 1950 U. S. Census: There are 
45,000,000 dwelling units in the United 
States; 23,500,000 are owner occupied; 
3,000,000 are vacant; 1,000,000 are sea- 
sonal. 

“Single detached dwelling units total 
29,000,000. Owner occupied single de- 
tached dwelling units total 19,000,000. Of 
the owner occupied dwelling units, 7,- 
800,000 are mortgaged. 

Criticism Notice 

“A new and improved criticism notice 
is ready for use and will soon be dis- 
tributed. An informative booklet has 
also been prepared and will accompany 
the new criticism forms except in New 
Hampshire where the one-write policy 
has not been adopted and in New Jer- 
sey where the Rating Organization de- 
cided not to use this booklet. 

“It has now been recommended that 
the extended coverage, including van- 
dalism and malicious mischief, be in- 
cluded with fire liability insurance. 

“It has also been recommended that 
all rating organizations place all rate 
calculations on a basis of three decimal 
places. 

“Another recommendation to the rat- 
ing organizations is a new 365-day pro 
rata cancellation table to be printed for 
distribution to agents, showing both 
short rate and pro rata tables. 

“A modernized loss report was given 
to agent members through Assistant 
General Manager Donald B. Sherwood 
of the National Board of Fire Under- 
writers as a sample to be tested in their 
respective offices and when adopted in 
final form will replace the outmoded 
three sectional report currently in use. 
The new loss report is patterned after 
the catastrophe loss notice which has 
been used with great success.” 
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Elect New Offices 
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Frederick, Md., first vice 
chairman under Mr. Hadley. Other of- 
ficers advanced are Warren Bodwell, 
Manchester, N. H., first vice chairman; 
John J. Maguire, Philadelphia, second 
vice chairman; Arthur B. Fair, Natick, 
Mass., treasurer. Charles H. Franken- 
bach, Westfield, N. J., who has been 
president of the New Jersey Association 
and the state national director to the 
NAIA from that state, was elected the 
new secretary. 


Coblentz, 


Two Resolutions 


Two resolutions were approved today 
by the convention. One condemning 
compulsory automobile insurance, fur- 
ther stated that “this Conference urges 
the National Association of Insurance 
Agents to take such action through 
conference with insurance companies as 
may lead to a voluntary plan or such 
other plan as may alleviate the socialis- 
tic trend with which the public and the 
American Agency System are confronted 
through the compulsory automobile in- 
surance; 

“That the accident prevention com- 
mittee of NAIA be empowered and sup- 
plied with funds to study existing safety 
programs and cooperate with state and 
Federal programs so that the terrific 
toll of death on the public highways 
may be reduced; 

“That this resolution be sent to the 
executive committee of NAIA with re- 
quest that the resolution be presented 
to the national board of state directors.” 

The other resolution again urged, for 
sake of efficiency, consolidation of the 
National Bureau of Casualty Underwrit- 
ers and National Automobile Underwrit- 
ers Association. 


Competition for Dwelling Risks 


The alarming speed with which dwell- 
ing and contents coverages have become 
a highly competitive focal point in the 
business suggests that the potential ef- 
fect upon agents, companies and their 
customers will be tremendous. H. Earl 
Munz, Paterson, N. J., chairman of the 
Conference committee of EAC, told the 
convention this morning. 

“Here, briefly, is what we see shaping 
up rapidly.” said Mr. Munz. 

“First: We have offered to us two 
types of multiple peril policies for dwell- 
ing owners—one with an indivisible pre- 
mium for the combined physical damage 
coverage and the third party claim 
coverage. The other with a divisible 
premium for each of the several cover- 
ages which are combined into one policy. 
Both of these plans contemplate a re- 
duction in total cost of the separate 
coverages if a bulk purchase is made. 

“The two methods of accomplishing 
the same objective are offset by the 
offering of a special dwelling policv 
which is not a fire policy nor an inland 
marine policy, yet it covers all physical 
damage with a few exclusions. 

“A fourth method is known to all of 
us whereby we can issue a broad dwell- 
ing form using a regular fire insurance 
policy to which we can attach: extended 
coverage endorsement, additional ex- 
tended coverage endorsement, house- 
holders’ limited theft endorsement, com- 
prehensive liability endorsement, glass 
insurance endorsement. 


Independent Filings 


“Revolving around these four methods 
of covering our dwelling nolicvholders, 
is a host of independent filings in the 
states, some on .a_ so-called ‘all-risk’ 
basis, others naming perils, while all 
attempt in one way or another, with 
added gimmicks. or without them, to 
garner the dwelling business. 

“We are not unmindful of the other 
competitive struggles for this so-called 
preferred class of business. The recently 
announced filing of Allstate Insurance 
Companies in Illinois whereby the five- 


year premium may be divided into equal 
yearly payments and then remitted on 
the 40-30-30 basis. Also the deviating 
filings and the threatening cloud of 
partial subscriberships to rating organi- 
zations wherein the dwelling business 
will apparently always be in open sea- 
son for the market hunter. 

“We are confident that this scramble 
for the dwelling business is not the 
result of calm deliberate thinking. Ap- 
parently no one has approached this 
with the idea of finding out what the 
public really needs. 


Need for Probe by NAIA 


and Companies 


“Isn’t it about time that an effort be 
made, through the property insurance 
committee of the National Association 
and the fire and casualty company ex- 
ecutives, to study and explore the whole 
problem ? 

“Some subjects for study would in- 
clude: 

“Proper rate levels for dwelling prop- 
erty; agency and company expense fac- 
tors; possible new methods of handling 
dwelling business; effect of including 
coverage not required by mortgagee; 
impact of dwelling and contents; all- 
risk coverages on personal property 
floater business; how to protect the 
interests of the smaller agent and com- 
pany. 

“Also the urgent necessity for reducing 
the number and variety of separate 
filings which confuse not only the agents 
but the public, the supervising authori- 
ties, the adjusters who settle claims, and 
the companies themselves. This is a 
serious matter and requires immediate 
action if this business is to be retained 
by the American Agency System. 

“We regard the problem as being 
beyond a regional scope and we think 
it would be proper for this convention 
to offer a resolution calling upon our 
National Association to give this prob- 
lem immediate priority.” 


Doremus on New Forms 


Frederick W. Doremus, manager, 
Eastern Underwriters Association, spoke 
briefly, stating that agents and compa- 
nies now stand at the crossroads with 
respect to many new forms. He cited 
the first evidences of broad forms for 
mercantile risks. These are showing up 
in California and the tendency has been 
for such innovations to work eastward 
with fair rapidity. Thus there is a threat 
of a multitude of both broad dwelling 
and mercantile policies adding to con- 
fusion in company and agencv circles. 

Frederick J. England, Cambridge, 
Mass., member of National Association 
casualty committee, distributed to all 
agents present, and explained to the 
convention, the lengthy new question- 
naire designed to obtain agents’ views 
on present policies and practices and to 
give them an opportunity to express 
their suggestions for improvements on 
general casualtv business as well as 
automobile liability and physical damage 
insurance. This questionnaire is being 
given to agents in all parts of the coun- 
trv to aid the NATA casualty committee 
when it meets with the National Burean 
of Casualty Underwriters in New York 
in May. 


Public Relations 


(Continued from Page 25) 


at Seattle, Wash., for study. 

If such a program were restricted to 
a state-wide program, such as New Jer- 
sey, the cost might be $35 ner member 
for a TV program emanating from a 
New York City or Philadelphia station. 
This cost could be halved were one or 
two other state associations to partici- 
pate in the program and reduced further 
substantially if insurance companies 
thought well enough of it to lend their 
financial backing. The breakfast confer- 
ence voted to present this question to 
the convention as a whole for considera- 


tion and possible appointment of a com- 
mittee to confer soon with company 
organizations. 

Val Forcier, acting president, Con- 
necticut Association, said agents there 
are backing the idea of an intensive 
publicity campaign to stress the services 
of local agents. William H. Wiley, ex- 
ecutive secretary, is now contacting pub- 
lic relations counsel as the first step to 
get this campaign rolling. Rhode Island 
has an educational program under way 
designed better to inform agents of the 
full extent of services they should per- 
form for the public in return for their 
present rates of remuneration. 


What Other States Are Doing 


Emil Clauss, Buffalo, president of the 
New York Association, told how the 
association has already retained public 
relations counsel to get messages to the 
public, through press releases and illus- 
trations, on what agents are doing to 
reduce accidents, remove causes of fires 
and in other ways to justify their com- 
missions from insurance buyers. He 
stated that the agents must act to sell 
agency service so thoroughly that cut- 
rate competitors cannot hope to make 
serious inroads upon the American 
Agency System. 

A Maryland representative believes 
that the NATA should ask more compa- 
nies to feature agency service in their 
national advertising. Some companies do 
this already, but not enough it was 
stated. 

In the District of Columbia the agents’ 
association is running several newspa- 
per advertisements opposing coercion of 
insurance by automobile dealers and 
finance companies, which coercion is 
now illegal in several states. In 1953 
the agents ads in the D. of C. featured 


agents services. 

Mr. Hadley said that in his home 
state of Vermont regional meetings will 
feature public relations this year. Penn- 
sylvania reported seeking for the best 
means to fight direct selling by insurers, 
That state is having some trouble along 
that line at present. 

President Frederick H. Woodward of 
the Massachusetts Association backed 
advertisements and radio programs by 
local boards to combat inroads of cut- 
rate companies. 


New Jersey County and Philadelphia 


Earl H. Munz, Paterson, N. J., related 
how in his county in New Jersey agents 
contributed about $200 each to pay for 
ads in three local newspapers, to hire a 
public relations counsel and to organize 
a speakers’ bureau to have agents ap- 
pear at meetings of non-insurance 
groups, speaking on the theme of the 
need for local insurance agents. 

In Philadelphia about 100 agents paid 
over $90 each for institutional ads in 
newspapers there, again featuring the 
services of local producers. 

Stanley Cowman, Philadelphia, put 
emphasis upon the idea of a joint na- 
tional’ advertising campaign by agents 
and companies, as in life insurance. He 
says such has much merit and is done 
in many other lines of business, but 
has received little support as yet in the 
property insurance field 

In the meantime the Pennsylvania 
agents have adopted the “Let’s Do It 
Ourselves” slogan and joined with 
churches and other organizations to 
back traffic accident reduction drives 
and other public welfare movements. 
For this to succeed the strong backing 
of local boards and individual agents 
is essential. 





Royal-Liverpool Changes 
At Syracuse and Boston 


The Royal-Liverpool Insurance Group 
announces that effective April 15 W. O. 
Baldwin, regional manager in the Syra- 


cuse, N. Y., office. will be transferred to 
the New York office where he will serve 
as production manager of the brokerage, 
general cover, and special service denart- 
ments. He will be succeeded as regional 
manager by Kenneth H. Erskine, former- 
ly assistant regional manager in the 
Boston office. 

J. V. O’Connor, presently assistant re- 
gional manager in Syracuse, has been 
promoted to associate regional manager; 
and Bernard R. Schneider, assistant 
agency secretarv of the Eastern denart- 
ment in New York, has been appointed 
to succeed Mr. Erskine in Boston. 

Mr. Erskine has been with the group 
since 1925. He is a graduate of Syracuse 
University and, at the beginning of his 
insurance career, served as an insnector 
of the Underwriters Association of New 
York State. He has spent many years 
in the New England territorv, recentlv 
in the capacity of assistant regional 
manager. 


‘ 


American Names Dunlop 


e e 
Special at Princeton 

The American Insurance Company an- 
nounces appointment of Calvin Dunlop 
as special agent in Princeton. N T. He 
replaces Special Agent Toseph Meilner 
who has been transferred to the loss de- 
partment in the home office. 

Mr. Dunlop attended the Collese of 
Paterson and served in the United States 
Army Air Force during World War TI. 
He joined the American in. the fire un- 
derwriting department in 1946 and gradu- 
ated from the advanced multiple line 
training course in 1949. For the past two 
years he has been associated with an in- 
surance agency in the District of Colum- 
bia. His office will be located at 239 
Nassau Street, Princeton. 


Dwelling Fire Rates 
Cut 20% in California 


The Pacific Fire Rating Bureau has 
announced a statewide reduction of rates 
on dwellings, effective May 1, on policies 
written on or after that date. The reduc- 
tions will be on dwellings of not more 
than four occupancies and ranges from 
14% to 24%, with an average of 20%. 
However, dwellings of Class C construc- 
tion will benefit with a reduction of 
30%. 

It is estimated that the new rates will 
reduce the total dwelling premium vol- 
ume from $5,000,000 to $4,000,000. 


Royal Exchange Moves 
Syracuse Field Office 


Due to expanding upstate New York 
business and need for larger quarters, 
the Royal Exchange Group has moved 
its upstate field offices from 46 White 
Memorial Building to 218 Harrison 
Street, in Syracuse. The telephone num- 
ber, Syracuse 2-5260, remains unchanged. 

The Syracuse office, supervising the 
central and western New York business, 
has a ground floor office and will con- 
tinue under the supervision of State 
Agent Henry W. Tesche. 

The companies of the Royal Exchange 
Group consist of the Roval Exchange 
Assurance established in 1720, the Provi- 
dent Fire of New Hampshire, and Car 
& General, casualty affiliate. 


New York City Agents 
To Hear McCullough 


Roy C. McCullough, manager of the 
Multiple Peril Insurance Rating Organ- 
ization, will speak on homeowners’ pol- 
icies when he addresses the luncheon 
meeting of the Association of Local 
Agents of the City of New York on 
Tuesday, April 13, at the Downtown 
Athletic Club. Albert E. Mezey is presi- 
dent of the agents’ association. 
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Harold V. Smith’s Outstanding Career 
As President of Home Insurance Co. 


Harold V. Smith, who became chair- 
man of the board of the Home this 
week, started in the insurance business 
at a remuneration of $40 a month, and 
reached the top stature of president of 
one of the world’s most important insur- 
ance companies by displaying unusual 
capability in every position he occupied 


Karsh, Ottawa 
HAROLD V. SMITH 


on the way up. He is one of the few 
executives in fire insurance whose early 
career was that of salesmanship. 


Honored by Police and Fire 
Departments 


Mr. Smith’s interests have been broad. 
For instance, he has the honor of being 
both an Honorary Deputy Commissioner 
of the New York Fire Department and 
a Deputy Police Commissioner. 

The New York Fire Department has 
long been cognizant of the avid interest 
he has for years displayed in all fire 
departments, their equipments, fire 
marks and fire insurance prints. Fur- 
thermore, many of the heads and offi- 
cers of the New York Fire Department 
have visited the Harold V. Smith Mu- 
seum which contains the old fire en- 
gines, uniforms of firemen worn in the 
middle of the last century, and the fire 
marks gathered from all parts of the 
world. The museum is in the Home’s 
home office building, 59 Maiden Lane, 
New York. 

The Police Department has always 
been grateful for the interest Mr. Smith 
has taken in PAL—the Police Athletic 
League—which so fascinates boys and 
helps mould them into good citizens in 
later life. At Christmas time hundreds 
of gifts for poor children are displayed 
at the Home and then given to PAL. 
These gifts are either made by the em- 
ployes of the company, or, in case of 
dolls, thee employes made dresses for 
them. GerSrally, officials of the Police 
Departme * come to the Home to see 
24 gifter. "Vfore they are presented to 


; hitccn, 
foe pprfOns With Employes 


The 92l!sns between Mr. Smith and 
the en! Ils of the company growing 
out of Hil Seen interest in their welfare 
have grovy7 closer over the years. It has 
resulted it a strong sense of entente 
cordiale bétween all ranks in the or- 
ganization. He has always had contact 
with individual employes after hearing 
of illnesses in families or tribulations 
where personal help in alleviating dis- 
tress has been given. That interest has 
made the welfare program of the com- 


pany one of the best in the business 
world. 

Mr. Smith is also master of cere- 
monies and makes a short talk at the 
annual concert of the Fifty-Nine Maiden 
Lane Club given the day before Christ- 
mas, and which organization consists of 
employes, including those belonging to 
men and women’s glee clubs and an or- 
chestra of a dozen pieces. The club 
holds a spring show and dance at a 
leading hotel. Since Mr. Smith has been 
the Home’s president the Fifty-Nine 
Maiden Lane Club has increased its 
recreational activities from affiliated 
clubs of baseball, basketball, rowing and 
golf to similar clubs for bridge, canasta, 
camera, chess, gardening, ping pong, rod 
and reel, roller skating, softball and 
stamp collecting. The musical clubs have 
also grown under his administration. 

Gifts to Employes in War Service 

During World War II Mr. Smith 
inaugurated the practice of sending a 
personal gift to each member of the 
organization who was in the military 
service, accompanied by a personal let- 
ter. This was continued in Korean War. 

Upon the occasion of his 52nd birth- 
day the Harold V. Smith Educational 
Fund was established by officers of the 
company. It was designed to aid worthy 
students to complete their college edu- 
cations. When the Home opened its 
cafeteria in the home office building 
President Smith sent an engraved in- 
vitation to all the labor organizations 
which had taken part in the construction 
of the dining room and also to every 
one of its individual workmen. They 
included carpenters, sheetmetal workers, 
painters, masons, plumbers, steamfitters 
and others. 

On the morning of December 24 each 
year Mr. Smith personally presents to 
women maintenance workers of the 
building an 85-pound basket of food, in- 
cluding a large turkey. 

In World War II Mr. Smith was 
chairman of the industry committee 
which did so much to prevent enemy- 
inspired fires and explosions in fac- 
tories and similar places. It was called 
Committee for the Protection of Ameri- 
can Industrial Plants. 


Northern Assurance 
100th Anniversary Dinner 


The Northern Assurance of England 
celebrated the 100th anniversary of its 
United States branch at a banquet last 
week at the Hotel Sheraton in Chicago. 
It was the conclusion of a three-day 
meeting that was attended by its entire 
U. S. A. field force. 

In honor of the occasion T. W. 
Haynes, general manager of the North- 
ern Assurance Group, flew over from 
London to take an active part in the 
celebration. R. L. Wetherly, overseas 
manager, accompanied him. Owing to 
unavoidable circumstances, Lord Glen- 
conner, chairman of the Northern’s 
general court, had to forego the trip. 

On behalf of the directors and man- 
agement and in commemoration of the 
centennial of the United States branch, 
Mr. Haynes puresented to Earl D. Pat- 
ton, United States manager of the 
Northern Group, a sterling silver desk 
set made in 1854 and bearing thereon 
inscription on a gold plate. Mr. Patton 
presented to Mr. Haynes and to Mr. 
Wetherly an inscribed Angelus calendar 
clock, and at each place was a memento 
of the branch’s centennial. 


OPENS AGENCY IN TOLEDO 

Murray D. Miller, formerly with 
Kaiser Motors Corp., announces opening 
of his own insurance agency at 325 
Richardson Building, Toledo, Ohio. 


Black Is Elected President Of Home 


(Continued from Page 1) 


complete charge of the company’s af- 
fairs.” 

It was indicated that Mr. Smith will 
continue an active interest in the Home, 
his duties consisting mainly of general 
supervision of its finances and the in- 
vestment of company funds, subject to 
the control of the finance committee and 
the board of directors. 


Black Has Unusually Wide Experience 


The new president of the Home has 
an unusually wide experience in the in- 
surance field, quickly assimilates situa- 
tions, handles expertly and easily prob- 
lems presented for his consideration. 
His knowledge of the operations of the 
Home and of current insurance prob- 
lems has often been evidenced at field 
and other meetings of the Home by the 
unhesitatingly given and satisfactory 
manner in which he answers questions. 
No insurance executive of top rank 
could be further removed from the role 
of stall artist than he is. 

In recent talks to the field men, 
Harold V. Smith, in commenting on 
Mr. Black’s full knowledge of the busi- 
ness, also emphasized his sense of re- 
sponsibility. 

“IT have long thought, and the di- 
rectors have agreed with me,” he said, 
“that Ken Black is endowed with the 
finest qualities demanded of an insur- 
ance company leader.” 

Another officer of the Home said to 
The Eastern Underwriter: “Ken Black’s 
agile mind enables him to spot the gist 
of a situation quickly. His keen insight 
into humanity and his powers of ob- 
servation make it almost impossible for 
anyone to fool him. He began to be 
an accurate judge of people from the 
time that he entered the business.” 

In the ranks of high executives in 
fire insurance Mr. Black is one of the 
few men who feel perfectly at home 
talking to an audience with which talent 
is coupled a gift of felicitous ex tem- 
pore. He has a fine sense of humor; can 
also be cynical if he feels a situation 
warrants it, but never offensively so. 


Started Career in 1927 


Since 1927, when Mr. Black entered 
the insurance business with the Liberty 
Mutual of Boston, he has served as an 
agent and broker, a claims investigator, 
a general agent or territorial manager, 
and as a chief executive of an insurance 
company. For five years he was asso- 
ciated with D. F. Broderick & Co, 
where he served as manager of its New 
York office. Subsequently he became 
vice president of the Dearborn National 
Fire Companies and the Dearborn Na- 
tional Casualty Co. 

Mr. Black joined the Home in 1942 
and, during the succeeding war years, 
supervised the company’s activities in 
war damage insurance, being assigned 
to the office of Vice President Ivan 
Escott, then in charge of WDC opera- 
tions for the company. The War Dam- 
age Corp., formed by the government 
as part of RFC operations, had been 
launched and the fire insurance com- 
panies had agreed to assume part of the 
coverage. There were numerous prob- 
lems, technical and otherwise, confront- 
ing the companies. 

As it turned out, the fire companies 
emerged from War Damage Corp. op- 
erations without losses, but nobody 
knew that this fortunate denouement 
would so eventuate as fire insurance ex- 
ecutives went through lots of trepidation 
because of the continuous publication of 
newspaper stories warning the public 
that the Germans were perfecting rocket 
and other airplanes which might make 
the bombing of American coast cities a 
possibility at any time. 

When World War II was over Mr. 
Black was assigned to other executive 
duties at the Home where his remark- 
able broad experiences in insurance 
made him an exceptionally good head 
office man. He has held the office of 
assistant secretary of the Home Indem- 
nity, secretary of the Home, and as- 


sistant to the president. He was elected 
vice president and secretary of the 
Home in January, 1950, and a year later 
was elected to the board of directors. 
Over the years he has learned about 
company administration, about prepara- 
tion of annual financial statements, 
about appointment of men. 

Mr. Black serves as a director of the 
Insurance Society of New York and the 





Pach Bros., N. Y. 
KENNETH E. BLACK 


General Adjustment Bureau and is a 
member of the executive committee of 
the National Board of Fire Underwrit- 
ers. He has been a trustee of the Har- 
lem Savings Bank since November, 1951. 

Married to the former Miss Ethel 
Johnson of Boston, the Blacks have two 
children—Peter, 15, who is a student at 
Blair Academy, Blairstown, N. J., and 
Janet, 20, who is a student at Middle- 
bury College, Vermont. 


Smith’s Accomplishments as President 


Mr. Smith has had one of the most 
distinguished careers in the insurance 
business, beginning in 1910 with the 
Franklin Fire in Philadelphia. It was 
under his presidency of the Home that 
it grew to be the largest property in- 
surance company in the country. During 
his presidency, too, he accomplished 
what has been generally regarded as a 
remarkable corporate feat, in the merger 
several years ago of all the company’s 
affiliates into the Home Insurance Co. 
During his presidency the company has 
also consistently increased the financial 
returns to the stockholders. 

During World War I, Mr. Smith 
served as a lieutenant in Naval Intelli- 
gence. In that capacity he inspected 
many industrial plants, acquiring an ex- 
perience that greatly assisted him and 
the industry in World War II when he 
organized, and served as chairman of, 
the Insurance Committee for the Pro- 
tection of American Industrial Plants. 
At the end of the first World War, Mr. 
Smith returned to the Franklin, was 
soon elected secretary of that com- 
pany, and in 1923, became vice president 
and a director. 


Six years later, in 1929, Mr. Smith 
was transferred to New York and 
elected vice president of the Home 


with supervision of its eastern division 
and later its southern operations. In 
May, 1937, he was elected president. 
Since then the Home’s assets have in- 
creased over one-quarter of a billion 
dollars, totaling as of the end of last 
year $397,021,613, the highest ever re- 
corded. The company’s net premiums 
from 1937 to December 31, 1953, 
amounted to $1,798,180,769 or 60.5% of 


(Continued on Page 36) 





April 9, 1954 














Unique Business Experiment Dramatized 


In Story of LCT Group’s Progress 


The dramatic story of a unique labor- 
management experiment that has mush- 
roomed into an $18 million group of 
insurance and finance companies has 
been published in brochure form by the 
Insurance Co. of Texas Group. In a 28- 
page booklet, profusely illustrated, the 
success of ICT Group is recounted. It 
has grown in about three year’s time 


BENJACK CAGE 


from “an automobile ride” to the present 
diversified operations throughout the 
U nited States. 

Capitalizing on the idea that people 
prefer - do business with themselves, 
the ICT Group represents a partnership 
between management and members of 
Texas labor unions which has made it 
possible for working men and women 
of the state to acquire two-thirds of 
ICT’s stock. They have, in fact, become 
“their company’s best customers and 
best salesmen for almost all lines of 
insurance.” 

ICT believes that most so-called labor- 
management differences result from lack 
of information, not lack of good will. 

In ICT, the brochure says, “working 
people become better acquainted with 
management, and management, on thie 
other hand, gains an appreciation of the 
aims and point of view of labor. This is 
why ICT sometimes is called Labor’s 
Management Laboratory. 

President BenJack Cage Conceived Idea 

ICT President BenJack Cage con- 
ceived the idea for his organization 
while driving along the Dallas-Fort 
Worth highway in the spring of 195]. 
Mr. Cage applied the brakes to avoid 
hitting a group of aircraft workers who 
swarmed across the highway, but col- 
lided with his big idea of becoming a 
business partner with working people 
and giving them an opportunity to do 
business with their own company. 

Since then, the parent company, ICT, 


ANA i in New York, Nov. 8-10 


The annual meeting of Association of 
National Advertisers will be held at the 
Hotel Plaza, New York City, November 
8 to 10. As in past years, in addition to 
the advertiser members of the ANA, in- 
vited guests, including advertising 
agency and media representatives will 
attend. 





PLAN JOINT CONVENTION 
Plans are being launched for the joint 
convention at Grand Rapids, Mich., May 
13-14, of the Michigan Association of 
Mutual Insurance Agents and the “1752” 
Club of Michigan, the mutual field men’s 
organization. 


has expanded from two states into 24 
plus Alaska, and has given birth to a 
number of subsidiaries. 

Main ICT subsidiaries are the Life 
Insurance Co. of Texas and ICT Dis- 
count Corp. The latter company has 
expanded its operations to include six 
subsidiaries, ranging from retail finance 
outlets and a factoring company to a 
motor freight line and a precision parts 
manufacturer. 

ICT, according to its most recent 
financial statement, has assets totaling 
$7,700,000; ICT Discount Corp. assets 
are $6,380,000. 

In 1953 the ICT Group acquired a 
21-story office building in downtown 
Dallas which will become its home office 
during 1954. 

The role of the individual union mem- 
ber stockholder has not been forgotten 
in the ICT history. In a two-page photo- 
graphic section, the participation of a 
typical stockholder in the ICT program 
is spotlighted—from the time he _ pur- 
chases his first stock to the eventful 
occasion when he speaks from the floor 
at a stockholders’ meeting. 


ALLIED LINES ASSN. ELECTS 


Florence of Commercial Union Group 
Reelected President; Other Officers 
and Executive Comm. Members 
At the annual meeting of the Allied 
Lines Association in New York City on 
March 31, D. W. Florence, assistant 
United States manager of the Commer- 
cial Union Group, was reelected presi- 

dent. 

Also reelected were W. E. Smith, sec- 
retary, Phoenix Insurance Co., vice 
president, and D. G. Stone, secretary, 
Aetna Casualty & Surety, treasurer. 
C. M. Close, vice president, Great Amer- 
ican, was elected secretary of the asso- 
ciation. 

Elected to the executive committee 
are E. V. Goodwin, vice president, Se- 
curity ; Leonard Peterson, vice president, 
Home; F. P. Walther, secretary, Amer- 
ica Fore; R. Wareing, second vice presi- 
dent, Travelers Fire. 

Other members of the executive com- 
mittee are I. E. Crouch, secretary, 
Aetna; J. L. Erhardt, assistant United 
States manager, Royal-Liverpool Group; 
A. T. Fleischhauer, vice president, Fire- 
man’s Fund; Vincent L. Gallagher, dep- 
uty United States manager, Pearl Assur- 
ance Co. ; See Parker, vice president, 
Springfield Fire & Marine. 

H. W. Ploucquet continues as mana- 
ger of the association. 
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Snow, Vice President 
Phoenix Group, Retires 


42 YEARS WITH COMPANIES 


Nationally Known as Authority on Busi- 
ness Interruption Forms; Joined 


the Group in Middle West 


Chester A. Snow, vice president of the 
Phoenix-Connecticut Group, on March 
31, retired from active duty with the 
company after 42 years of service. Na- 
tionally known as an authority on busi- 


CHESTER A. SNOW 


ness interruption insurance, Mr. Snow 
has written numerous articles and 
spoken throughout the country on this 
class of insurance protection. 

He is a native of Chicago and a grad- 
uate of Armour Institute of Technology 
(now known as Illinois Institute of 
Technology). Mr. Snow joined the 
Phoenix in 1912 and for six years trav- 
eled throughout the 18 states of the 
Western Underwriters Association terri- 
tory as general inspector. He was trans- 
ferred to the home office in Hartford 
and in 1928 made superintendent of the 
special risk department. In 1936 he was 
made assistant secretary of the Phoenix- 
Connecticut Group and in 1939 was ad- 
vanced to secretary. He was appointed 
vice president in 1950. 


On Many Committees 


Mr. Snow served on the rating meth- 
ods research committee and the advisory 
committee of the Eastern Underwriters 
Association, the fire prevention and en- 
gineering standards committee of the 
National Board of Fire Underwriters, 
the special forms committee of the 
South-Eastern Underwriters Associa- 
tion, the Inter-Regional Time Element 
Committee, the executive committee of 
the Oil Insurance Association, and as 
director and secretary of the Factory 
Insurance Association Building Corp. 

He supervised the engineering and re- 
search department and participated in 
the company’s over-all activities in un- 
derwriting and production. 





Kentucky Warns Agents 


On Delinquent 4;ccounts 
Insurance Commissioner "ag T. Goebel 
of Kentucky has warned surance 
agents in Kentucky that f-— to pay 
their company accounts cowu result in 
suspension or revocation of their in- 
surance license. Mr. Goebel noted that 
there had been an increase in the num- 
ber of delinquent accounts reported to 
his office during the past few months, 
and expressed the opinion that the com- 
panies could do a lot to minimize this 
condition by taking more positive action 
in collection of accounts. He felt that 
companies had been too lenient with their 
agents in this respect for competitive 
purposes. 
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GAB Names McCaskie 
A General Adjuster 

OVER 40 YEARS IN INSURANCE 

Schwab Manager at Albany,~ Johnston 


Manager at Johnstown and Osborn 
Manager at Monticello, N. Y. 





The General Adjustment Bureau, an- 
nouncing a series of Eastern changes, 
states that Edgar A. McCaskie has been 
appointed a general adjuster and, 
Irving A. Schwab named to succeed him 
as manager of the Albany, N. Y., branch 
office. John Johnston, manager of the 
Monticello, N. Y., branch, succeeds Mr. 
Schwab as branch manager at Johns- 
town, N. Y., and John L. Osborne, Jr., 
has been appointed manager of the 
Monticello branch. 

As general adjuster, Mr. McCaskie 
will be concerned with the larger and 
more important losses in the area which 
encompasses the territories of the Al- 
bany, Binghamton, Glens Falls, Johns- 
town, Malone, Utica and Watertown 
branches. He will also be available to 
that field in an advisory capacity. Mr. 
McCaskie was first associated with the 
bureau from 1913 until 1917 when he 
entered military service. 

Following this, he was connected with 
the National Board of Fire Underwrit- 
ers and later became an adjuster in the 
northern New Jersey field. He rejoined 
the bureau as staff adjuster in 1940 and 
was appointed assistant manager at Al- 
bany in 1949, becoming manager the 
following year. Mr. McCaskie will con- 
tinue to make his headquarters in the 
Albany branch office. 


Schwab Joined Bureau in 1926 


Mr. Schwab, who was manager of the 
Johnstown office prior to this appoint- 
ment, joined the bureau staff in 1926 
at New York. In 1929 he was trans- 
ferred to Altoona and in 1944 he was 
assigned to Albany as a member of the 
adjusting staff. Mr. Schwab was ap- 
pointed branch manager at Johnstown 
in 1950. 

Mr. Johnston, who now heads the 
Johnstown office, has been a member of 
the bureau staff since 1937. At first as- 
signed to the New York City branch, 
he was transferred to the White Plains 
office in 1943 and was appointed branch 
manager at Monticello, in 1950. 

Mr. Osborne, the new manager at 
Monticello, joined the bureau in 1946 
following his release from military serv- 
ice. He has since been a member of the 
White Plains branch staff. In the past 
few years he has headed many emer- 
gency storm loss adjustment offices, the 
most recent being the temporary office 
at Asbury Park, N. J., which was 
opened following the storm of Novem- 
ber, 1953. 





American Names Rathbun 
Manager at Los Angeles 


The American Insurance Company an- 
nounces appointment of Charles R. 
Rathbun, CPCU, as manager of the 
southern California office at Los Angeles, 
replacing Ralph L. Priest who resigned 
to enter the local agency business. Mr. 
Rathbun attended Colgate University 
and graduated from Columbia University. 
After service as a pilot in the Air Force 
during World War II he joined the 
American at the home office in Newark, 

. J. serving as a fieldman in New 
Jersey. He was transferred to the South- 
ern California field in 1948. 


Wright Special in N. Y. 


The Fireman’s Fund Group announces 
appointment of Thomas S. Wright as 
special agent in its New York City 
metropolitan division for the counties of 
Putnam, Westchester and Rockland. 


Special Agent Wright has had long ex- 
Perience in the company, agency and 
engineering fields, and will make his 
headquarters in the group’s New York 
City office at 116 John Street. 


Eastman To Be Hosts to 
To Agents and Adjusters 


The Underwriters Board of Rochester, 
N. Y., will join with the Adjusters’ Club 
of Rochester for a visit to the Kodak 
Park plant of the Eastman Kodak Co. 
on Tuesday, April 20. After a thorough 
visit during the afternoon the agents 
and adjusters, and their wives, will be 
guests of Eastman Kodak Co. at dinner 
in the company’s dining room. 


RUSH GHIO STATE AGENT 

Phoenix of London Group announces 
the appointment of George B. Rush, Jr., 
as state agent for Ohio replacing E. W. 
Power who was recently retired after 
many years of service. 

Mr. Rush will make his headquarters 
at Columbus and will be under the su- 
Boyd D. 
manager of the Akron service office, 


pervision of Sonar, resident 


who is in charge of the group’s Ohio 
operations. 


Excelsior Club Dinner 

The Excelsior Staff Club of the Ex- 
celsior Insurance Co. recently held its 
annual dinner party. Entertainment was 
provided by the various employes of the 
Excelsior of Syracuse, N. Y. 

Officers of the 
are as 
Harkins; vice president, Marie Peukert; 
Glavin; 


Excelsior Staff Club 


follows: president, Virginia 


secretary, Joan treasurer, 


Charlotte Simon. 





An Advertisement similar to this appears in SATURDAY EVENING POST and in NEWSWEEK 





Words of a Great American. 


s. .. motives of commanding force impel us... 


to unite our efforts to preserve, prolong, 
and improve our immense advantages.” 


WISDOM 
from the past... 


STRENGTH 
for the future 


? 


If 
P Oreat American Oroup |: 
4 : 


Insurance Companies 


Mt. Rushmore’s great American group and the 
seal of the Great American Group of Insurance 
Companies—are apt symbols. Together they be- 
speak wisdom from the past and strength for the 
future. Such are the qualities represented by every 
Great American insurance policy. Our seal is your 
guarantee of the experience and strength that 
alone can give you sound insurance. To avail 
yourself of this kind of protection call one of Great 
American’s 17,000 local agents, or your broker. 
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Neville Warns Agents to Examine 
Plans for Change Before Deciding 


Holds Proposals to Aid Agents’ Competition May Tend to 
Reduce Contacts With Assureds and Adversely Affect 
Agency System and Ownership of Expirations 


Strong warnings to local agents not 
to take ownership of expirations purely 
for granted, but to see that such an 
expiration clause is inserted in agency 
contracts, and not readily to accept 
several recent proposals to aid agents 
in competition with non-agency insurers 
if these proposals tend to diminish con- 
tacts with insureds, are sounded by 
John F. Neville, executive secretary and 
general counsel of the National Asso- 
ciation of Insurance Agents. 

Speaking last Friday before the mid- 
year meeting of the New Jersey Asso- 
ciation at Asbury Park Mr. Neville said 
he has no doubt but that the present 
agitation for change, including proposals 
for continuous policies, direct billing by 
companies, automatic cancellation for 
non-payment of premiums and other 
plans, will be overcome by the agents 
themselves who have a great weapon in 
the service they render. 


Value of Contact With Assureds 


“But agents must give that service,” 
said Mr. Neville, “and by so doing will 
preserve the American Agency System 
and their ownership of expirations for 
which they have worked so diligently. 

“Whenever new procedures are rec- 
ommended, certainly do not reject them 
without mature consideration. But al- 
ways ask yourself one question: Does 
this reduce or minimize my contact with 
the insured? If the answer is yes, the 
result of accepting the procedure can 
well adversely affect the American 
Agency System, the ownership of ex- 
pirations, your agency’s welfare, and the 
best interest of the insured, because all 
these things are dependent one on the 
other. Don’t take the system or your 
place | in it for granted—no one else 
does.” 

After stating that for about 50 years 
local agents have been in a favorable 
position with respect to ownership of 
policy expirations Mr. Neville said that 
“there has been a definite tendency to 
become unrealistically complacent.” Con- 
tinuing he told the New Jersey agents: 

“It is true that as time moved on the 
companies, operating under the Ameri- 
can Agency System, recognized the cus- 
tom and usage which made the agents 
the owners of their business by an ap- 
propriate contract provision. It is only 
fair to say that, with some few excep- 
tions, the companies have been entirely 
fair to the agents in this respect. 

“However, when one reads the legal 
cases which have been decided over the 
years, he must realize that there are 
many points on the periphery of this 
subject which have been by no means 
settled. 


Agency Contract Provisions 


“One of the most definite impressions 
one receives in doing legal research on 
this subject is the diffculty and some- 
times the complete inability to prove 
to the satisfaction of the courts a cus- 
tom or usage which makes the agent 
the owner of his expirations. This situ- 
ation generally occurs when trouble 
develops and the agent has no owner- 
ship of expiration clause in his agree- 
ment. This is an unhappy situation 
because while nearly all agree there is 
such a custom, few are able to tell a 
court what it is. 

“In spite of the difficulties which can 
be encountered by not insisting upon 
such a clause in the agency agreement, 
agents occasionally take so little interest 
in their affairs that they allow this 
unnecessary and dangerous situation to 





happen. 

“Very recently I examined an agency 
agreement which did not include such 
a clause. This was no small, little known 
company either. The excuse which was 
given, and I think honestly, was that 
the printer omitted the clause when the 
agreement forms were prepared. Re- 
gardless of the reason, the agent was 
unprotected. No doubt he believes that 
he owns his expirations under any and 
all circumstances and can prove it. 

“The moral of all this is that an agent 
is certainly derelict in his duty to him- 
self if he doesn’t take steps to include 
a provision in his agreement making the 
ownership of his business definite and 
certain,” Mr. Neville stressed. 

“This takes care of the ordinary situ- 
ation. By that I mean up to the point 
where the insurance business started to 
show signs of drastically changing some 
of the characteristics which have been 
its hallmark as long as anyone can 
remember. 


Installment Plan 


“About 1949 we witnessed the great 
public debate on the adoption of the 
so-called installment payment and an- 
nual renewal plans. At that time the 
agents were warned that these drama- 
tically new plans (they were not new 
in the strict sense, but they were not 
widespread in their use) might have a 
deleterious effect on the agents’ owner- 
ship of expirations, to say nothing of 
other disadvantages for the agents along 
with the plans’ admitted appeal from a 
merchandising standpoint. 

“We are still plagued, from a legal 
standpoint, with the possible effect of 
these plans, especially when an agency 
is terminated. The debate still goes on 
but on a much subdued note. 

“Any careful agent can doubtless see 
a question as to the ownership of any 
business which is subject to this prob- 
lem for the reason that the agent has 
allowed control of the business to slip 
from his fingers and has embraced a 
plan which gives an inducement to the 
insured to continue in the company for 
an extended period even after the agent 
no longer represents it. 

“In this connection, it must be re- 
membered and never forgotten, that the 
insured and not the agent controls, in 
the final analysis, where the business is 
to be placed. Similarly, the insured re- 
mains unaffected by the niceties of the 
company-agent relation —especially in 
connection with the ownership of ex- 
pirations,” stressed Mr. Neville. 

“We have heard a great deal for some 
time about the condition of the automo- 
bile business, particularly in view of the 
inroads made in this field by the direct 
writers and others who do not subscribe 
to the American Agency System. 


Suggestions for Changes 


“Generally, after explaining the rea- 
sons why the American Agency System 
will disappear unless it becomes more 
realistic, modern and streamlined, the 
proponents of change, ostensibly in or- 
der to meet competition, suggest among 
other things, continuous policies, direct 
billing, automatic cancellation (to pre- 
vent free insurance) and last but not 
least, a commission reduction. The com- 
mission reduction, incidentally, is some- 
times suggested as 5%, which really 
means 20 or 25% less income for the 
agent. 

“The American Agency System is 
based on the distribution of insurance 
through agents who are the contacts 


(Continued on Page 44) 





Daenzer Talk 


(Continued from Page 30) 


with CPL and ten with residence theft. 
The homeowner's policy sells all of 
these coverages automatically,” Mr. 
Daenzer continued. 

“As of the first of the year, there are 
about 48,000,000 families in separate 
dwelling units in the United States. It 
is astounding but of these, 54% own 
their own homes today. This comes to 
25,920,000 owner-occupied dwelling units 
in the country. Conservatively, if you 
considered one half of them good pros- 
pects for this policy, it would mean 
12,960,000. At an average three-year pre- 
mium of $200, this would create the 
staggering premium potential of over 
two and a half billion dollars in resi- 
dence business. 

Cost of Operations 

“As respects cutting the cost of op- 
erations, this is the one which has 
amazed the agents. Instead of writing 
three, four, sometimes 10 policies, there 
is only one policy. There is no mul- 
tiplicity of endorsements—all shapes and 
forms. There is only one daily report 
to file, one expiration notice to file, one 
bill to send, one accounting entry 
throughout. There is only one collection 
to make and that is made easy by a 
very simple annual installment basis. 
Just consider that instead of checking 
three manuals in five or six different 
parts, the girl in the office only has to 
check two pages in the simplest manual 
in the insurance business. 

“Instead of making about eight multi- 
plications of amounts times the rate, 
there is quoted a single three-year pre- 
mium. Instead of typing a very mini- 
mum of 160 words, the girl types only 
50. The hidden gold mine in the home- 
owner’s contract is the tremendous sav- 
ings in administrative, clerical and sell- 
ing time for the average agent. It will 
make it possible to spend much more 
time eventually on the selling and han- 
dling of more complicated commercial 
risks. 

Producer Does Better Job 

“As respects the producer’s desire to 
do a better job with his clients, besides 
the attractiveness of a systematic and 
orderly basis of insurance, besides the 
savings angle on a pure cost basis, there 
are the many selling advantages which 
appear as soon as the producer prepares 
a comparison chart between present in- 
surance and the homeowner’s policy. In 
addition to filling big gaps like the ab- 
sence of AEC, CPL or RT, there are 
many small factors. You might call them 
dividends. The amount of insurance on 
outbuildings is a separate item in addi- 
tion to the coverage on the dwelling and 
not a part of it. This is also true of 
the additional living expense coverage. 

“There is $100 coverage on money and 
$500 on securities for fire, EC and AEC 
as well as theft. The theft coverage it- 
self is 40% of the dwelling item for 
personal property on the premises even 
though the charge is nothing like that. 
The theft away from the premises is 
world-wide. There is consequential loss 
damage coverage. On the liability por- 
tion, fire legal liability for property of 
others in the insured’s care is included 
without charge and there is no extra 
charge for the fact that a man has a 
two-family dwelling instead of a one- 
family dwelling. 

“Incidentally, the use of a comparison 
chart in sitting down with a client is 
having considerable effect in many 
agencies in the sale of other coverages. 
For example, as soon as it is brought 
out that there is a $1,000 limitation in 
the theft coverage for any single unset 
gem or article of jewelry or fur, the 
need for a jewelry floater or personal 
articles floater immediately arises. In 
another case, the need for additional 
coverages at a summer or winter home 
is revealed. In effect, the use of a com- 
parison sheet results in a simple survey. 

“Now tnere is one objection which has 
frequently been voiced in connection 
with this contract. It is said that there 
is no mysterious disappearance coverage 






Black Is Elected 


(Continued from Page 33) 


the Home’s cumulative net premiums of 
$2,972,121,890 since its founding in 1853, 


Smith’s Report to Stockholders 


The annual report by Mr. Smith fea- 
tured Monday’s stockholders’ meeting. 
Only two stockholders attending asked 
questions which were carefully an- 
swered. Mr. Smith remarked that “it is 
very gratifying that we run our com- 
pany so well that there are no more 
than a few questions regarding our 1953 
operations.” 

It was brought out in his report that 
while the Home’s 1953 operating results 
were substantially influenced by the 
large number of windstorms which 
swept across the nation last year, the 
company’s volume of business, dividend 
rate to stockholders and assets all in- 
creased. At the same time its financial 
strength was improved. 

Mr. Smith told the stockholders that 
the Home’s producers increased pre- 
mium volume last year by $5,304,979 to 
a total of $213,003,611, thus enabling the 
company to maintain its position as the 
leading writer of property insurance in 
America. Capital stock was $20,000,000 
and surplus was $149,364,450, resulting in 
a policyholders’ surplus of $169,364,450, 

Net premiums retained were $188,279,- 
585. Net investment income for the year 
amounted to $11,208,698 and underwrit- 
ing operations before Federal income 
taxes showed a profit of $3,273,640. The 
1953 over-all loss ratio of the Home was 
53.9%. 

Mr. Smith recalled that last year 
there were 16 major windstorm disas- 
ters in the United States and that the 
extent of the Home’s participation in 
these, by virtue of the 29,009 claims re- 
ported, clearly reveals how widespread 
is the coverage of the company. Its 
handling of the total 517,304 losses re- 
ported in 1953 demonstrated the effec- 
tiveness of the Home’s prompt service to 
policyholders who suffered damage in 
individual losses or in large scale disas- 
ters,” he said. 

Referring to stock dividends, Mr. 
Smith said that in his report to the 
stockholders at their meeting on April 
7, 1952, he had announced the intention 
to change dividends from a semi-annual 
to a quarterly basis. This change was 
made by the board of directors on 
March 9, 1953. An annual dividend rate 
of $2 per share was then established 
representing the fourth increase in divi- 
dends since the beginning of 1949. As a 
result, in 1953 dividends aggregating 
$9,000,000 were paid to stockholders. 

Following Mr. Smith’s address, it was 
announced that all directors of the com- 
pany were reelected to the board. 


NEW YORK WOMEN MEET 

The Insurance Women of New York 
held their monthly dinner meeting, 
Monday evening, April 5, at Fraunces 
Tavern, New York City. After dinner 
the new technicolor film put out by the 
America Fore Group of Insurance Com- 
panies, “Peace of Mind,” was shown. 





and that there is no theft from an auto- 
mobile. This is not so. While the 
phrase, mysterious disappearance, is not 
used in the contract there is very little 
difference. As you may know, mysteri- 
ous disappearance has been interpreted 
to mean a presumption of theft which, 
however, is reputable. 

“It would be my interpretation that if 
there was a good possibility of theft, 
presumption was strong enough, the 
theft coverage would be there and the 
Court would uphold the claim. There 
is coverage for theft from an automo- 
bile; if, however, the automobile is un- 
attended, the coverage is restricted to 
forcible entry. What they are trying to 
do under the theft portion is get rid of 
the careless type of loss which is the 
kind of luxury coverage provided under 
the PPF at a higher cost. It is a ques- 
tion of price and, of course, the charge 
in the homeowners is extremely low.” 
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House Group Refuses to Approve 
Govt. Air War Risk Binder Plan 


The House Appropriations Committee 
report in Washington on the Third 
Supplemental Appropriation bill revealed 
committee refusal to approve an interim 
program of Government aviation war 
risk insurance binders, despite the fact 
that no immediate expenditures were 
anticipated under the program. 

Congressional approval is required be- 
cause a so-called “revolving fund” which 
would be established under the June, 
1951, aviation war risk insurance law, 
and into which binder fees would go and 
out of which administrative costs and 
other expenses would come, was made 
subject to the provisions of the Govern- 
ment Corporation Control Act. This 
provides for Congressional action before 
expenditures can be made from such 
funds even though no Government 
money has gone into them. This pro- 
vision is not contained in the companion 
marine war risk law. 

Under the 1951 Act, the Secretary of 
Commerce has authority to provide Gov- 
ernment aviation war risk insurance 
binders, if coverage is not avé ailable on 
the commercial insurance market under 
reasonable terms and conditions. Former 
Secretary of Commerce Charles Sawyer 
found that the coverage was not so 
available in 1952, and he delegated the 
job of setting up a program to the De- 
fense Air Transportation Administration. 
The Air Transport Association led the 
major airlines in a drive to get a pro- 
gram started. 

DATA originally proposed a full-scale 


insurance program involving a $5,000,000 
revolving fund, but the Budget Bure: 1u 
vetoed the idea, whereupon DATA de- 
veloped a standby binder program along 
the lines of the marine war risk pro- 
gram. The Administration approved be- 
cause no funds would be required. 
Administrative costs and other expendi- 
tures were to be met out of binder fees 
and initial capitalization of the revolving 
fund would not be necessary until the 
insurance actually goes into effect. 
David W. Bluestone, acting adminis- 
trator of DATA, told the Appropriations 
Committee that binders would be issued 
at a fee of $100 per aircraft, for hull 
and operator’s liability, other than 
liability to cargo, and $10 per aircraft 
to bind the coverage for the operator’s 
cargo liability. He estimated that total 
fees for the fiscal] year 1955 would be 
$11,000, with expenses of $5,000 leaving 
net earnings of $6,000 for the year. 
DATA further explained that the 
proposed binder program would cover 
about 100 domestic aircraft of an average 


value of approximately $1.5 million, 
which would mean a total contingent 
liability of $150 million. “In addition,” 


according to Mr. Bluestone, “there would 
be passenger liability and third-party 
liability, which might come to the same 
amount.” 
Committee 
about potential 


were worried 
future costs of the 
program, with Representative Cliff 
Clavenger (R., Ohio), saying, “we are 
being requested to appropriate authoritv 
here now and no one knows how much.” 


members 





KENTUCKY RATE CHANGES 





New Rates and Rules for Auto Material 
Damage Coverages Will Result in 
Drop in Premiums of $400,000 

S. H. Goebel, Insurance Commissioner, 
announces that the Kentucky Insurance 
Department approved, effective April 5, 
new rates and rules for writing of auto- 
mobile material damage coverages as 
filed by the National Automobile Under- 
writers Association. It is estimated that 
this revision in rates and rules will re- 
sult in annual savings of approximately 
$400,000 to policyholders. 

Private passenger automobile compre- 
hensive premium revenue has been re- 
duced approximately 12.0% for the state 
as a whole, with average premium re- 
ductions varying to as much as 20% in 
some territories. 

The $50 deductible private passenger 
automobile collision experience for the 
state as a whole indicates that increases 
are necessary and this experience varies 
by rating territory, with some areas re- 
ceiving reductions, some unchanged, 
and other areas increases in pre- 
miums, The increase in $50 deductible 
collision premium revenue for the state 
as a whole amounts to about 2.0%. The 
$100 deductible average collision pre- 
mium for private passenger automobiles 
has been decreased approximately 6% 
for the state as a whole, with revision 
in average premium varying from reduc- 
tions up to 15% in some territories to a 
slight increase or no change in others. 

The present two classes for private 
Dassenger automobile collision rating 
have been increased to three classes bv 
sub-dividing Class 2 into a new Class 2 
and a Class 3; the new Class 2 being 
business and non-business use—operator 
under age 25; while Class 3 is business 


and non-business use,  individually- 
owned—no operator under age 25, or 
private passenger automobiles ow ned by 
corporations, co-partnerships or unin- 
corporated associations. 

Where the level of collision premiums 
in a territory remains unchanged, the 
premiums for Class 1 are reduced ap- 
proximately 11%; the premiums for the 
new Class 2 are increased by 15% ; and 
the premiums for Class 3 remain the 
same as for the present Class 2. Where 
the level of collision premiums in a 
territory has been altered, the effects 
by class are in addition to the changes 
in premium levels. 

No changes are being made in rates 
and premiums for commercial automo- 
biles. However, a few minor changes 
have been made in rules for rating com- 
mercial automobiles. 


DIES SMOKING IN BED 

Smoking in bed, a long-time habit of 
Mrs. Naomi Steine of Minneapolis, fi- 
nally cost her her life. In the last two 
years her careless smoking habits are 
blamed by police for five fires in places 
where she lived, one of them causing a 
$10,000 loss. She served at least three 
jail sentences. In the last case the 
woman apparently fell asleep while 
smoking in bed. 





HIMMEL WITH FREEDMAN 
Appointment of Morris Himmel to the 
new position of vice president in charge 
of production and manager of the for- 
eign department of the Aaron S. Freed- 
man Agency, Inc., general insurance 
agency at 1500 Hertel Avenue, Buffalo, 
y. Y., is announced by President Aaron 
S. Freedman. The agency’s foreign de- 
partment operates under the name of 

Freedman, Olsen & Scott Co., Inc. 








SILAS R. FRANZ CO. 
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Urges Inland Underwriters To Help 
Lower Package Losses From Trucks 


Insurance underwriters were urged to 
give more attention to curtailing package 
and carton thefts from trucks by Jack 
Seide, president, Babaco Alarm Sys- 
tems, Inc. at the Underwriting Con- 
ference of the Transportation Insurance 
Rating Bureau at the Edgewater Beach 
Hotel in Chicago recently. 


Mr. Seide said the yearly toll of single 
packages 


and cartons stolen from trucks 





JACK SEIDE 


runs into many millions of dollars. “The 
insurance industry has done an excellent 
job in leading the fight against the big 
hijackings and_ so-called catastrophe 
losses,” he said, “but much more needs 
to be done to prevent the smaller type 
losses, whose total take is so great that 
it seriously hurts shippers, truckers, in- 
surors and the public as a whole.” 

He said that truck burglar alarm sys- 
tems have proven to be effective deter- 
rents in eliminating these “package 
thefts” and the cost of burglar alarm 
protection is more than paid for by 
the prevention of a single package or 

carton theft. 

“Theft prevention must not deal solely 
with the large losses if it is to be effec- 
tive,” Mr. Seide said. “Insurance com- 
panies have four alternatives: to refuse 
coverage, to pay the losses, to invoke 
deductibes in policies, or to work vig- 
orously for loss prevention measures. 
Obviously the latter choice not only 





UGA Tournament May 14 


The Underwriters Golf Association of 
New York announces that the Spring 
tournament will be held on Friday, May 
14, at the Montclair Golf Club, Mont- 
clair, N. J. W. L. Hippard at 74 Trinity 
Place is secretary-treasurer. 


MOVE PITTSBURGH OFFICE 

Johnson & Higgins of Pennsylvania, 
Inc., insurance brokers and average 
adjusters, announce the removal of their 
Pittsburgh office to 1315 Farmers Bank 
Building, Pittsburgh 22. 





serves the insurance industry 
is also in the public interest.” 

Mr. Seide said that a_ substantial 
amount of truck cargo thefts and hi- 
jackings, which are estimated to take 
an annual toll of nearly $90,000,000, are 
made up of losses which occur to trucks 
that are privately owned or leased by 
manufacturers, distributors and shippers. 

He said the commercial contract car- 
riers are leading the way in theft pre- 
vention programs and therefore “ac- 
count for a small proportion of the over- 
all truck cargo theft losses. Shippers 
of all types, and particularly those who 
use pick-up and delivery trucks,” he 
said, “must be encouraged to take imme- 
diate steps to curtail the rising toll of 
truck cargo thefts connected with their 
operations.” 


best, but 


Protest Mexican Changes 


In Insurance Regulations 
Rights of United States exporters and 
importers to place shipping risk insur- 
ance in the most favorable markets are 
declared to have been infringed by re- 
cent changes in Mexican laws. In a pro- 
test to the Department of State, the 
Commerce and Industry Association of 
New York said that the amended regu- 
lations required coverage of risks for 
the account of persons resident in 
Mexico through insurance companies au- 
thorized to operate in that country. 

The protest was addressed to Secre- 
tary John Foster Dulles. Joseph A. Sin- 
clair, association secretary, asked that 
Mexican authorities be informed that en- 
forcement of the regulations would be 
detrimental to trade. 

Mr. Sinclair said the regulations 
penalized American exporters who were 
willing to grant favorable credit terms 
to Mexican buyers. The exporters will 
either continue to obtain their own in- 
surance at ultimate extra expense to 
Mexican importers, he added, or tighten 
credit terms. He noted also that dis- 
crimination in transport insurance was 
contrary to a recent United Nations 
resolution. 


WALTER J. SWEENEY ADVANCED 





Assistant Secretary Eureka-Security and 
Monarch Fire; Is Assistant Under- 
writing Secretary of Pearl 

Walter J. Sweeney has been elected 
assistant secretary of the Eureka- 
Security Fire and Marine and the Mon- 
arch Fire. He is assistant underwriting 
secretary of the Pearl Assurance and 
has direct supervision of the underwrit- 
ing of the group’s business in the Mid- 
dle department, Southeastern and cer- 
tain Mid-western states. 

Mr. Sweeney’s entire business career 
has been in insurance. He joined the 
Pearl in 1937 and later became chief 
underwriter for the Middle department 
in the former departmental office that 
the group maintained in Philadelphia. 
In 1948 he was sent to Washington 
where he assumed the position of mana- 
ger of the Washington service office. In 
January of this year he was transferred 
to New York City and made assistant 
underwriting secretary of the Pearl. 
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Delaney Urges Pacific Reinsurance 


Corp. to Improve Domestic Market 


Calling for the establishment of a 
Pacific Reinsurance Corp. to help rem- 
edy the insufficient domestic market, 
William F. Delaney, Jr., New York rein- 
surance manager for Fairfield & Ellis, 
Boston, Mass., in an address before the 
Pacific Insurance & Surety Conference, 
March 31, at Palm Springs, Calif., em- 
phasized that the creation of an addi- 





WILLIAM F. DELANEY, JR. 


tional market will provide a_ greater 
capacity, lessen the pressure on the 
present casualty reinsurance market and 
thus tend to produce a lower cost to 
assureds. At the same time, it will give 
the companies who join a share in the 
profits, he said. 

Mr. Delaney pointed out that al- 
though reinsurance is slowly moving 
westward, the Pacific Conference mem- 
bers with other companies of the west, 
could organize such a group at the pres- 
ent time. “Such a group could do a 
countrywide casualty reinsurance busi- 
ness and relieve the casualty reinsur- 
ance problems on the Pacific coast and 
Texas,” he declared. 

“Certainly, under present practices,” 
Mr. Delaney continued, “the domestic 
reinsurance market is not meeting the 
needs of domestic writing carriers. We 
have a domestic market insufficient for 
our needs because: (1) Too much busi- 
ness is retroceded abroad with the re- 
sult of placing an unfair burden on the 
foreign insurers; (2) many of the pres- 
ent domestic reinsurers discourage the 
division of reinsurance treaties on a 
pro-rata basis such as I have suggested.” 

He listed the recommendation made 
by the technician’s subcommittee of the 
National Association of Insurance Com- 
missioners concerning unadmitted rein- 
surance as a disturbing factor in today’s 
casualty reinsurance market. 


Government Control 


Government control was another fac- 
tor Mr. Delaney listed as disturbing. He 
cautioned that if private enterprise is 
to insure its freedom it must be ready 
to furnish the facilities rather than turn 
to the state. 

“Already there have been inroads in 
some fields such as workmen’s compen- 
sation and automobile insurance,” he de- 


clared. “I am sure you would not wel- 
come additional government proposals 
for government reinsurance. President 
Eisenhower’s recommendations show 
that, unless private enterprise provides 
reinsurance facilities, the government 
will be forced to intervene and make 
provision. I have discussed the matter 
with several leaders in the accident and 
health field. 

“T believe,” Mr. Delaney continued, 
“they should do everything possible to 
create a private market from the indus- 
try itself. So, also, we should create as 
large a casualty reinsurance market as 
possible to avoid intervention by the 
Federal or state authorities.” 

He then emphasized that with the 
ever increasing demand for larger maxi- 
mum limits of reinsurance, it was not 
reasonable to expect the foreign market 
to assume more than it feels safe to ab- 
sorb. “Nor is it reasonable,” continued 
Mr. Delaney, “for the direct companies 
to expect these foreign sources to pro- 
vide increasingly large amounts of re- 
insurance required by our expanding do- 
mestic insurance needs.” 

Citing the fact that London Lloyd’s 
had been endeavoring to retrocede to 
American companies and that it has not 
always been successful in finding a mar- 
ket, he made it clear that his proposal 
was not inimical to Lloyd’s but rather 
represented a wish to open up a domes- 
tic casualty reinsurance market. 


Points to Casualty Reinsurance Assn. 

“The best way to organize a new re- 
insurance group,” added Mr. Delaney, 
“would be to form a casualty reinsur- 
ance association composed of a group of 
from 30 to 50 companies. The associa- 
tion might be called the Pacific Reinsur- 
ance Association or the Pacific and 
Southwestern Reinsurance Association, 


depending upon its membership. The 
association would be managed by an 
underwriting management organization 
which would serve as the underwriter. 
“The Pacific and Southwestern Rein- 
Association would accept par- 
(Continued on Page 44) 
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Dawson Releases Comp. 
Report for Gov. Dewey 


REVISED HEARING PROCEDURE 


Effective April 1; Allows for Pre-Trial 
Hearing on All Cases; 15% Unneces- 
sary Delay Penalty 


At a special conference on April 2, 
Moreland Act Commissioner Archie O. 
Dawson released his preliminary report 
to New York State Governor Dewey in 
connection with his investigation into 
the high cost of workmen’s compensa- 
tion insurance. Mr. Dawson announced 
that the first step of reform, consisting 
of a revised hearing proc edure, has been 
put into effect on April 1. This re- 
formed procedure, in Mr. Dawson’s opin- 
ion, will eliminate ‘one-third to one- 
helf of compensation hearings and will 
effect a saving in cost to the Workmen's 
Compensation Board, the claimants and 
to insurance carriers. 

Of the $300,000,000 paid by companies 
for workmen’s compensation, said Com- 
missioner Dawson, $240,000,000 is paid 
in premiums to insurance companies. 
About 60% of the insurance companies’ 
money goes to workers or doctors; 40% 
is retained by the companies for ad- 
ministrative costs. 

In answer to a question as to whether 
he thought the money allotted for ad- 
ministrative costs by insurance compa- 
nies was out of proportion, the Commis- 
sioner said that “although it is pretty 
standard throughout the nation, it is 
high.” 


Allows For Pre-Trial Hearing 


The new compensation hearing pro- 
cedure, now effective, allows for a pre- 
trial hearing on all cases and is designed 
to eliminate the multiplicity of hearings 
Sey associated with each compen- 
sation case. 

“Under this procedure,” Mr. Dawson 
stated, “it will be unnecessary for either 
the claimant, the employer, or the in- 
surance carrier to appear for a hearing 
unless a controverted issue is presented. 
When such an issue is presented by a 
party, a preliminary pre-trial hearing 
will be held at which the issue will be 
defined and the parties advised of their 
rights and the type of testimony which 
they should be prepared to present. 
The case will then be put down for 
hearing on a certain day. 

“This will permit the prompt deter- 
mination of issues and prevent the 
lengthy delays which have existed in the 
past in the ‘determination of the rights 
of the parties. It is a decided step for- 
ward in reducing unnecessary expense in 
the administration of workmen’s com- 


(Continued on Page 39) 
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Cahill Cites Benefits 
Of Cooperative Effort 


OPTIMISTIC IN BOSTON TALK 
Gives Eastern Agents Conference Pre- 
view of New Comprehensive Dwelling 
Policy; Will Increase Premium Volume 





James M. Cahill, secretary of the Na- 
tional Bureau of Casualty Underwriters, 
featured in his address at the Eastern 
Agents Conference of the National As- 
sociation of Insurance Agents in Boston, 
April 6, two current examples of coop- 
eration which “in addition to bringing 
needed order into our business, should 
produce an increase in desirable premium 
volume to agents and companies through 
making better contracts available to 
buyers.” 

First and most important, Mr. Cahill 
pointed to the cooperation that has 
created a comprehensive dwelling policy 
under the sponsorship of the iaberburenn 
Insurance Advisory Group. He then re- 
ferred to the cooperative effort of the 
National Bureau and the Inland Marine 
Insurance Bureau in introducing a uni- 
form program for accounts receivable 
and valuable papers and records insur- 
ance. This program became effective 
April 5 

In reference to the comprehensive 
dwelling policy, Mr. Cahill said: “The 
named peril coverages and rate struc- 
tures have been developed with a divis- 
ible premium basis which will permit 
having the necessary filings made with 
the state supervisory authorities by the 
customary rating bureaus with which you 
are familiar. 

“T¢ 35 expected that the program will 
be filed in the very near future in a 
number of states and then be followed 
by filings in additional states as prompt- 
ly as possible. A special set of manual 
pages incorporating the rates, etc., for all 
coverages that may be afforded under 
the policy will be printed and distributed 
to all manual holders. 


Multiple Peril Policy 


“The new comprehensive dwelling 
policy will present for the first time an 
piel integrated multiple peril policy 
on an optional coverage and optional 
amount basis. The insured may select 
one or more of six coverage groups at 
the manual rates applying thereto, but 
by taking at least a specified minimum 
group of coverages he will enjoy the 
advantages of a substantial premium 
saving. 

“This policy is not merely the result 
of adding all of the various coverages 
and conditions of separate policies to- 
gether, but represents the first step in 
reducing many diverse coverages to a 
common basis so far as feasible. Over- 
lapping coverages that presently exist 
when separate policies are written are 
eliminated. 

“The proposed policy,” Mr. Cahill con- 
tinued, “will provide the producer with 
a package that should prove attractive 
both coverage-wise and price-wise to 
eligible insureds. It gives the producer 
an opportunity to custom-tailor the 
policy to fit the needs of his client 
on a named peril and amount basis, and 
thereby avoids the pitfalls of a canned 
policy program which might be wholly 
inappropriate for the circumstances of 
many insureds. 


Good Policy Coverage 


“It is believed that the coverage under 
this policy will be so good and its 
flexibility so desirable from the stand- 
point of both insureds and agents that 
minor differences in premium vs. com- 
petitor policies will be of no consequence. 
Substantial premium savings under the 
package policy from the cost of sepa- 
rate standard policies will be allowed, 
however, in recognition of the favorable 
effect of carrying a prescribed degree of 
insurance to value based on an. applica- 
tion form and for spread of risk and the 
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Mary Donlan on New 
Comp. Claims Procedure 


ASKS GREATER COOPERATION 





Pays Tribute to Dawson; Board to Hold 
Conference Series; Prompt Pay- 
ment of Claims 





Greater cooperation between the 118 
insurance carriers authorized to write 
workmen’s compensation in New York 
State was stressed by Mary Donlan, 
chairman of the New York State Work- 
men’s Compensation Board, April 2, at a 
conference of several hundred top execu- 
tives of insurance carrier members of 
the New York Compensation Insurance 
Rating Board, held at the Engineering 
Societies Building, New York. At the 
same time, Miss Donlan announced the 
inauguration, effective immediately, of a 
new procedure for the processing and 
payment of workmen’s compensation 
8 laims. 

The chairman of the state Work- 
men’s Compensation Board paid tribute 
to Moreland Act Commissioner Archie 
QO. Dawson and his staff for what she 
termed their energy and thoroughness 
in the consideration of the highly tech- 
nical and difficult problem associated 
with a study of referee hearings. 

Miss Donlan also announced that the 
Workmen’s Compensation Board will 
hold a series of conferences in New 
York City and up-state cities in order 
to acquaint employers, workers, doctors, 
lawyers, and welfare authorities with 
the new program for hearing and de- 
termining claims and the payment of 
compensation, Conference dates and 
cities will be announced soon, she said. 

In her address to insurance executives, 
Miss Donlan declared: “This is the year 
of decision. Employers feel strongly 
that they pay too much for too little, 
and employes assert that they get too 
little, too late. Under these pressures 
the people themselves are likely to de- 
termine whether, in their opinion, pri- 
vate insurance can or can not effectively 
do the relatively simple job of paying 
workmen’s compensation benefits to dis- 
abled workers and to the widows and 
children who are entitled to such bene- 
fits, promptly and directly, without un- 
necessary controversy or litigation, as 
the Workmen’s Compensation Law 
clearly intends.” 

Miss Donlan contended that the car- 
riers, as a whole, have not succeeded 
in doing this after 40 years of work- 
men’s compensation experience. 

“There have been a few shining ex- 
ceptions, for which the Board is grate- 
ful,” she said. “Whether the other car- 
riers can and will now do what they 
should have been doing all the time, 
concerns virtually every person within 
the confines of the state. 

“Neither the Board, the employers nor 
the workers, are in any mood to toler- 
ate continuing bad carrier performance. 
What is needed, and at once, is a thor- 
ough-going carrier claims house clean- 
ing, motivated by a will to clear out the 
cobwebs and to do, in the future, pre- 
cisely what the law intends should be 
done. 

“To this end,” Miss Donlon continued, 
“we have collaborated with the More- 
land Act Commissioner and his staff in 
reviewing old procedures and developing 
procedures that, while not altogether 
new, are newly to be tried out now 
as a package program. It has been said, 
time and time again, that almost every- 
thing one can think of has been tried 
sometime. 

“The gist of the new program is sim- 
ple,’ Miss Donlan continued. “It rests 
on the statutory design for workmen’s 
compensation in this state, implemented 
by the rule making authority. Employ- 
ers and carriers are to investigate claims 
Promptly and to make up their minds 
within the period fixed by law. 

“They are to pay workmen’s compen- 
sation directly and periodically, in like 
Manner as wages, unless they contro- 
vert for good cause. When these po- 
Sitions are properly taken, and due re- 
Ports thereof filed, the number of hear- 


ZURICH-AMERICAN CHANGES 





Walters Named Director of Conserva- 
tion Services; Bridges Resigns; Fitch 
Supervising Engineer in Detroit 
Ralph E. Walters has been named 
director of conservation services for the 
Zurich-American Insurance Companies, 
Chicago, effective June 1. He succeeds 
Clark D. Bridges, who is resigning to 
join the staff of the Council on Indus- 
trial Health, American Medical Asso- 

ciation. 

Mr. Walters, who has been in insur- 
ance engineering work for the past 16 
years, has a well-diversified background 
of training and experience. He attended 
Drexel Institute of Technology, Phila- 
delphia, and the Massachusetts Institute 
of Technology and has also completed 
courses at Harvard and Toledo Univer- 
sities. 

During World War II he served in 
1942 and 1943 as engineering officer at 
the Canton, Ohio, Naval Ordnance 
Plant, and from 1943 to 1946 he saw 
active duty at sea as engineering officer 
aboard an aircraft carrier. 

He joined the Zurich-American con- 
servation services staff at Jacksonville, 
Fla., in January, 1949, and has been 
supervising engineer in the companies’ 
Detroit office since January, 1953. 

Harold Fitch, who succeeds Mr. Wal- 
ters at Detroit, has been with the 
Zurich-American conservation staff since 
April, 1953. He is a graduate of Wash- 
ington University of St. Louis with a 
degree in chemical engineering and has 
been engaged in industrial and insur- 
ance safety work since 1937. 

Mr. Bridges, who leaves Zurich- 
American after 10 years as director of 
conservation services, is widely known 
for his safety and health education ac- 
tivities and for his work in the field of 
rehabilitation and job placement. 


APPROVE MUTUAL BUR. RATES 
Mass., N. J., R. I. Sanction Filings of 
. & C. and O. L. & T. Rates; 
Now in 31 States and D. C. 

The Insurance Departments of Massa- 
chusetts, New Jersey and Rhode Island 
have approved filings of the Mutual 
Insurance Rating Bureau involving re- 
vised bodily injury liability rates for 
M. & C. liability and O. L. & T. liabil- 
ity area and frontage classifications. The 
revised rates apply to all policies written 
on or after April 5, 1954, and may be 
applied to policies written to become 
effective between February 1 and April 

5, 1954. 

The following state-wide rate level 
changes are involved in these revisions: 


State O.L.&T. M. &C. 
Massachusetts + 10.0% + 11.3% 
New Jersey ...... 25.3 — 69 
Rhode Island ..... + 20.8 +53 


In Massachusetts the changes effec- 
tive April 5 include revised rates for 
comprehensive personal and _ farmers’ 
comprehensive personal liability insur- 
ance. For comprehensive personal lia- 
bility in Massachusetts, an increase of 
$2 will apply to the basic rates for 
personal liability, including the initial 
residence or two-family dwelling. For 
farmers’ comprehensive personal liabil- 
ity in that state, an increase of $3 will 
apply to the basic rate for personal lia- 
bility including the initial farm premises. 

In addition to the introduction of re- 
vised rates in these states, the changes 
also include revised territory schedules 
for O. L. & T. liability insurance in 
Massachusetts, New Jersey and Rhode 
Island. 

With the addition of these states, rate 
revisions for M. & C. liability and O. L. 
& T. liability have now been approved 
for the Mutual Bureau in 31 states and 
the District of Columbia. In several 
other states revisions are pending. 





ings will be reduced, by how many the 
Board cannot say until the degree of 
carrier compliance with both the spirit 
and letter of he law are better known.” 


Western Surety of S. D. Made 


Fine Progress Last Year 


Western Surety Co. of Sioux Falls, 
South Dakota, one of the oldest of 
America’s bonding companies, had un- 
usually good results during 1953 as re- 
vealed by its recent financial statement 
and report of operations. 

With gross premiums written of $3,- 
007,815 and earned premiums of $2,532,- 
837, the company made an underwriting 
gain of $366,594 compared with 1952 
gain of $341,759. The over-all ratio of 
losses incurred to premiums earned was 
20.03% compared with 21.85% in 1952. 
The three major lines written by the 
company are workmen’s compensation, 
fidelity and surety and 1953 production 
was ahead in all three. 

Total assets at the year-end were 
$5,240,710 compared with $4,731,335 the 
year previous. With its funds invested 
largely in high grade bonds, the com- 
pany realized an investment gain last 
year of $86,521 compared with 1952 gain 
of $79,478. Capital continues at $1,000,000 
which, with surplus of $1,093,434 and 
$200,000 voluntary reserve for a new 
office building, gave the company a sur- 
plus to policyholders of $2,293,434 at the 
year-end. This represented practically 
$200,000 increase over the 1952 total. 

Founded in 1900 by the late Joe 
Kirby, Western Surety has grown con- 
servatively over the years into a well 
established, successful bonding company 
which operates in 22 states and is on 
the U. S. Treasury Department’s ap- 
proved list of sureties. Board chairman 
of the company is Dan Kirby, son of 
the founder, and president is Joe Kirby, 
grandson of the founder. Under their 
leadership the company has made fine 
progress. 


NEWARK BRANCH WINS TROPHY 





Indemnity Insurance Co. Diemand 
Award; Honorable Mention for 
Baltimore, Chicago, Cleveland 
The Newark service office of Indem- 
nity Insurance Co. of North America, 
under the managership of Edwin H. 
Charles, has won the Diemand trophy 

for 1953. 

This was announced March 31 by 
Herbert P. Stellwagen, executive vice 
president of the company, who also 
revealed that the Baltimore service of- 
fice, E. Dean Ellithorp, manager; the 
Chicago service office, Samuel H. Mc- 
Goun, manager, and the Cleveland serv- 
ice office, William A. Watson, manager, 
had been awarded honorable mention. 

Special recognition for outstanding 
performance was given to the New York 
office which is under the administration 
of Resident Vice President Franklin 
Vanderbilt and Managers Edward Q. 
Field and James R. Rooney. This of- 
fice, because of its unique size, was 
not eligible to participate in the 1953 
award. 

The Diemand trophy is a handsome 
silver plaque mounted on ebony, which 
was designed and engraved by a noted 
silversmith. Established in 1936 by John 
A. Diemand, president of the North 
America Companies, it has been awarded 
annually to the Indemnity company 
service office showing the best all- 
around excellence of operations, espe- 
cially in the servicing of agents and 
brokers. 

Both the New York and Philadelphia 
offices have retired similar trophies un- 
der the rule which gives permanent 
possession of the award when won by 
any service office for the third time. 
The current trophy was won in 1952 
by the Philadelphia metropolitan service 
office, E. Sydenham Page, general man- 
ager, and William P. Arnold, Jr., man- 
ager. 

The year 1953 marks the first time 
the award has been won by Newark 
service office, which supervises the com- 
pany’s operations in the 12 northern 
counties of New Jersey. 








STEPS in the 
RIGHT DIRECTION 


Every Educators agent 
constantly performs a 
& vital service to both his 


policyholders and his 
community, 


He is ever alert to 


provide the finest 


protection possible @ 

that’s consistent 

with the individual a 

needs. 

The policies he sells will not & 
prevent disabilities. They pay 

for them. Their fundamental 
purpose is to insure against 


financial loss resulting from 
unexpected illness or injury. 


Becoming an Educa- a 
tors agent is always a 
step in the right 
direction. 


Mutual Insurance Company 
Lancaster, Pa. 


Operating in Pa., Ohio, Del., Md., Va., 
W.Va.,N.C.,S.C., Ga., Fla., Wash. D.C. 











Purchase Fidelity Casualty 

Beneficial Standard Life Insurance Co. 
Angeles, has purchased the 
Casualty 


of Los 
Fidelity Interstate 
Co. of Philadelphia, 
nouncement by Chairman E. D. Mitchel 
of the board of directors of Beneficial. 


Insurance 


according to an- 


The company will be operated as a 
separate entity, with Executive Vice 
President Harry T. Dozor in charge. 

The Fidelity was organized in 1936, 
and writes accident and health insurance 
only. It operates in Ohio, Indiana, Mary- 
land and Virginia in addition to its home 
state of Pennsylvania. 

By purchase of this company, the 
Beneficial group now comprises the 
parent company, the Beneficial Fire & 
Casualty Co., and the Fidelity. In addi- 
tion to these the company recently re- 
insured all the business of the Citizens 
Life & Casualty Co. of Los Angeles, 
which recently surrendered its certificate 
of authority. 


NEW MASSACHUSETTS EDITION 
Association of Casualty & Surety Com- 
panies now has available a new ‘edition 
of the Massachusetts workmen’s compen- 
sation law pamphlet, including recent 
important changes in the law. 


Dawson's Comp. Report 


(Continued from Page 38) 


pensation.” 

Mr. Dawson also stated that a 15% 
penalty would be imposed on any em- 
ployer or carrier who, without just 
cause, unnecessarily objects to an awé ard. 
“T have recommended,” he said, “that 
this penalty be vigorously imposed.” 

In relation to his next report, Mr. 
Dawson said: “I think we will have a 
report on insurance costs by June 1. 
This will be a comparison between pri- 
vate carriers and the State Fund and 
whether insurance costs are excessive.” 

Commissioner Dawson will also make 
an investigation of medical expense fac- 
tors in compensation claims which will 
be included in his next report. 
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Jacksonville, Fla., Has 
Best Traffic Control 

WINS C. & S. ASSN. 1953 AWARD 

Harry Howard, Jr., Receives $100 First 


Prize in Fifth Annual Traffic Con- 
test; 67% Accident Reduction 








A traffic control program that pro- 
duced a 67% reduction in accidents 
through the installation of adequate 
warning devices at a hazardous inter- 
section in Jacksonville, Fla., has been 
voted the best example of traffic en- 
gineering results submitted to the As- 
sociation of Casualty & Surety Compa- 
nies in its 1953 competition for traffic 
officials. 

First prize of $100 was awarded to 
Harry Howard, Jr., Jacksonville traffic 
engineer, for his entry in the associa- 
tion’s fifth annual “Getting Results 
Through Traffic Engineering” contest. 
It showed how a serious accident prob- 
lem, which had caused injuries to 13 
persons and property damage of $14,160 
in 11 months had been solved by the 
use of a flashing beacon, guide | lines, 
guard rails and reflectorized ‘ ‘stop” signs 
costing only $255. 

As motor "vehicle accidents dropped 
from 12 to four in a comparable period 
following the installation of these de- 
vices, only three persons suffered in- 
juries, a reduction of 77%, and property 
damage costs fell to $3 745, a reduction 
of 73%. 

Mr. Howard’s highly successful project 
was one of more than 120 examples of 
traffic engineering published by the as- 
sociation’s accident prevention depart- 
ment during the last 15 years to guide 
safety engineers and officials in ways to 
reduce the toll of deaths, injuries and 
property damage in highway accidents. 

Through these case histories, sent 
without charge to more than 3,000 key 
officials interested in safety, traffic en- 
gineering know-how has been put to 
work on a broad scale in thousands of 
cities and on rural highways. 

Among other examples published last 
year in the association’s accident preven- 
tion bulletins, “Getting Results Through 
Traffic Engineering,” were several plans 
that cut the accident totals in half. 

Channelization and signal changes in- 
troduced in Charlotte, N. C., by Herman 
J. Hoose, traffic engineer of that city, 
made possible a much freer traffic move- 
ment at a busy intersection and reduced 
accidents 64% 


Skidding Accidents Lowered in 
Los Angeles 

In Los Angeles, traffic engineer R. T. 
Dorsey showed how skidding accidents 
could be lessened 59%, by grooving the 
road surface to produce a non-skid pave- 
ment. As accidents dropped, the number 
of persons injured declined from 107 to 
27, a 75% reduction. 

W. H. Mann, traffic engineer of Nash- 
ville, submitted a description of chan- 
nelization and one-way street patterns 
that led to a 44% shrinkage in the 
amount of accidents. Compared with 25 
accidents aid nine personal injuries be- 
fore the plan was adopted, only 14 acci- 
dents involving two personal injuries oc- 
curred after the change was made. 

In the association’s annual competi- 
tion, open to all traffic engineers and 
highway officials and others interested 
in improving traffic safety, major factors 
considered by the judges include effec- 
tiveness of a project in reducing acci- 
dents and traffic delay or congestion, 
and relationship of the value of benefits 
to the cost of the improvements made. 


Traffic Safety Judges 

Judges of the 1953 competition were 
representatives of leading organizations 
interested in traffic safety: American 
Association of State Highway Officials, 
J. Carl McMonagle, director, planning 
and traffic division, Michigan Highway 
department; International Association 
of Chiefs of Police, Carl F. Hanson, 
chief of police department, Dallas; In- 
stitute of Traffic Engineers, Edward G. 
Wetzel, assistant chief planning division, 


SAN DIEGO INSURANCE DAY 
Third Annual Observance; Stewart, 

Larkin, Scharetg, Nettleship, Among 

Speakers; More Than 400 Attend 

San Diego’s third annual insurance 
day, March 29, attracted more than 400 
insurance men, and was marked by a 
most interesting program. Highlights of 
the program included discussions of the 
topics presented. 

Bert Stewart of the National Auto- 
mobile Club in discussing public rela- 
tions held that the insurance business 
is built on service to the public, and 
that because of this, insurance is the 
best example of what free enterprise 
has accomplished. 

Frank B. Larkin speaking on automo- 
bile insurance trends said that the best 
answer to the compulsory automobile in- 
surance movement should come through 
the American Agency System and that 
the problems should be solved by and 
through the insurance companies. 

Edward O. Scharetg in his remarks 
on how to increase an agent’s business 
through advertising, declared that in- 
surance must be sold like any other 
product, and that the desire for insur- 
ance on the part of the public should 
be pointed out through advertising. 

Sales tips and how to answer objec- 
tions brought out the observation by 
Neil Nettleship that, in general, the 
insurance salesman should agree with 
his prospective client in respect to his 
objections, and that the salesman might 
offer some additional objections. He 
then can answer the objections by show- 
ing to the prospect a satisfactory solu- 
tion to them in coverage offered. 


N. Y. Safety Convention and 
Exposition Now Under Way 


This week in New York was officially 
proclaimed Greater Safety Week and 
signs in the subways and taxicabs are 
emphasizing Mayor Wagner’s_ exhorta- 
tion to accident prevention and welcom- 
ing visitors from all over the country 
to New York’s 24th annual Safety Con- 
vention and Exposition. 

As safety experts, educators, law en- 
forcement officers and other accident re- 
duction conferees began arriving for the 
convention, which opened five days of 
sessions at the Hotel Statler, April 6, 
they found taxicabs placarded inside 
with “Stop-Go” traffic light pictures in- 
scribed “Stop Taking Chances. Go to see 
the 24th Annual Safety Exposition.” 

The convention, sponsored by the 
Greater New York Safety Council, has 
an annual attendance of more than 10,- 
000. The Exposition displays in 118 
booths all the new deveolpments of the 
year in safety equipment, devices, testing 
methods and other aids to accident pre- 
vention. Aiding the Safety Council in 
arranging both the convention and ex- 
position are 73 local and national co- 
operating agencies including eight de- 
partments of the New York City gov- 
ernment. 


SURETY UNDERWRITERS MEET 

A dramatic film portrayal of the 
building of the 4-mile-long Chesapeake 
Bay Bridge featured the recent monthly 
meeting of the New York Surety Under- 
writers’ Association at the Lawyers 
Club. This project was fully bonded by 
surety companies and had an added 
interest for the surety company repre- 
sentatives who viewed the film. Associ- 
ation president Donald F. Harned, Trav- 
elers Indemnity Co., presided. 








Port of New York Authority; National 
Safety Ccuncil, David M. Baldwin, di- 
rector of its traffic and transportation 
division, and Yale Bureau of Highway 
Traffic, Theodore M. Matson, director. 

The association will make a similar 
$100 award next year for the best case 
history among the examples published 
during 1954. Entries should be sent at 
any time during the year to the acci- 
dent prevention department, Association 
of Casualty & Surety Companies, 60 
John Street, New York 38, N. Y. Robert 
J. Allen, the association’s chief traffic 
engineer, is in charge of the competition. 


NEW DRIVER REGULATIONS 





Commissioner Macduff Tightens Rules 
for Chauffeurs Licenses Expiring May 
31; Physician’s Statement Required 
Of considerable interest to casualty 

insurance people in New York is the 

announcement that State Motor Vehicle 

Commissioner James R. Macduff has 

begun to tighten up on car license re- 

newal regulations so as to weed out 
drivers whose physical condition might 
constitute a safety hazard. 

The first of the revised regulations 
will apply to the renewal of chauffeur 
licenses that expire May 31, Mr. Mac- 
duff said, and presumably the rules will 
be extended later to apply to renewal 
of operator licenses. 

New rules provide that a physician’s 
statement that the “applicant, in the 
judgment of the physician, is capable of 
operating a motor vehicle on the high- 
ways in safety” will be required in every 
case where an applicant has had faint- 
ing spells, diabetes, stroke, Bright’s dis- 
ease, excessively high blood pressure or 
any heart ailment. 

Renewal application forms for chauf- 
feur licenses include a new question 
beginning “have you ever had” and fol- 
lowed by a list of the six conditions 
and space for the applicant to answer 
“yes” or “no.” 

The applicant in former years had 
been required to indicate simply whether 
in the three years since the previous 
license had been issued any disability 
was suffered. The new system provides 
that the condition must be listed regard- 
less of when it occurred. 

Should the answer to any of the ques- 
tions on physical condition be “yes,” the 
application must be accompanied by a 
physician’s statement certifying as to 
safe driving capability. 

Where the affliction occurred since 
the last license was issued, a new license 
will not be issued until the case has 
been reviewed by the bureau’s safety 
division in Albany or New York City. 
This is the same as past procedure. 

Where the affliction occurred before 
the last previous license was obtained, 
the individual’s application will be ac- 
cepted, if accompanied by a physician’s 
statement, and a new license will be 
issued immediately, but the case will be 
earmarked for later review by the safety 
division. 


Take Hartford A. & I. Course 


Thirty-five insurance men and women 
from all parts of the country have com- 
pleted a month-long course in casualty 
insurance and bonds at the Hartford 
Accident and Indemnity Company Train- 
ing Center in Hartford, Connecticut, 
March 30. 

Students in this class came from 19 
different states, the largest number ever 
represented at any one session of the 
company school, which has been in op- 
eration since 1945. The states: Oregon, 
Colorado, Nevada, Texas, Wisconsin, 
North Dakota, Michigan, South Dakota, 
Kansas, Missouri, New York, Ohio, In- 
diana, New Jersey, Connecticut, Minne- 
sota, Pennsylvania, Iowa and Illinois. 


New Mexico Judge Sees 
Need for Comp. Revision 


Judge Edwin L. Swope, District Court 
of Albuquerque, New Mexico, recently 
expressed belief that the state compen- 
sation law should be revised at the next 
session of the State Legislature. His 
opinion was filed in the case of Jesse 
Brasher against Western Contracting 
Co., employer, and Employers Mutual of 
Wausau, insurer. 

Judge Swope described the law’s pro- 
visions covering safety devices as faulty 
and noted that in the law (enacted in 
1929) a section inserted requires em- 
ployes to use safety devices furnished 
them by employers, and provides that 
if they fail to do so and are injured, 
their compensation payments will be re- 
duced by 50%. 
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Why 

We're 
Going 
Places 
in ‘54 


Included in our aggressive program 
are new policies, packed with special 
features that are making an exception- 
ally strong appeal . . . even to policy- 
owners who believe they are well 
protected. With one of the most com- 
plete lines in the field, our representa- 
tives need never pass up any form of 
personal protection. Increased sales 
opportunities mean increased in- 
come. For the full story of our new 
program, write in confidence to 
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LIFE AND CASUALTY COMPANY 
BATTLE CREEK, MICHIGAN 





CHARLES S. KIDDER RETIRES 





With Standard Accident 52 Years; 
Supt. of Home Office Purchasing 
Dept.; Oldest Service Employe 
Charles S. Kidder, superintendent of 
the purchasing division at Standard 
Accident’s home office, retired recently 
after 52 years of service: Mr. Kidder, 
the companies’ oldest employe in point 
of service, had served Standard Acci- 
dent for all but 18 years of its existence. 
In the week previous to his retirement 
Mr. Kidder was honored at_ special 
luncheon gatherings. Company officials 
arranged a farewell luncheon and an- 
other was held by associates in the 
home office. Employes of the purchas- 
ing department and some of the sup- 
pliers with whom he has dealt for many 
years, presented him with a set of 
books on the life of George Washington. 
This gift was in keeping with Mr. Kid- 
der’s hobby of the study of American 

history. 

He joined Standard Accident in 1902 
in the personal A. & H. department, 
and later was put in charge of supplies. 
As superintendent of Standard’s pur- 
chasing and supply division, Mr. Kidder 
supervised the purchase of company 
supplies, as well as shipments of mate- 
rials to its branches and field offices 
and to thousands of field representatives. 

Mr. Kidder is a member of the De- 
troit Purchasing Agents’ Association 
and the Graphic Arts Association of 
Detroit. His friends are legion among 
office outfitters, printers, tvpographers 
and papermen throughout the country. 

Another of his hobbies has been arch- 
ery, and for many years he has been a 
member of various archery and sports- 
men’s clubs in Detroit and throughout 
Michigan, 


OHIO AGENTS MEET, APRIL 22-23 

The Ohio Association of Mutual Insur- 
ance Agents will hold its annual con- 
vention April 22 and 23 at the Hollenden 
Hotel, Cleveland. Among the subjects to 
be discussed will be compulsory automo- 
bile insurance, multiple lines, inland ma- 
rine, business interruption, products lia- 
bility, agency costs, agency advertising 
and the “American. Agency System vs. 
Direct Writers.” 
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“Town Hall” Forum Clicks at Midyear 


Meeting of New Jersey Agents Assn. 


Emphasis Put on Better Service to Public Through Closer 
Company-Agent Cooperation; Crewe and Knox Speak for 


Companies, MacBean and Zimmerman for Producers 


By Wattace L. CLapp 


A well conceived “town hall” forum 
program featured the 6lst mid-year con- 
yention of the New Jersey Association 
of Insurance Agents, April 1-2, at the 
Berkeley-Carteret, Asbury Park, N. J. 
With nearly 400 agents and company 
production men on hand, the forum pro- 
gram got off to a good start with the 
opening remarks of H. Earl Munz, 
CPCU, state national director, who was 
the moderator. He credited the “town 
hall” idea to Raymond N. Meyers of 
Trenton, chairman of the forum com- 
mittee, and then proceeded to introduce 
the panel speakers—Rexford Crewe, 
production manager, New York office, 
Hartford Accident & Indemnity; Roy H. 
MacBean, Cranford agent, past presi- 
dent of the association; Albert C. Knox, 
vice president, Phoenix of Hartford, and 
Arthur L. Zimmerman, president of 
T. C. Moffatt & Co., Newark agency. 

Topic of discussion was “How Can 
the Insuring Public Be Better Served 
Through Closer Cooperation and Under- 
standing Between the Companies and 
Agents ?” 

Crewe First Speaker 


As first speaker Mr. Crewe declared 
that the serious conditions confronting 
the casualty business during the past 
few years could not have been met and 
largely overcome to the extent they 
have been, except for the close coopera- 
tion and understanding that exists be- 
tween companies and their agents, and 
the splendid manner in which agents on 
their part demonstrated to the insuring 
public this community of interest. 

Although there were a few company 
evidences of lack of cooperation, the 
speaker said that “by and large, most 
companies and their agents stood by 
each other through these several trying 
years, and a large segment of the in- 
suring public had little, or no knowledge 
of the difficulties besetting our busi- 
ness.” 

Hopeful for an early return to “nor- 
mal” conditions, Mr. Crewe said that in 
some sections of the country this return 
has been achieved to all practical pur- 
poses. However, in other sections—such 
as New York-New Jersey—it is still 
necessary “to watch our steps as there 
are some problems yet to be solved.” 

Mr. Crewe’s slant on “service to the 
public” was that insurance agents should 
emphasize the professional aspects of 
their role as insurance counsellors. 
“Your services,” he said, “are equiva- 
lent to those of doctors, lawyers, archi- 
tects, engineers, ministers, and they 
Should be sought for, valued, used and 
paid for in the same manner as those 
rendered by other professional men.” 
He regarded the service from an agent 
or company as “an extremely important 
part of the insurance contract.” 

At the same time, the speaker said it 
followed that the agent must be well 
educated in the product which he sells. 
He was encouraged by the large number 
of agents who have attained the CPCU 
designation, or have earned certificates 
from insurance schools including those 
Maintained by the companies. “These 
Should be utilized to a much greater 
extent than they have been in the past,” 
he declared. In his opinion, the better 
the agent is educated the better he can 
Serve the insuring public and the higher 
his rating in his community. 


Don’t Be Critical of Companies 


Mr. Crewe further advised the New 
Jersey agents: “Do not be an apologist 
or your company or for your own ac- 


tivities. As a company representative 
you must strengthen the regard in which 
both you and your companies are held 
by the public. You should support the 
announced policies of your company 
even if you do not fully approve of 
them. At no time should you be critical 
to the public of your companies, other- 
wise, you destroy faith both in them and 
in yourself.” 

As to price competition, Mr. Crewe 
said: “There will always be people who 
purchase for price alone. They are will- 
ing to pass up the advice and guidance 
of a competent insurance agent to save 
a few dollars. Many regret this later. 
Many people like the idea of ‘direct 
from factory to you.’ Eventually ex- 
perience proves to them that they paid 
more and received less than had they 
availed themselves of the facilities at 
home. 

“The insurance market is large and 
growing all the time. Neither the agent 
nor the stock companies can hope to 
write all of the business. We should 
not be unduly concerned about this. We 
will hold our own, and improve our posi- 
tion, as long as we both meet the de- 
mands and fulfill the expectations of the 
buying public, at what it considers to be 
a reasonable price, for the combined 
protection of the policy and the services 
of the agent.” 

Public Relations and Advertising 

Mr. Crewe then pointed to public re- 
lations as another point in the matter 
of cooperation between company and 
agent. He urged that agents should take 
time to appear before local groups to 
talk about insurance. They should try 
to correct misstatements or misunder- 
standings in the local press; should 
cultivate the reporters and editors of 
the local press and discuss with them 
the problems of the insurance business, 
thereby winning their support—at least 
to the extent that they will refrain from 
critical comments about the business. In 
addition, the agent should make use of 
the advice and guidance of the conserva- 
tion department of Association of Casu- 
alty & Surety Companies in setting up 
a community campaign to reduce auto- 
mobile accidents. 

Speaking of company national adver- 
tising, in which the insuring public is 
advised to get in touch with agents or 
brokers, Mr. Crewe asked: “How do you 
follow up these advertisements? Do you 
call them to the attention of prospects? 
Do you use mats, usually furnished by 
the companies, to put over locally some 
of these ideas or suggestions? Do you 
mail copies of particularly good ads to 
those whom you have been soliciting? 
If the company advises you of date on 
which these ads are to appear in certain 
magazines, do you ever buy any of them 
and send a marked copy to a good pros- 
pect ?” 

In closing the speaker touched on two 
further points of closer cooperation: 
“(1) Get a greater spread of business. 
Increase your production in such lines 
as bonds, burglary, glass, accident, fam- 
ily hospitalization. At times the large 
premium volume lines such as compen- 
sation, automobile and general liability, 
go bad and it is necessary to have a well 
rounded account in order to cushion the 
effects of unfavorable experience in the 
large premium classes. 

“(2) Push new lines, such as those 
which, on occasion, your company may 
desire to push as a method of expanding 
premium income or in meeting competi- 
tion.” 


ALBERT C Kuox 


Left to right—Rexford Crewe, Hartford Accident & Indemnity; Roy H. MacBean, 

agent; H. Earl Munz, CPCU, past president of association, who was moderator of 

forum; Arthur L. Zimmerman, agent, and Soe C. Knox, vice president, Phoenix 
of Hartford. 





MacBean on Cooperation 

One of Mr. MacBean’s chief points on 
cooperation was that an effort should 
be made to eliminate overlapping of bu- 
reau activities. He had in mind the 
association resolution a year ago which 
urged the consolidation of the NAUA 
and the automobile department of the 
National Bureau of Casualty Underwrit- 
ers. He wondered why nothing had been 
done about it. 

Mr. MacBean expressed his concern 
over unfavorable news publicity in the 
New York dailies last August when the 
bureau’s seven classification automobile 
program was announced. The fact that 
it has not yet been approved in New 
Jersey has been embarrassing to him 
in his dealings with clients, especially 
as physical damage rates have been in- 
creased. 

He also felt that the automobile policy 
needed improvement, and among his 
specific suggestions was one _ which 
would provide automatic coverage on a 
new car for the entire policy period. He 
also advocated drive other car collision 
coverage and that towing and road serv- 
ice be given free. 

Knox Stresses Partnership Idea 

In his talk on cooperative efforts be- 
tween company and agent Mr. Knox 
said he had long felt that the ideal 
company-agency relationship should be 
that of a partnership. “We are in a 
great business together,” he said. “What 
helps both of us should be good for each 
of us. We need you and you need us. 
Together we can go places and do more 
good for the insurance buying public.” 

Mr. Knox then touched on the sug- 
gestion made that all accounts current 
should be paid on account rather than 
item basis. “This is fairly common to 
the fire insurance industry,” he said. 
“There is a warm spot in our hearts for 
all agents who pay on an account basis 
and, of course, on time.” 

Another recommendation was more 
selective selling on the part of agents so 
that all lines be written for an insured, 


(Continued on Page 45) 
POHS ANNUAL AWARD APRIL 20 


Presentation to be Made to Assemblyman 
Samuel Rabin at Faculty Luncheon; 
Bohlinger to Do the Honors 

Herbert J. Pohs, director of Pohs In- 
stitute of Insurance, New York, an- 
nounces that the annual faculty-award 
luncheon of the Institute will be held 
April 20 at the Steak Joint, 58 Green- 
wich Ave., New York. 

Samuel Rabin, chairman of the insur- 
ance committee, New York State Assem- 
bly, will receive this year’s recognition 
for his outstanding contributions to the 
insurance industry. Superintendent of 
Insurance Alfred J. Bohlinger will pre- 
sent him with the engrossed plaque, suit- 
ably inscribed. 

In addition to the faculty of the Insti- 
tute the presidents of all the brokers’ 
associations of Greater New York have 
been invited to attend the luncheon. 


Agent Opinion Sought on 
$50 Windstorm Deductible 


New Jersey agents attending the As- 
bury Park midyear meeting were asked 
to express their opinions, pro or con, 
on whether they favored the $50 wind- 
storm deductible under the E.C. form 
on an optional or mandatory basis. Some 
states, it was explained, have made the 
deductible mandatory. Where this has 
been done the agents have found it to 
be more satisfactory. They say: it elimi- 
nates many nuisance claims; expedites 
procedure in the agent’s office; saves the 
insured’s money, and it’s unnecessary to 
exclude coverage on TV antennae. 

Arguments for the optional basis are 
that it’s good public relations to pay 
small claims; some insureds cannot pay 
a $50 loss, and if a man is willing to pay 
the price he should be able to purchase 
full coverage. 

3efore considering the problem agents 
at Asbury Park were told that coverage 
on TV antennae will probably be elimi- 
nated so that the antennae must be 
specifically insured at a higher rate. 


Ten Past Presidents Attend 

Ten past presidents of the New Jersey 
Association attended the Asbury Park 
midyear meeting, and they were intro- 
duced at the luncheon as “the elder 
statesmen of our organization” by Presi- 
dent Holland. The list included: Thos. 
P. Cocker, the oldest; Russell E. Stev- 
ens, Sidney K. Howell, Herbert L. 
Brooks, H. Earl Munz, Chas. H. Frank- 
enbach, Harry A. Godshall, Alan V. 
Livingston, C. Stanley Stults and Donald 
Holmes. 


Brewster Extends Welcome 


As president of Monmouth County 
Association of Insurance Agents — the 
host for the Asbury Park meeting— 
Henry M. Brewster extended the wel- 
come at the luncheon April 2 following 
the morning forum. He gave recognition 
to the “wise counsel of our state lead- 
ers” and indicated that his group, a 
closely knit association of 90 members, 
is making progress in working together 
with other nearby county associations. 


Holland Extends Credits 


At the close of the “town hall” forum 
S. H. Holland, president of the New 
Jersey Association, expressed his appre- 
ciation to Raymond Meyers for his fine 
job in preparing the program, to Earl 
Munz for his skill as moderator, and 
to all the forum speakers. “This is the 
type of meeting that draws agents to 
conventions,” he said. 



















Caruatito 





= THE EASTERN. = 
UNDERWRITER, 











et 


April 9, 1954 















pe me fee ex 2 i, eerie 


ews 





“Count” Mueller Has Devoted 40 Years 
Of Usefulness to the A. & H. Industry 


E. H. “Count” Mueller, general agent 
of the Provident Life & Accident in 
Milwaukee who was voted the 1953 
“accident and health man of the year” 
last June at the annual “wrk. of Inter- 
national Association of A. & H. Under- 
writers, will observe his 40th anniversary 
in the business in May. For four decades, 
Mr. Mueller has been an important fac- 
tor in the A. & H. production ranks and 
has done much to cement friendly rela- 
tionships between the home office and 
field forces in this business. 

Mr. Mueller wrote his first application 
for A. & H. insurance on May 21, 1914, 
and it is interesting that his first client 
has continued as a policyholder until 
this day. From a modest start “Count” 
Mueller’s business has grown, both in 
A. & H. and life insurance writings, to 
a preduction of well over $1,000,000. He 
maintains two offices—one in Madison, 
Wis., and the other in Milwaukee, and 
has more than 200 sub-agents and solici- 
tors reporting their A. & H. business 
through his office. 

While his growing business and asso 
ciation activity take up much of Mr 
Mueller’s time he is devoted to his 
hobby of soliciting all kinds of documen- 
tary information—books, letters and 
writings — about Benjamin Franklin. In 
fact, “Count” Mueller has such an out- 
standing collection of material about this 
great American statesman that he is 
often referred to as one of the country’s 
leading authorities on Franklin. 

Mr. Mueller is also active in church 
work, being chairman of the board of 
trustees in the First Baptist Church of 
Madison, and active in its current build- 
ing fund drive. He also taught a Sun- 
day School class for a number of years. 


24 Years’ Service to A. & H. Association 


years of service to the 
and its prede- 
Association ot 


As to his long 
International Association 
cessor—the National 





Commissioners in Closed 


Meeting on Fed’! Health Plan 


About 22 Insurance Commissioners or 
their representatives gathered in Chi- 
cago Monday and Tuesd: ay to go into 
all phases of the Federal administra- 
tion’s health program, with special ref- 
erence to that so-called “reinsurance’ 
feature 

The sessions were closed except that 
a few industry representatives who the 
Commissioners wanted to sound out 
were present. Jarvis Farley, secretary 
and actuary of Massachusetts Indem- 
nity, gave a review of the hearing on 
the bill at Washington recently. There 
were also present executives from head- 
quarters of the American Life Conven- 
tion, Health & Accident Underwriters 
Conference and the National Associa- 
tion of Independent Insurers. 

Commissioner Lawrence Leggett of 
Missouri presided as chairman of the 
executive committee, and Commissioner 
Wade Martin of Louisiana, the vice 
chairman, was there, too. Other Com- 
missioners included: Combs of Arkansas, 
Wells of Indiana, Ed Faircloth for Lar- 
son of Florida, Goebel of Kentucky, 
Sheehan of Minnesota, Taft of Wyom- 
ing, Apodaca of New Mexico, Bisson of 
Rhode Island, Taylor of Oregon, Leslie 
of Pennsylvania, Jackson of Maryland, 
Davis of Mississippi, Barrett of Illinois, 
Pansing of Nebraska, Hammel of Ne- 
vada, Murphy of South Carolina, Knowl- 
ton of New Hampshire and Hubert 


McDonald for Cravey of Georgia. 
No Blue Cross people were present. 





FE. H. “COUNT” MUELLER 


\. & H. Underwriters—Mr. Mueller 
served as its president in 1932 and was 
one of three founders who wrote the 
original constitution for the organiza- 
tion. He acted as its secretary-treasurer 
in 1945-46, holding office until a per- 
manent secretary and other cfficers were 
elected to the newly formed Interna- 
tional Association. That his devotion 
to the cause has been appreciated was 
dramatically indicated last year when 
“Count” Mueller was chosen by the 
Harold R. Gordon Memorial Award 
Committee of the Chicago Accident & 
Health Association as the “man of the 
year,” a signal honor. 

In paying recognition to Mr. Mueller 
at the 1953 annual meeting of the Inter- 
national Association, Irving G. Wess- 
man, secretary of Loyalty Group, Chi- 
cago, then chairman of the memorial 
award committee, peat, to his pio- 
neering in est tblishing local associations, 
his strong opposition to socialism of in- 
surance, and his speech-making in behalf 
of a ig established network of local 
units of A. & H. producers. 

Putting into practice what he has 
preached, Mr. Mueller was the founder 
and first president of the Milwaukee 
A. & H. Association in 1936, and was 
one of the founders of the Madison 
A. & H. Association. From 1950-53 he 
served as chairman of the Gordon-Lebby 
Memorial committee which was respon- 
sible for the publication of the Interna- 
tional Association’s “Accident & Health 
Sales Portfolio.” 

Upon the occasion of the 50th anniver- 
sary of the Health & Accident Under- 
writers Conference in 1952 in Detroit, 
“Count” Mueller was selected as the 
spokesman for the A. & H. producers 
of the nation to bring a message of 
congratulations and cooperation to the 
company organization. 


OHIO H. & A. CONVENTION 

The Ohio Association of Health & 
Accident Underwriters will hold its 16th 
annual convention and sales congress at 
Columbus, May 14. Among the speakers 
will be A. R. Jaqua, Southern Methodist 
University, Dallas; Jack Wardlow, 
Northwestern Mutual Life, Raleigh, 
N. C.,, and R. L. McMillen, Business- 
men’s Assurance, Abilene, Texas. R. W. 
Bickelhaupt of Cincinnati is president of 
the association. 





Jordan’s Warning 
To A. & H. Companies 


ON MISLEADING ADVERTISING 


D. of C. Supt. Has Already Moved 
Against One Co.; Seeks Cooperation 
of Conference and Bureau 


District of Columbia Insurance Super- 
intendent Albert F. Jordan revealed this 
week that he has already moved against 
one A. & H. company, whose advertis- 
ing was misleading, with the result that 
its license was voluntarily surrendered. 
He said that after several complaints 
and examination of its advertising he 
told the company he would cite it on 
a “show-cause” order as to why its li- 
cense should not be revoked. The com- 
pany agreed to cease the complained- 
against ads, but Mr. Jordan said he 
would hold the hearing anyhow, where- 
upon the company turned in its license 
rather than fight the complaint. 

Superintendent Jordan has asked for 
cooperation against misrepresentations 
in a letter to the Health & Accident 
Underwriters Conference and the Bu- 
reau of Accident & Health. He said 
that it was his intention to crack down 
hard on any health and accident com- 
pany which he finds guilty of “misrepre- 
sentation” in any of its printed sales 
promotion material. 

Mr. Jordan told the associations, “dur- 
ing the past year, radio, television, and 
newspaper advertisements of accident 
and health insurance have been so in- 
creasingly lacking in dignity and good 
taste as to cause widespread criticisin 
and complaint. Some companies have 
similarly offended by direct mail adver- 
tising: These coarse and blatant adver- 
tisements cause unjustified suspicion of 
the insurance business generally. They 
tend to weaken public confidence in the 
administration of the regulatory stat- 
utes, and they give support to the ad- 
vocates of Federal control of the in- 
surance business. 

“T have neither the authority nor the 
desire to regulate insurance advertising. 
1 do, however, have the authority, the 
duty and the determination to revoke 
the license of any insurance company or 
agent found guilty of intentional mis- 
representation. I intend to exercise that 
authority vigorously, even in the case 
of first offenders. 1, therefore, invite 
you and, through you, the members of 
your fine organization, to be especially 
alert for such offenses and to report 
promptly to me any instances thereof 
in the District of Columbia which may 
cone to your attention.” 


1-Day Membership Drive On 
May 3 by Internat’! Assn. 


The International Association of A. & H. 
Underwriters has designated Monday, 
May 3, as “Membership Monday” and 
local associations nationwide are being 
given special incentives to solicit new 
members during a portion of that day. 

Giving details of the drive, Tom Cal!a- 
han of ‘Milwaukee, International’s presi- 
dent, announces the presentation of a 
$300 television set or cash to the indi- 
vidual who personally gets the greatest 
number of new members on May 
There will be four other prizes, consist- 
ing of free registrations to the associa- 
tion’s annual convention June 14-16 in 
Omaha. The minimum goal, says Mr. 
Callahan, is one new member to be en- 
rolled by each of International’s 6,000 
members which will give the needed 
added strength to “the only organization 
dedicated solely to advancing the wel- 
fare of the A. & H. agent.” 

The program for “Membership Mon- 
day,” as suggested by President Calla- 
han, is to start off with an association 
breakfast meeting after which a list of 
prospects previously prepared should be 
divided among those present. Then, de- 
vote two or three hours to solicitation 
and meet again for lunch. The secre- 
tary should then tabulate the results and 
mail at once to the Chicago headquar- 
ters of the International Association. 





Kick Urges Brokers to 
Sell Commercial A. & H. 


OPENS DOOR TO LIFE SALES 


Tells Greater N. Y. Assn. Forum to Help 
in Upholding Dignity, High Stand. 
ards, Good Name of A. & H. 


Insurance brokers were stimulated to 
make use of A. & H. insurance as an 


effective door opener to life insurance 
sales in 
given by 


the educational talk recently 
William L. Kick, Fireman‘s 


WILLIAM L. KICK 
Fund Indemnity, before the March 
forum meeting of the Greater New 
York Insurance Brokers’ Association, 
Inc. Mr. Kick, past president of the 


Accident & Health Club of New York, 
Mean Dollars.” On 
Leon Wasserman, 


spoke on “Sales 
the same program 
member of the New York Bar, spoke 
on “Staying Out of Trouble.” They 
were both introduced by Arthur Lazar, 
the new chairman of the forum. 

Mr. Kick put his emphasis on the 
sale of the commercial A. & H. cover- 
ages, saying that the broker should take 
the time and effort to acquire a working 
knowledge of these important coverages, 
and then recommend them to his clients. 
“Sell a man an A. H. policy and you 
get to know him,” he emphasized. “Much 
information essential to the intelligent 
solicitation of life insurance is gleaned 
from the accident policy application. 

“For this reason alone, it seems logi- 
cal that prior to every life insurance 
solicitation the prospect should be 7 
proached for accident insurance. So, 
by selling your future life prospect ac- 
cident insurance will give you the funda- 
mental facts necessary to lay out an 
attractive life program, then this method 
should surely be followed. You will 
have the satisfaction of watching both 
your accident and life production figures 
grow,” he said. 
Mr. Kick said he believed that many 
brokers in New York are turning to 
the life and A. & H. field because of 
the “tight capacity” situation in the cas- 
ualty field, “w hich I believe is improving 
all too slowly.” 

Gives Case History on Claims Paid 

The speaker then declared that, the 
large majority of companies writing 
A. & H. insurance conduct their busi- 
ness in a manner relatively free from 
complaint. “However, difficulties arise 
with a few carriers that are intent upon 
getting business through salesmanship 
methods frequently legal, but neverthe- 
less shady,” he remarked. 

Stressing that the companies with 
which he has been associated over the 
years have never to his knowledge in- 
dulged in such shady practices “which 
we have been reading about in recent 
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newspaper articles,” Mr. Kick brought 
out that the writers of these unfavor- 
able articles do not tell about the thou- 
sands of claims paid by the companies 
for life-time disability following a seri- 
ous injury. For illustration he gave the 
case history on a few such claims as 
follows: 

An Oklahoma merchant, now 69 years 
of age, was shot during a holdup in 1925. 
A bullet struck his spine, causing paraly- 
sis. To date, the company has paid him 
$74,905. 

A proprietor of a lumber concern 
in Rhode Island, now 61 years of age, 
slipped on a patch of ice in his yard 
in 1924. He has to wear a steel brace 
to keep his head erect. The company 
has paid him $98,013. 

The superintendent of an oil refinery 
in Pennsylvania, now 62 years of age, 
was badly burned when an experimen- 
tal oil still exploded in 1924. The com- 
pany has paid him $78,350. 

An automobile salesman from Massa- 
chusetts, now 64 years of age, fell from 
an upper berth in a stateroom of a 
coastal vessel in 1923. He broke his 
spine on a footstool. The company has 
paid him $79,312. 


The Broker’s Responsibility 


In closing Mr. Kick said that the 
dignity, high standards and good name 
of A. & H. insurance are to a large 
degree in the hands of brokers and 
agents. “You have a responsibility to 
your clients. You should represent only 
the best companies—and carry the mes- 
sage of security to countless American 
homes. Warn them about out-of-state 
and mail order A. & H. companies. Any 
company licensed by the New York In- 
surance Department is a good company. 
Any complaint reported to the Depart- 
ment’s complaint bureau receives prompt 
action. The New York Department in- 
sists on compliance with the statutes of 
the state in the preparation of personal 
Accident and Health policies and a 
guide for filing policy forms sets the 
pattern for insurers in the preparation 
of their personal A. & H. policies. This 
serves to establish a greater degree of 
uniformity for the benefit of the pub- 


Keen Public Interest Shown 
In A. & H. Facts Booklet 


Keen public interest in accident and 
health insurance is seen by the Better 
Business Bureaus which report a de- 
mand for their new “Facts You Should 
Know About Accident and Health In- 
surance” booklet exceeding that of any 
other title previously published in the 
series of 25 booklets on consumer sub- 
jects. 

In the first three weeks, the A. & H. 
booklet has exceeded the full year’s dis- 
tribution of all other individual titles 
except those on schemes, clothing, life 
insurance, buying or building a home, 
and legal problems. 

The A. & H. booklet is now in its 
second large printing to fill an increas- 
ing number of orders from Better Busi- 
ness Bureaus, insurance firms, and per- 
sonnel departments of companies with 
employe reading programs. It is esti- 
mated that a half million copies will be 
distributed in the next six months. 

According to Victor H. Nyborg, presi- 
dent of the Association of Better Busi- 
ness Bureaus, a number of insurance 
companies are making bulk purchases 
for public service distribution. How- 
ever, the greater number is accounted 
for by direct requests from the public 
to local bureaus for individual copies. 
The primary use of the booklet, Mr. 
Nyborg explained, is to establish stand- 
ard information for use by bureaus in 
assisting policyholders who make _ in- 
quiries or complaints about their A. & 
- coverage. Last year 46,452 people 
called on the bureaus with their A. & H. 
Problems and the volume has risen 


sharply since the first of the year, a 
reaction probably due to the various 
public investigations. 

The A. & H. booklet sells for 10 cents 
4 copy. 








Mutual of Omaha Has Best 
Month in 45 Year History 


Popularity of voluntary health insur- 
ance is shown by the quarterly report 
of Mutual of Omaha, according to V. J. 
Skutt, its president. 

New business for the first three 
months of 1954, Mr. Skutt said, showed 
an increase of 32% over the same period 
a year ago. In fact, “new business in- 
crease during the first three months of 
1954 considerably exceeded our projected 


figures.” 
March 


Mutual of Omaha _ in alone 


NACSA MIDYEAR MEET JUNE 4-5 

The midyear meeting of the National 
Association of Casualty & Surety Agents 
is scheduled for June 4-5 at Sheraton 
Cadillac Hotel, Detroit. 





wrote in excess of $12,000,000 of pre- 
mium income, he reported. It was the 
largest single month’s business written 
in the company’s 45-year history. 

The report further showed that the 
company has paid over $540,000,000 in 
sickness and accident benefits since its 
organization. 


COMPETE FOR LEWIS TROPHY 

The Surety Underwriters Association 
of Southern California at its recent 
monthly meeting paid tribute to the 
memory of the late Martin W. Lewis, 
general manager, Surety Association of 
America. 

The date of May 7 has been tenta- 
tively set for the association’s annual 
outing when the members will be hosts 
to the Northern California Association, 
and both will compete for the Martin 
Lewis gold trophy. This is annually 
awarded to the best golfers of these as- 
sociations in competition with each 
other. 















Making dream homes 


come true for thousands 


Buying a home is the most important invest- 
ment the average family makes in a lifetime. 
Since 1940, over 55,000 families have selected 
“custom” homes “mass produced” by National 
Homes Corporation, Lafayette, Indiana. 

From a modest beginning, National Homes’ 
two giant plants now turn out ninety complete 
houses a day. With thirty-nine designs, National 
Homes, through the miracle of modern manu- 
facturing methods, is bringing better homes 
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within the reach of every American family. 


Since its founding, National Homes Corpora- 
tion has relied on the U.S. F. & G. organization 
to supply the various bonding and insurance 
coverages essential to its growth and operation. 


Whether you build homes or buy them; whether 
you sell products or services; no matter where 
you are or what you do, there are U. S. F. & G. 
coverages to meet your needs. 


Over fen thousand agents . . . there’s one in your community. 
Consult him as you would your doctor or lawyer. 


CASUALTY- FIRE 
INSURANCE 


FIDELITY-SURETY 
BONDS 


United States Fidelity & Guaranty Company, Baltimore 3, Md. 
Fidelity Insurance Company of Canada, Toronto 
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Delaney Address 
(Continued from Page 38) 


ticipations in casualty reinsurance trea- 
ties. All offerings would be voluntary. It 
would be competing against the balance 
of the casualty reinsurance market. It 
would fix its rates according to market 
conditions and the judgment of the un- 
derwriter. 

“One stock organization has already 
been formed for this purpose along 
these lines, the Casualty Reinsurance 
Association with headquarters in New 
York. This association is composed of 
23 direct writing companies who share 
according to a fixed percentage in all 
the casualty reinsurance accepted by 
the Treaty Management Corp., which 
acts as underw riting manager... . Or- 
ganized in 1950, the association’s growth 
has been sure and steady. ... It is doing 
an excellent job.” 

Mr. Delaney then pointed to an alter- 
native plan to a casualty reinsurance 
association, ie., a casualty reinsurance 
company w hich could be called the Pa- 
cific Reinsurance Co. or the Pacific & 
Southwestern Reinsurance Co., depend- 
ing upon the membership. 

A contribution of $1,500,000 from each 
of the companies at the Pacific Casualty 
& Surety Conference could form such a 
company, he declared. “The contribu- 
tion could be in the form of a loan from 
each company or it could represent the 
caulians of stock. As the Pacific Rein- 
surance Co. developed, it could take a 
small participation in each contract for 
itself acting like a warranty company. 

“The Pacific Reinsurance Co. would 
execute a retrocession agreement with 
each member of the group in propor- 
tion to its capital contribution. Should 
a member company become insolvent, 
the Pacific Reinsurance Co. would be 
the one to absorb the loss. The liability 
reinsured is thus spread among the sub- 
scribing companies.” 

He emphasized that such a retroces- 
sion agreement would be uniform for 
all members of the group and would 
cover all business reinsured by the Pa- 
cific Reinsurance Co. There would be a 
provision for a maximum liability for 
each member of the group, he stated, 
and the retrocession agreement would 
read that the retrocessionnaire would 
not be liable in one accident under any 
one treaty for more than $50,000 or more 
than 1% of the capital and surplus, 
which ever is less. He said that he did 
not believe that all of the companies 
which were present could afford the loss 
of 1% of their capital and surplus. 

“The business retroceded to each com- 
pany from the Pacific Reinsurance Co. 
would vary in accordance’ with fee 
capital contribution,” he continued. “No 
company would be retroceded any por- 
tion from its own treaty. 


J. P. Gibson’s Plan 


“The above plan has been carried out 
by Joseph P. Gibson, president of the 
American Mutual Reinsurance Co., Chi- 
cago, in the last two years for casualty 
business. He has set an excellent exam- 
ple which the stock companies might 
well follow. Practically none of the 
casualty business which AMRECO re- 
insures is retroceded abroad.” 

Mr. Delaney declared that there are 
other possible ways of creating a casu- 
alty reinsurance market but that in his 
opinion “they are not as sound.” One of 
these, he said, would be by the ex- 
change of risks on a pro-rata facultative 
basis. 

“In the fire field there is a substan- 
tial amount of business which is ex- 
changed between companieis on a pro- 
rata facultative basis after weighing 
each risk on its own merits. It is theo- 
retically possible to do this in the casu- 
alty field, but a great deal of work, time 
and effort and money would be con- 
sumed in such a process,” he said. 

According to Mr. Delaney, the same 
result could be obtained by the forma- 
tion of a strongly capitalized reinsur- 
ance company. This, he said, would 
bring up the question of obtaining the 





Carr Celebrates 25 Years 
With Standard Accident 


Samuel J. Carr, resident vice presi- 
dent in Philadelphia for the Standard 
Accident and its affiliate, the Planet, 
recently completed his 25th year with 
the organization. 

Mr. Carr started with Standard Acci- 
dent in 1929 as Philadelphia resident 
manager. In 1935 he was made resident 
vice president in charge of casualty and 
bonding activities at this branch. In 
1950 he assumed the additional duties 
of resident vice president at Philadel- 
phia for Planet. 





capital and of numerous tax complica- 
tions. “Therefore, it does not present 
the best solution. I am now making 
reference to a large reinsurance com- 
pany that would not retrocede almost all 
of its business to the stockholding direct 
writing companies but would have dif- 


ferent stockholders and new venture 
capital.” : 
Citing still another method, Mr. 


Delaney pointed out that the companies 
could agree to pool all their business in 
excess of “let us say $10,000 or $25,000 so 
as to obtain a wide spread of liability.” 
This is the procedure followed in Swe- 
den under the name of the “Stella” 
pool. The Stella pool operates as fol- 
lows: 

Losses in excess of $6,000 for one 
person and $60,000 for one accident are 
charged against each company a mem- 
ber of the pool in proportion to the 
direct writing income of each company. 
These limits of liability are imposed by 
law. Higher limits are permitted, and 
such excess limits are reinsured with 
the Stella Insurance Co., Stockholm. 
The Stella retrocedes the risks to the 
member companies again in proportion 
to the direct writing income of each 
company. Certain high limits are ceded 
by the Stella under an excess of loss 
contract with Lloyd’s. 

“IT do not think,” Mr. Delaney con- 
tinued, “our American methods of com- 
petition and organization would permit 
this method to operate efficiently. 

“There is still a large field and need 
for another reinsurance market. There 
are a great many of you here today with 
fine underwriting records. Yet the Pa- 
cific Coast companies are notably miss- 
ing from the list of domestic casualty 
reinsurers. The Casualty Reinsurance 
Association of New York has 23 mem- 
bers, but there are approximately 350 
companies writing casualty business. | 
believe they should participate in the 
reinsurance market as reinsurers thus 
spreading out their own business and 
assuming some reinsurance to take ad- 
vantage of the law of averages.” 


Need for Reinsurance Brokers 


Pointing to the reinsurance brokers 
as an important and necessary expert 
to the reinsurance market, he said that 
he believed that casualty companies 
would derive “considerable benefit” from 
their services. He cited as an example 
the splitting up of reinsurance treaties 
among several reinsurers and said this 
can best be accomplished throught a 
reinsurance broker. Mr. Delaney em- 
phasized that the broker “knows the 
market and is in a position to secure the 
best terms for you.” 

He listed the many factors that have 
to be examined by an insurance execu- 
tive to determine what reinsurance to 
buy and how much and said that a 
reinsurance broker would handle such 
matters at no additional cost. His inter- 
ests are yours, he said, and he repre- 
sents you not the insurer. 

Concluding his remarks on the advan- 
tages of employing a reinsurance broker, 
Mr. Delaney said: “Since you have so 
many duties to your company, why not 
delegate your reinsurance problems to 
an expert, which a reinsurance broker 
must be to survive, and let him advise 
you after long research and careful 
study of the problem. Bear in mind 
that he is your representative in a 
market that is volatile and constantly 
changing.” 











Neville Warns Agents 


(Continued from Page 36) 


for the companies whose product they 
sell. An agent’s success is generally 
measured by the degree of confidence 
he (and not his companies) inspires in 
his clients. The insured relies completely 
on his agent to care for him insurance- 
wise, and most insureds know and look 
to only the agent in any given transac- 
tion. The agent sells his service and by 
that he is known—not by the companies 
he represents. It is of course understood 
that a good agent will represent only 
good companies and the insured is not, 
in most cases, primarily interested in 
which company is w riting the business. 

“Therefore, the agent’s contact with 
his insured is of paramount importance 
to both the insured and to the agent— 
not to mention the insurance company 
which derives such great benefits, albeit 
anonymous, in the form of premium in- 
come from this relationship. In the final 
analysis, one of the salient features in 
the doctrine of the ownership of ex- 
pirations is the undertaking by the 
company not to interfere in this agent- 
client relationship either during the 
continuance of the agency or upon 
termination if the agent’s balances are 
paid. 

“Certainly it is to the advantage of 
the insured, proved time without num- 
ber, to have this agent between him and 
the company writing the line. Needless 
to say, the agent needs this. contact 
unimpaired if his business is to prosper 
in a manner befitting a_ professional, 
independent contractor who stands on 
his own feet. 


Dangers Facing Agents 


“Adoption of continuous policies and 
direct billing by the company are two 
steps, and not very subtle ones, in the 
breakdown of this middleman, retailer, 
independent contractor concept which 
we know as the characteristic of the 
agent. Reduce the importance of the 
agent, take over his proper functions, 
substitute the company for the agent 
in the mind of the insured, take the 
necessary and proper and_ beneficial 
agency contact out of the transaction 
or reduce its importance, and we will 
be witnessing the distintegration of the 
American Agency System. 

“The suggestion for automatic can- 
cellation in order to overcome ‘free 
insurance’ of course has its proponents. 
However, the personal handling of 
clients, especially in the delicate area 
of how and when they will pay for their 
insurance, is considered by many agents 
to be sacred territory not to be invaded 
by a calculating machine and a card 
system operated by an insurance com- 
pany unfamiliar with the requirements 
of the situation. 

“The success of the American Agency 
System and the fruitful functioning of 
the doctrine of the ownership of expira- 
tions depends in large measure on the 
goodwill (in the non-technical sense) 
which the insured holds for the agent. 
This willingness to have an agent han- 
dle an insured’s business is the real 
value in an agency—and this is kept in 
prime condition by unimpaired contacts 
with the insured. Any agent should look 
twice at suggestions which reduce the 
importance of this relationship. 


Agent Should Know What He Is Doing 


“This is not a plea for the reactionary 
position of preserving the status quo at 
all costs. Perhaps, in order to meet 
competition and to accommodate the 
natural evolution of the business, some 
change, from time to time, may be 
necessary and entirely proper. My posi- 
tion is merely that an agent should 
know exactly the road he is taking 
before he embarks on adventures which 
may in the long run so change the 
operating procedures of the business 
that he loses his prominent place in it. 

“And who else loses? The public, of 
course, because I truly believe that in- 
surance is most successfully distributed 
by the agency system and I have never 





O’Connell Grateful for 
Allstate’s Competition 

MAY HAVE SAVED AGCY. SYSTEM 

NAIA _ Executive Committeemen jn 


Minnesota Talk Declares Change Is 
Coming and “We Must Adjust to It” 








“There are a great many highly ob- 
servant agents around the country who 
sincerely believe that the entrance of 
Sears, Roebuck’s Allstate Insurance Co, 
into the automobile insurance business 
on a grand scale saved the American 
Agency System,” Arthur M. O’Connell, 
member of the executive committee of 
the National Association of Insurance 
Agents, declared April 6 in addressing 
the mid-year meeting of the Minnesota 
Association at St. Paul. 

Mr. O’Connell pointed out that these 
same agents have acknowledged that for 
many years “our preferred business was 
being gradually siphoned away by either 
direct writers or by mutual and recipro- 
cal organizations.” However, he said, no 
loud outcries were made until Sears, 
Roebuck & Co. came along and set up 
its stock company organization, “an ex- 
cellent distribution system that com- 
bined direct writing with a strange sort 
of agency system, and its advertising 
and promotional methods. 

“Not until this nationwide awareness 
became evident,” Mr. O’Connell said, 
“not until all of us became convinced 
that the rugs were rapidly being pulled 
from beneath our feet, was there the 
slightest inclination to make any changes 
in the age-old traditions that had goy- 
erned our conduct almost since the in- 
vention of the policy.” 

Mr. O’Connell issued the challenge 
that “if the agency system is to con- 
tinue, we must accept and improve upon 
many of the methods employed by our 
competitors.” Change is coming, he de- 
clared, and those who will not adjust 
themselves must fall by the wayside. 

Citing some of the thorny problems 
now facing the NAIA, the speaker advo- 
cated that agents should, with an open 
mind, give careful consideration to 
changes proposed by the companies even 
though they might change the time- 
honored method by which agents’ busi- 
ness is conducted. 

As far as compensation for services 
rendered is concerned, Mr. O’Connell 
said: “This is your right of private con- 
tract which you have battled to obtain 
and which we must struggle to pre- 
serve.’ He warned agents, however, 
that they did their companies a disserv- 
ice when they accepted a lower commis- 
sion standard in order to secure prefer- 
ential treatment at the expense of 
others. He indicated that many of the 
agents are now faced with this decision 
as old and new companies, not hereto- 
fore considered to be of great agency 
value, “propose to us that we give them 
only that business upon which profit is 
inevitable, in exchange for a lower rate 
accompanied by a substantial cut in 
agency income.’ p 

He warned that if this practice 
spreads, as it is bound to do under 
agency encouragement, “we may soon 
find our staunch company allies obliged 
to follow suit. Then no market will ex- 
ist for average accounts and the state 
will be more interested in providing in- 
demnity to those who cannot find it 
elsewhere.” 





heard anyone persuasively question it. 
“You will hear rather cogent argu- 
ments why such procedures can be 
adopted without affecting any existing 
situation except perhaps to increase the 
take-home pay of the agent. This would 
be accomplished by releasing the agent 
from his desk to allow him more time 
for solicitation; by reducing the expense 
of reissuing policies and the cost 0 
billing by the agent; by use of the auto- 
matic cancellation to do away with free 
insurance. Weigh all these arguments 
carefully and decide what is the best 
interest of the insured—and that it will 
be your best interest also.” 
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“Town Hall” Forum Clicks at N. J. Meet 


(Continued from Page 41) 


thus relieving the agent of the burden 
of a small premium high-cost policy. 
“You are probably all aware that pack- 
age policies are the coming thing. We 
already have the homeowners forms A 
and B in other states. New Jersey will 
have the coverage as soon as your laws 
permit. There is also a combination auto 
physical damage and liability contract. 
More are on the way,” he said. 

Mr. Knox then gave his opinion on 
the question as to why some companies 
insist On printing on the monthly re- 
porting forms the name and address of 
the general cover department rather 
than that of the local agent. He said: 

“According to my best estimate, 90% 
of the monthly reporting forms are sent 
direct from the insured to the agent 
who in turn forwards them to the 
proper General Cover department. There 
undoubtedly would be some little pres- 
tige added to the handling of this busi- 
ness if the forms were prepared with 
the agent’s name and address instead of 
the General Cover department’s address; 
however, the present practice has served 
a good purpose in that it has simplified 
the handling insuring the arrival of the 
monthly report at the proper General 
Cover department.” 

Mr. Knox also brought out that about 
one out of ten insureds report direct to 
the company’s general cover department. 
“It is obvious that agencies as a whole 
are recognized by the insured regardless 
of the general cover department’s name 
and address appearing on the form. Just 
another indication of the excellent job 
you are all doing for your agencies, 
he remarked. 


National Board Ads to Feature Agent 


Indicating a keen appreciation of in- 
surance advertising, Mr. Knox then re- 
vealed that plans are now well com- 
pleted by fire companies to place more 
emphasis in their national and trade 
journal advertising on the importance of 
the local agent in purchasing insurance 
protection. “You as agents and we, as 
company men,” he said, “should have 
little difficulty in proving to a prospect 
or client that the insurance he buys 
through your agency is worth more be- 
cause of the personal service and atten- 
tion you give. Our company advertising 
and that of the National Board of Fire 
Underwriters will play up the local agent 
throughout the next twelve months.” 

Mr. Knox said he agreed whole- 
heartedly with the suggestion that better 
understanding can be accomplished be- 
tween company underwriters and agents 
by having the underwriter make a per- 
sonal visit into the field. In his own 
company “this practice has paid big divi- 
dends to us for the time and money ex- 
pended.” He also favors the plan of 
having fieldmen advise agents of a 
definite time of day when they expect to 
visit an agency. 

As to the suggestion that agents 
handle more of the small physical dam- 
age claims, the speaker said: “The offer 
is appreciated, but primarily agents are 
Producers. Every hour spent in adjusting 
a loss is an hour out of productive time.” 

As for the encouraging of a uniform 
Procedure in adjustment of television 
antennae claims, he indicated that the 
General Adjustment Bureau together 
With some of the independent company 
adjusters are now observing such pro- 
cedure. 

Commenting on the proposal for ex- 
clusion of coverage on antennae, cloth 
awnings and metal smoke stacks from 
the standard extended coverage endorse- 
ment, Mr. Knox pointed out: “Antennae 
has already been excluded in some terri- 
tories and specific insurance is available 
at materially higher rates. I, too, would 
ike cloth awnings and metal smoke 
stacks removed from the coverage under 
the E.C. endorsement, but I cannot pre- 


dict such exclusion in the immediate 
future.” 

In closing he welcomed the associa- 
tion’s suggestion made that “we encour- 
age our agents to be extremely careful 
in discrediting the work of company ad- 
justers unless, first of all, we are con- 
fident we have all the facts. We cannot 
criticize an adjuster without criticizing 
our business. If you find a loss is not 
being adjusted in a competent manner, 
get in touch with your fieldman who is 
in a position to do something about it.” 


Zimmerman Full of Suggestions 


Arthur Zimmerman brought a pocket- 
ful of suggestions to the platform and 
rattled them off in quick succession. 
Among the most important were the fol- 
lowing: 

1. “I agree we need better agents in 
our business. It’s really a company prob- 
lem because agents are appointed by 
them. So I suggest that when an ap- 
pointment is made, care be taken that 
the agent is of good calibre. Companies 
should see to it through their special 
agents that the young men they name 
get the type of education that is re- 
quired. 

2. “Collections are a big problem. Any 
company that permits an agent to let his 
balance become overdue is doing an in- 
justice to itself and the agent. Let’s not 
have a recurrence of the ‘in committee’ 
agencies of the 30's. 

3. “Leon Watson’s rating bureau is 
the finest in the 48 states. However, 
there are a few things that might still 
be done. I believe the time has come 
when the bureau should consider rating 
all mercantile risks on a class rate basis. 
This would eliminate inspections that are 
unnecessary. 

“We should not continue too much 
longer the practice of having dwelling 
rates in so many classes. Why not have 
(1) protected rate and (2) unprotected 
rate—just two classes? Why not put a 
sprinkler leakage rate on the fire card? 
It would save time and money. 

4. “The day is coming when we might 
consider whether the base rate which we 
now have for fire insurance could also 
include the extended cover classes. Our 
clients now consider fire and E.C. as 
being under one policy, so wouldn’t such 
a step be in keeping with the package 
policy trend ? 

5. “Why can’t we have one draft when 
a big loss is involved? It would eliminate 
a lot of entries if the bureau could issue 
one draft to include all the losses on a 
particular account. Also, why not permit 
good agents to issue the so-called pocket 
or on sight drafts? It would make for 
improved public relations.” 


Fearful of Commission Wars 


Mr. Zimmerman barely touched on the 
subject of commissions. However, he 
made one point: “I’m violently opposed 
to commission wars. We have a minor 
one now in New Jersey, applicable to 
unprotected property. Sooner or later 
someone is going to get hurt.” 

He closed his talk with the suggestion 
that companies declare a moratorium on 
taking engineers from the rating offices, 
and was outspoken in his distaste for 
the practice of “knocking competitors.” 
In turn, he expressed pleasure that the 
New Jersey Association now has a con- 
ference committee which meets with 
Leon Watson’s bureau and he hoped 
that a similar arrangement would be 
made by NAIA with the new American 
Insurance Association. 

A question and answer period followed 
the close of the forum. 


Canadian Co. Election 
The Mercantile and General Reinsur- 
ance Co. of Canada has named G. M 
Huycke as chairman of the board; 
General Sir Neil M. Ritchie as _presi- 
dent, and D. G. Barnard as general 
manager. 








Combined Net Premiums 
Reach Highest Volume 


AMER. FIDELITY & CASUALTY 





Markel Announces 1953 Premiums as 
$26,776,605; $940,106 Net Operating 
Profit After Taxes 





Combined net premiums written by 
American Fidelity & Casualty Co. and 
its subsidiary, American Fidelity Fire 
Insurance Co., in 1953 reached the high- 
est volume on record. Irvin S. Markel, 
president, told stockholders in the an- 
nual report that the insurance company 
and its subsidiary wrote a combined 
volume of $26,776,605 in premiums last 
year. American Fidelity & Casualty’s 
total was $21,766,010 and the subsidiary’s 
$5,010,595. 

The net operating profit for 1953 
amounted to $940,106, after taxes. Ad- 
mitted assets totaled $35,579,074. Surplus 
to policyholders, after dividends, was 
$7,789,461, or almost double the previous 
year, reflecting the 1953 favorable oper- 
ating results and proceeds from the sale 
of new convertible preferred stock late 
last year. 

“We believe,” Mr. Markel said, “that 
the favorable results of 1953 can be 
attributed to a large extent to our prin- 
ciple of basing premium rates upon the 
loss experience of fleets operated by 
policyholders. This procedure involves 
lowering or raising rates in accordance 
with the movement of the loss experi- 
ence. Under this experience rating plan, 
underwriting losses of prior years are 
translated into higher premium rates 
for the future. In addition, policyhold- 
ers can help to reduce the cost of their 
insurance by cooperating with our safety 
engineering department in their accident 
prevention work and with our claims 
department in the prompt, equitable set- 
tlement of those claims which do arise.” 

Mr. Markel said that the company 
and its subsidiary, American Fidelity 
Fire, have experienced a “tremerdous” 
growth i in business. In the past six years, 
he reported, the number of trucks and 
buses insured increased by over 100%. 

“This growth,” according to the insur- 
ance executive, “has made it necessary 
to reinsure large amounts of business in 
order to maintain a favorable relation- 
ship of capital funds to volume of pre- 
miums written. The recent new financ- 
ing has added $3,349,000 to the surplus 
of the company, and will enable us to 
retain a larger volume of our present 
premium writings for our own account, 
in addition to permitting future growth.” 


New York I-Day Plans for 
Next Fall Get Under Way 


Jerome S. Miller, board chairman of 
Greater New York Insurance Brokers’ 
Association, Inc., presided on Tuesday 
at a meeting called to discuss plans for 
setting up Greater New York Insurance 
Day next fall on an industry basis. In- 
vitations to attend had been sent to key 
men of over 30 associations. There was 
a fairly good turnout. 

Mr. Miller, who did the yeoman job 
of planning the first annual Insurance 
Day last fall, expressed the point suc- 
cinctly that the 1954 observance should 
have the participation of all industry 
associations in this area, and that each 
of them should designate a representa- 
tive to serve on the I-Day governing 
committee to be set up. 

This gathering, the first this year, was 
exploratory. 


Union Casualty & Life 


Licensed in Louisiana 
Union Casualty & Life of Mt. Vernon, 
N. Y., announces that authorization to 
transact life and accident and health 
insurance in the State of Louisiana has 
been received. The addition of Louisiana 
brings the total number of states in 
which the company is licensed to 16. 






Taylor Warns of Uniform 
Accounting Pressures 


INDUSTRY’S MORAL ATTITUDE 





Speaker at Pacific Insurance & Surety 
Conference; Demand To Be Created 
By Uniform Statistics 


in speaking before 
the Pacific Insurance & Surety Confer- 
ence held in Palm Springs, California, 
April 1, declared that as time goes on 
there will be more and more pressure 
by the State Insurance Departments for 
uniform accounting in relation’ to rate 
making. 

He further stated that the demand for 
uniform accounting will stem from the 
demand for uniform statistics in the 
general classes of casualty insurance 
similar to those found in the fire insur- 
ance business where classifications are 
clearly defined and rates promulgated 
accordingly on a nationwide basis. 

Mr. Taylor said that it was his belief 
that the industry will by its own activi- 
ties cause the revival of the tabled re- 
port of the joint subcommittee of the 
National Association of Insurance Com- 
missioners at last December’s midyear 
meeting, and that in some form the 
NAIC report on uniform accounting and 
rate making will be adopted. 

Referring to the tabling of the sub- 
committee report as “a victory for the 
Insurance Departments of California, 
New York and Wisconsin,” Mr. Taylor 
stated that although the tabling gave all 
the signs of death, in reality, “it is only 
a knockout blow from which there can 
be recovery and possibly a successful 
comeback in some future bout.” 

He said that the casualty insurance 
industry must face sooner or later the 
fact of a greater degree of uniformity 
of classification or risks within a given 
class of insurance. “Uniformity does not 
necessarily begin or end with account- 
ing,” he cautioned, “but if uniformity 
between insurers is not achieved to a 
greater degree than it exists today be- 
tween insurers undertaking like and 
similar risks, it will be demanded by 
the supervisory officials in the public 
interest.” 


Robert B. Taylor, 


Unhealthy Practices 

Further in his talk, Mr. Taylor said 
that “there are some practices in the 
casualty insurance business which I pray 
will not become uniform—in fact, I hope 
that there will be uniformity in the 
opposite direction—and one is the prac- 
tice of highly selective underwriting 
backed by an excess commission agree- 
ment.” 

He spoke of his opposition to govern- 
ment in business, be it insurance or 
otherwise, but cautioned that if an es- 
sential business does not or cannot fulfill 
the responsibility assumed by it, that 
business is morally bankrupt. 

“Just how morally solvent the auto- 
mobile liability writers are at this time 
is a matter of great concern to legis- 
lators,” he said. “With the underwriting 
rules which exist in some companies, I 
would say that their liabilities far ex- 
ceed their moral assets and that they 
are hopelessly broke. Just how long the 
morally solvent companies can support 
the non-productive and spendthrift com- 
panies is questionable. 

“The companies individually assumed 
the holier-than-thou attitude which leads 
me to believe that top management ap- 
parently does not know what their 
underwriting department is doing. Just 
how near moral bankruptcy the automo- 
bile liability business is should be of 
deep concern to you. 

“Personally,” Mr. Taylor concluded, 
“T think you need more capital or you 
will find yourselves in the hands of a 
receiver.” 


NAMED CHIEF EXAMINER 
William J. Davey has been appointed 
chief examiner of the Indiana Insurance 
Department by Commissioner Harry 
Wells. He is a graduate in insurance 
and accounting of Butler U:iversity and 
has been an Indiana examiner since 1947. 
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Two More Volumes Soon 
In N. Y. Dept. Series 


ON EXAMINATION N OF COMPANIES 


Third Volume to Feature Lectures on 
“Reserves and Liabilities” in Dept.’s 
Training Program; Straub Director 


Gratified by the fine reception which 
greeted its first volumes on “Ex- 
amination of Insurance Companies,” the 
New York Insurance Department is now 
preparing to publish the third and fourth 
volumes of a series of six. They will be 
it is expected, about the 


two 


ready in June, 
time of the annual meeting of the Na- 
tional Association of Insurance Commis- 
sioners. 

Following the pattern of the first two 
volumes, the third will consist largely 
of lectures given by Departmental ex- 
aminers under the general heading of 
“Examination of Reserves and Liabili- 
ties.” The introductory remarks will be 
written by. Robert E. Dineen, former 
Superintendent of Insurance w ho i is now 
vice president of Northwestern Mutual 
Life. Other company men who contrib- 
uted chapters were Dudley M. Pruitt, 
assistant general manager, General Ac- 
cident, writing on “Loss Accounting,” 
and Edmund J. Pieret, formerly an ex- 
aminer of the Department and now with 
the Hospital Service Plan of Utica, who 
did the chapter on “Workmen’s Com- 
pensation Claims,” in collaboration with 
Harry Grossman, Department examiner. 


Genesis of the Idea 


Speaking of the over-all effect of the 
New York Department’s efforts, Deputy 
Superintendent Adelbert G. Straub, Jr., 
under whose direction the six volumes 
are being produced, said that the com- 
plete series has been designed to pro- 
vide for the first time an authoritative 
description of the complex operations of 
insurance companies in the United 
States and the manner in which compli- 
ance with statutory and administrative 
law is ascertained by the supervisory 
authority. 

Mr. Straub credited Jack Lavanhar, 
chief of the fire and marine section of 
the Department's property bureau, with 
the idea for the series some years ago. 


Although he made seeming slow prog- 
ress in getting the idea across, Mr. 
Lavanhar persisted and won the sup- 


Straub and the approval 
3ohlinger, Superintendent 
of Insurance. This came at an oppor- 
tune time as the Department had 
merged its fire-marine and stock-mutual 
casualty bureaus into one large property 
bureau. The need arose for clear-cut 
uniformity of practice on examination 
of the companies, and this need is now 
being facilitated by the Department’s 
service program of lectures for its 
examiners which now number 300. 

It was realized by Superintendent 
Bohlinger that no comprehensive and 
modern text material had been available 
on practices of insurance company ex- 
amining. This realization made the con- 
templated series of volumes of even 
greater importance. It would be in- 
valuable not only to New York Depart- 
ment’s staff but to insurance companies, 
supervisory authorities in other states, 
company executives, actuaries, insurance 
buyers, agents, brokers, adjusters, attor- 
neys, accountants, teachers and research 
workers. 

“The demand for copies of the first 
two volumes,” said Mr. Straub, “has 
almost exceeded the supply on hand. 
Requests have been received even from 
foreign countries in many parts of the 
world.” 


port of Mr. 
of Alfred J. 


Plans Seminar Series in 1955 


In addition to editing and directing 
publication of the series Deputy Super- 
intendennt Straub delivered the lecture 
on “Functions of the Department’s New 
York office.” He also plans for 1955 a 
series of seminars for senior and asso- 
ciate examiners. It is hoped that out of 
these seminars will come some of the 





BOHLINGER ISSUES WARNING 


Advises Public Not to Do Business With 

Automobile Owner’s Safety Co. of 

Kansas City; Not Licensed in N.Y. 

Reiterating his warning to the public 
not to buy insurance from companies 
not licensed to do business in New York 
State, Superintendent of Insurance Al- 
fred J. Bohlinger referred specifically 
this week to the Automobile Owner’s 
Safety Insurance Co. of Kansas City, 
Mo., about whose activities numerous 
inquiries have been received by the New 
York Department. 

Stating that this company is not li- 
censed to do business in this state, the 
Superintendent said the inquiries about 
it result from an apparently intensive 


mail campaign which the company is 
conducting in New York State in an 
effort to sell to motorists a_ limited 
type accident and _ health insurance 
policy. 

Mr. Bohlinger pointed out that the 


Automobile Owner's was not subject to 
the supervisory machinery set up in this 
state to protect policyholders and that 
the Department could not assist policy- 
holders should a dispute arise over a 
claim under the policy which the com- 
pany is attempting to sell. Since the 
company is not authorized here, he said, 
its insurance policy has not been ap- 
proved by the state Insurance Depart- 
ment. 

He also explained that unlike compa- 
nies authorized to sell insurance in this 
state, the Automobile Owner’s is free 
of the financial requirements and other 
provisions of the Insurance Law de- 
signed for the protection of  policy- 
holders. 


Arizona Passes New 


State Insurance Code 


Governor Pyle of Arizona has signed 
into law a new state insurance code de- 
signed to eliminate inequities in the in- 
surance industry. Main provision of this 
code will permit general insurance firms 
to handle multiple lines of insurance. 
They have been limited in the state 
heretofore in the types they may handle. 

The new code also will bring benefit 
insurance companies under the same 
provisions of the law as other insurance 
firms. Benefit companies in Arizona 
have been operating under a separate 
insurance law. and paid no premium tax 
to the state. 

Under the new code they will be re- 
quired to pay a premium tax of 1%. 
They also will be required to pay a fee 
for licensing of their agents, not pre- 
viously required. 





Income Indemnity Being 
Formed in Rockford, Ill. 


ELECTS OFFICERS, DIRECTORS 


Lee Crouch Is President; H. J. Coutre 
V.P. and Agency Director; State 
Grants Certificate of Authority 


A new Illinois A. & H. company—the 
Income Indemnity of Rockford—is now 
being formed with capitalization ot 
$100,000 and surplus of $155,000. Director 
of Insurance Robert E. Barrett granted 
the necessary certificate of authority a 
few weeks ago following which the first 
stockholders’ meeting was held and offi- 
cers and directors elected. 

President is Lee Crouch who has op- 
erated his own business for 12 years. In 
the A. & H. field he participated in the 
development of one of the largest com- 
panies in the midwest and supervised 
operations of an agency. He was elected 
to the board. 

Vice president and director, of agen- 
cies is H. J. Coutre, who formerly was 
superintendent of agents, disability divi- 
sion, Continental Casualty, for ten years, 
and has specialized in agency develop- 
ment and supervision. 

Chairman of the board of directors 
and secretary of the company is L. E. 
Caster, president of Keig- Stevens Bak- 
ing Co., and partner in Caster Motor 
Sales and Service. He is also president 
of Illinois Hospital Service, Inc., and 
Northern Illinois Medical Service, Inc. 

Other officers and directors include 
Ernest L. Swarts, industrial designer, 
who was elected treasurer; Oscar E. 
Hummermeier, farmer and cattle feeder; 
David L. Larson, farm implement 
dealer; Geo. L. Kane, account executive 
with Howard H. Monk & Associates, 
Inc., Rockford Advertising Agency; Dr. 
Maurice P. Rogers, medical director of 
the company, who is past president of 
Rockford Memorial Hospital staff and 
Winnepage County Medical Society. 

James M. Brown of Hyer, Gill & 
3rown, has been appointed attorney for 
the company. Carl F. Tiffany & Co. of 
Chicago, is the consulting actuary. 





SEES BUSINESS GROWTH 

kK. Kk. Bechtel, president, Industrial 
Indemnity Co., which is the largest 
private writer of workmen’s compensa- 
tion in California, in addressing one of 
a series of meetings of employes 
throughout the state, expressed to local 
employes confidence that the company’s 
business will continue to show sub- 
stantial growth in the state. 





advantages inuring from the standardi- 
zation of practices program. Present 
plan for the seminars is to have a small, 
select attendance at each. As Mr. 
Straub points out: 

“We must take advantage of the long 
and seasoned experience of our older 
examiners before they retire. It is im- 
portant that they pass along their accu- 
mulated knowledge to the newer men 
in the Department. We have grown too 
big for the old procedure of having in 
service training performed on an indi- 

vidual basis with the chief examiner 
giving instruction informally to _ his 
staff rmembers.” 

Mr. Straub acknowledges the Depart- 
ment’s appreciation for the assistance 
ness of company men—specialists in 
their respective fields. He says: “Our 
in service course would not have had the 
high quality of lecture material if it 
were not for the generous contributions 
of these company specialists.” 

Contents of Volume Three 

The following gives a picture of the 
subjects treated in volume three of 
“Examination of Insurance Companies” 
with the listing of Departmental exam- 
iners and guest lecturers who gave this 
portion of the in service program: 

PART I 
POLICY AND UNEARNED PREMIUM 
RESERVES 

Chapter 1—Reserves of Life Insurance Com- 

panies: Fundamentals of Policy Reserves— 


Charles C. Reserve Liabilities—Charles 
C. Dubuar. 

Chapter 2—-Unearned Premiums: 
and Establishment of Reserves—Joseph Raywid; 


Examination Procedure—Jack Lavanhar. 


Dubuar; 


Preparation 


PART II 
LOSSES AND LOSS ADJUSTMENT 
EXPENSES 
Chapter 3—Loss Accounting—Dudley M. 
Pruitt. 


Chapter 4—Fire and Allied Lines of Insur- 
ance Claims—John T. Hanley. 

Chapter 5—Ocean and Inland Marine Claims— 
David Wobhlner. 

Chapter 6—<Accident and Health Claims—L. 
Edward Nowak. 

Chapter 7—Workmen’s Compensation Claims— 
Harry Grossman and Edmund J. Pieret. 

Chapter 8—Bodily Injury and Property Dam- 
age Liability Claims—Jesse A. Pulis and Jack 
Salant. 

Chapter 9—Fidelity and Surety Claims—John 
Christensen. 

Chapter 10—Glass, Burglary, Steam Boiler 
and Other Casualty Claims—Charles F. Horan. 


PART III 
OTHER LIABILITIES 

Chapter 11—Reserves: Commissions 
Heidman; Taxes—Robert Freeman. 

Chapter 12—Dividends to Policyholders and 
Stockholders: Life Companies—Allen L. Mayer- 
son; Casualty and Fire Companies—Andre F., 
Pouy. 

Chapter 13—Miscellaneous Liabilities—Edward 
S. Hogan. 


-Philip C. 





Cahill On Cooperation 


(Continued from Page 38) 


avoidance of adverse selection. 

“This new policy form should serve 
the worthy purpose of establishing a 
standard package policy in the dwelling 
field which will have general acceptance 
by producers and by most companies, 
whether primarily casualty or fire com- 
panies.’ 

Further along in his talk, Mr. Cahill 
considered compulsory automobile in- 
surance and cautioned that “in order 
to avoid compulsory insurance and its 
allied menace of state funds, it is essen- 
tial that a broad market be available to 
those who want to purchase automobile 
liability insurance. It is the belief 
of most stock casualty companies that 
the solution to this market problem lies 
first in having an adequate rate level for 
the state and, secondly, in having a 
classification plan of sufficient refinement 
to rate the various types of risks 
equitably.” 

Seven-Classification Plan 

He then pointed to the seven-classifica- 
tion plan for private passenger cars 
which has become effective in 37 states 
and the District of Columbia “as a big 
step in the direction through the use 
of rating information that is not factual 
in character.” Mr. Cahill explained that 
this plan has the advantage of establish- 
ing relatively lower and more competitive 
rates for the preferred classes of busi- 
ness and higher rates for the classes 
or risks that have been deemed unde- 
sirable by underwriters generally and 
for which there has been, in consequence, 
a rather limited market. 

It was his opinion that the lowering 
of the rates for the preferred classes 
of business and the raising of rates for 
the less desirable categories should pro- 
duce a stronger market for the business 
generally. 

“You will be pleased to know,” con- 
tinued Mr. Cahill, “that there will hence- 
forth be cooperation between the Na- 
tional Automobile Underwriters Asso- 
ciation and the National Bureau in the 


determination of territoria] definitions 
for automobile insurance.” It was his 
observation that this should simplify 


many matters for agents and companies. 
He mentioned the growing problem of 
the automobile experience of military 
personnel and said that a present study 
being conducted in Rhode Island should 
serve as a guide in respect to revision 
of rates for military motorists. 
Not Opposed to Merit Rating 

In relation to the question of merit 
rating, Mr. Cahill declared: “I should 
explain that the member companies of 
the National Bureau are not opposed to 
merit rating in principle and_ have 
recorded themselves as favoring the 
introduction of merit rating provided 
that a sound and workable plan can be 
developed.” However, he continued, “we 
have not been successful in developing 
a plan that measures up to these re- 
quirements for the simple reason that 
enough dollars must be collected in the 
form of premium to pay the total losses 
and expenses.’ 

Referring to why stock companies do 
not allow a premium credit to youthful 
operators who have successfully com- 
pleted a driver training course in public 
schools, Mr. Cahill said that such 
studies to date have been based on 
inadequate samples. The National Bu- 
reau and the Mutual Insurance Rating 
Bureau are cooperating, he said, with the 
Virginia Division of Motor Vehicles and 
the State Board of Education in the 
study of as large a sample as practicable. 
“Progress has been unexpectedly slow, 
however, because of the difficulty of 
following through on the record of each 
individual included in the sample.” 

Commenting on the progress of the 
casualty insurance business, he said that 
in consequence of the substantial rate 
increases made effective in recent years 
for many lines, the casualty business is 
again producing a profit over-all nation- 
wide. 
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Modern cars and modern highways can make high speeds seem decep- 


tively safe. But talk with those who miraculously have survived a high 
speed crash. They can tell you that things happen so fast you don’t have 
time to think. Often, the survivors are permanently maimed or crippled. 
Don’t risk a lifetime of regret to save a few minutes. 


AETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY + THE WORLD FIRE AND MARINE INSURANCE CO. 
THE CENTURY INDEMNITY COMPANY ° STANDARD INSURANCE CO. OF N. Y. 
HARTFORD, CONNECTICUT 

















This advertisement also appears —in color— in TIME, NEWSWEEK, PATHFINDER, 
U. S. NEWS and WORLD REPORT. 


Clinton L. Allen, President 





Man Who Saves You 
From Worries 


Getting real insurance protection is 
more than just buying a policy. The 
personal service your local agent 
gives can save you a lot of worries. 
For example, suppose you have an 
automobile accident, a fire or some 
other form of loss. Most of us feel a 
little bewildered when such things 
happen. It sure takes a load off your 
mind—and quick—to be able to 
pick up the phone and get expert 
advice from your local agent. 


Follow: these time-tested rules: — 


CONSULT YOUR AGENT OR BROKER 
THINK FIRST OF THE AETNA 









































Fair Weather 


or Foul... 


Your clients’ ocean cargo investments are well 
protected in good times and bad when they are 
insured through the Marine Office of America. 











For standing squarely behind your protection 
are theseven long-established member companies 
of the Marine Office —companies which have 
never failed to pay all just claims promptly and 
in full despite depressions, booms and disasters. 


Consult the Marine Office of America 
on all ocean and inland marine problems. 
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MARINE OFFICE OF AMERICA 


Member Companies: 
* THE AMERICAN INSURANCE COMPANY 
* AMERICAN EAGLE FIRE INSURANCE COMPANY 
* THE CONTINENTAL INSURANCE COMPANY 
* FIDELITY-PHENIX FIRE INSURANCE COMPANY 
* FIREMEN’S INSURANCE COMPANY 
* GLENS FALLS INSURANCE COMPANY 
* THE HANOVER FIRE INSURANCE COMPANY 


MIARINE OFFICE or AMERICA 


116 JOHN STREET, NEW YORK 38, NEW YORK 
WESTERN DEPARTMENT SOUTHERN DEPARTMENT PACIFIC DEPARTMENT #= NORTHWESTERN DEPARTMENT 


Insurance Exchange Building © Nat'l Bank of Commerce Bldg. @ 140 Sansome Street e Colman Building 
Chicago 4, Illinois New Orleans 12, Louisiana San Francisco 4, California Seattle 4, Washington 


SERVICE OFFICES: Atlanta « Baltimore * Boston * Cleveland « Dallas * Detroit « Houston © Jacksonville 
Los Angeles * Louisville * Philadelphia ¢ Pittsburgh * Portland © Richmond « St. Louis * Stockton « Syracuse 


CLASSES OF OCEAN AND INLAND MARINE INSURANCE 

















